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In the new stations you plan 
x. PUT THE PUMPS 
NDERGROUND:! 








Tue place for the pumps in a modern station is 
underground — in the storage tanks. Plan to put them 
there by specifying the Tokheim Central Service Sys- 
tem. With the Tokheim system one pump does the work 
of eight. Two pumps serve the average large station. 
Both pumps and motors are underground. Fuel is pushed 
to island dispensers. Your station layout is improved 
because tanks are placed away from the traffic area. 
Savings are made in piping, installation and equipment 
costs. Operating and maintenance costs are reduced. 
Service is improved. And remember, only Tokheim 
builds the Central Service System. Investigate it soon. 
TOKHEIM OIL TANK AND PUMP COMPANY 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
FORT WAYNE 1 SINCE 1901 INDIANA 


f Write for New Brochure! 


CTT® CENTRAL SERVICE SYSTEM 








NO ADAPTORS 


No 
Xu 


» make profits fast with Trico’s new 
Soft-Rubber Wiper Blades. 

You'll pick the right blade guick from 
Trico’s handsome metal Sales Cabinet. No 
fumbling on the shelf! 

And you can snap them on ALL FOUR 
types of wiper arms instantly without 


BLING ' 


fumbling, without fiddling around with a 
bewildering assortment of adaptors. 

The Cabinet is yours without extra charge 
when your Jobber sets you up with a mod- 
est, balanced stock—and you'll be surprised 
at how small an inventory will service ALL 
cars, old and new! Phone him NOW! 


HOW TO SELL and INSTALL Wiper 
Blades —an “eye-opening” full- 
color sound-slide film for sales 
meetings. Write Trico — 
or ask your Jobber to ar- 
range a showing of ‘’See- 
ing in the Rain” for you. 


FREE—This handy Slide Chart in- 
stantly tells what blade to pick. 
Write Trico or phone your Job- 


ber for one. 











NORWALK presents 
The Answer to Your Biggest Tire Problem 


BALANCE! 


New Micro-Balanced Norwalk 


Opens New Field of Profits 
for YOU! 


Low pressures and high speeds have created a 
new driving problem—balance. And with it a 


big profit opportunity for you. 





For now Norwalk offers you the tire pre- 





cision-balanced at the factory to save balancing LESS “SHIMMY AND SHAKE” . . . Today’s drivers are increas- 
ingly aware of the troubles that go with unbalanced tires. Sell 


worries on the road. A tire that rides more ne 
Balance” and sell customers you never sold before. 


smoothly, skids less, wears longer. 


Norwalk’s Micro-Balanced line is complete 





... all wanted passenger and truck sizes. All 


bearing a famous name and offered under a 











protected franchise. All made with the latest, 
THE WEIGHT OF A 


most improved techniques in tire making. And ZATHER affects this 
delicate Micro-poise 
: ret SR machine that bal- 
turing the sales-winning theme of BALANCE. cnces every Norwalk 
tre. Better balance 
means bigger sales 
a story you won't want to miss. Write The for you. 


all backed by national and local promotion fea- 


If you are a petroleum marketer, we have 


Armstrong Norwalk Rubber Corporation, 


Norwalk, Conn. Today! 





r. 


BETTER BALANCED 


NORWALK =’ TIRES 


Plants at Norwalk and West Haven, Conn., Natchez, Miss. and Des Moines, lowa 
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CANFIELD OIL CO. 


prevents leakage and losses 


Tri-Sure Closures 


The Canfield Oil Company was a pioneer 
in sealed packaging of petroleum products. 
It was one of the first to use refinery-sealed 
cans and containers—and one of the first to 
equip its drums with Tri-Sure* Closures. 


Today, Canfield’s extensive line of motor 
oils and lubricants is Tri-Sure protected. 
And every shipment attests the dependability 
of the exclusive Tri-Sure assembly—a flange 
that is an integral part of the drum, a plug 
which fits securely into the flange, and 

a cap-seal which is positively leak-proof 

and tamper-proof. 


Where only the best protection is 

good enough, you will find Tri-Sure Closures. 
And where Tri-Sure Closures are used, 

you will find every gallon is safe from 
leakage, pilferage and losses. Give your 
products this proven protection. When you 
order drums, always specify, 

“*Tri-Sure Closures.”’ 





CLOSURES 





 Tesnfiely 
; Premium |p 


vb Partet OOmcE 


MOTOR OIL 



































x 





*The ““Tri-Sure” Trademark is a mark of reliability backed by 30 years 
serving industry. It tells your customers that genuine Tri-Sure Flanges 
(inserted with genuine Tri-Sure dies), Plugs and Seals have been used. 


AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Can. 


NATIONAL PETROLEUM NEWS 








ET 





AHEAD OF THE NEWS 





LOADING LOSS FACTOR—One major oil marketer, 
in conjunction with experiments on bottom-loading, 
is conducting tests to determine the relationship be- 
tween loading rate and vapor losses. Objective is 
to determine whether vapor losses at high loading 
speeds are sufficient to warrant addition of a vapor- 
recovery system on tank trucks. Once completed, 
company hopes to be able to come up with data on 
vapor losses at various loading speeds, and probably 
will attempt to determine a ratio relationship be- 
tween loading rates and vapor losses. 


JOBBERS STILL INTERESTED—tThere is still live- 
ly interest among South Dakota Independents over 
the proposal that jobbers promote construction of a 
new refinery in eastern South Dakota to process 
crude from the Williston Basin of North Dakota. 
Several prominent jobbers have been making per- 
sonal studies of the problems involved, and a confer- 
ence will be held later this winter to correlate their 
findings and opinions and determine what further 
steps should be taken. Jobbers interested in promot- 
ing the refinery contend it would assure Independents 
of a sure and constant source of supply, would make 
residual fuel available on a competitive basis, and 
eliminate dependence on Group 3 rail rates. The 
South Dakota Independent Oil Men’s Assn. has en- 
dorsed the proposal and is expected to sponsor the 
meeting to discuss future prospects. 


COMPOUNDERS’ PROGRAM—A new co-operative 
program for improving the operations of its mem- 
bers will be sponsored in 1953 by the Independent 
Oil Compounders Assn. An advisory committee rec- 
ommends that compounders who develop ideas or 
improvements which make for more efficient plant 
operation share them with other members. The com- 
mittee also urges that the association devote much 
of its activity to accumulating and passing on in- 
formation concerning selling, training of salesmen, 
supervision, advertising, office management, cost ac- 
counting and executive control. 


SENATORS CURIOUS—The Senate Foreign Rela- 
tions Committee may consider hearings on the role 
and operations of U.S. oil companies in the Middle 
East. If hearings develop, one of the motivating rea- 
sons will be complaints that American informational 
media, including government-sponsored outlets, have 
spread information throughout the Middle East tend- 
ing to harm U.S. relations in that area, particularly 
regarding the “international oil cartel proceedings.” 
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CONTROLS—If Congress decides to continue eco- 
nomic controls legislation (due to expire April 30), 
Representative Burleson (D., Tex.) will push for 
amendment dropping price controls on commodities 
(particularly petroleum and petroleum products) 
unless heavy percentage of material is going directly 
into defense or there is overwhelming reason to 
believe decontrol would result in inflationary up- 
surge. Amendment will be even broader than that 
proposed by Representative Burleson along same lines 
when controls authority was extended by 82nd 
Congress. 


WEST COAST OUTLOOK—PAD and the military 
are keeping their fingers crossed in relation to the 
favorable weather conditions on the West Coast, 


. which have been primarily responsible for the “loose” 


residual supply picture and for meeting of military 
requirements for Navy Special fuel oil. Expecta- 
tion is that Navy Special again would become a prob- 
lem child should the weather turn colder, thus in- 
creasing sharply the need for residual fuel oil by 
such large usefs as agriculture, power and industry 
in general. 


COOLER OIL FILTERS?—Kaiser-Frazer has come 
up with a new oil filter which it says cools as well 
as cleans engine oil, and will be available as an ac- 
cessory on Kaiser and Henry J. cars. Lubrication 
men say that it may be desirable to cool crankcase 
oils in cars operated in high temperature areas, such 
as in some sections of the South and Southwest. How- 
ever, they point out that in northern sections of the 
country, especially in the winter, the oil in many 
cars does not run as hot as might be desirable, and 
any further cooling of the oil might affect filtering 
efficiency. 


MOTOR CAR CREDIT CARD—One of the auto- 
mobile manufacturers is said to be looking into the 
feasibility of issuing a limited-purpose credit card 
to each buyer of one of its new cars. While some- 
what vague at present, the idea seems to be that 
a way can be found to establish the buyers of this 
particular company’s cars as a good credit risk, if 
not a guaranteed risk, for car needs. The latter 
would include not only repairs and service work, 
but gasoline, oil and TBA products, and it would 
be necessary to enlist the co-operation of a reason- 
able number of service station operators. Some short- 
term time limit, such as six months, is said to be 
contemplated. 











< TODAY’S GIANT tt | 





















EVERYONE WANTS A PRODUCT that’s 
better—that’s different. Nobody wants to buy 
a gas or oil that’s “just as good.” Well, mister, 
you sell a GIANT difference when you’ve got 
a D-X Franchise! There’s a GIANT difference 
in D-X Lubricating Gasoline...a GIANT differ- 
ence in New D-X Motor Oil with exclusive 
Extrinol. Therefore, there’s a GIANT differ- 
ence in your opportunities to sell and profit 
with D-X. 


If you live in the Middle West, write, wire 
or phone collect today for more facts about 
what a D-X dealership or jobber franchise can 
do for you. No obligation, of course. Act now! 











MID - CONTINENT PETROLEUM 
CORPORATION 


Tulsa, Okla. 
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WASHINGTON 








Slated to be- 
come Number 2 
man at the Justice Department when 
the Eisenhower administration takes 
over on Jan. 20 is William P. Rogers, 
a young Washington attorney who 
appears to be quite highly regarded 
by some of the oil industry repre- 
sentatives here. 


When he was chief counsel for the 
Brewster Committee’s investigation 
of Middle East oil in 1947, they point 
out, his competent fair-minded man- 
ner of questioning witnesses was in 
sharp contrast to the headline-hunt- 
ing tactics of Chairman Brewster, 
who seemed to favor the “how many 
times do you beat your wife” type 
of query. The general feeling is that 
oil, as well as all other industries, 
will get a fair shake from “Bill” 
Rogers. 


To keep the record entirely clear, 
however, it must be remembered 
that Mr. Rogers, as chief counsel, 
must have played a very influential 
role in the sizzling report issued by 

. the committee. It is unknown, of 
course, whether Mr. Rogers. sub- 
scribed to all of those views 100% or 
how his sentiments may have 
changed since then. Anyhow, here 
were some of the meatier observa- 
tions made by the committee—some 
rather favorable to the companies 
involved and the entire industry, and 
some very definitely slanted the op- 
posite way: 


“The importance of petroleum to 
the national welfare ... Wwar- 
rants the establishment by Congress 
of a board authorized to deal exclu- 
sively with all matters pertaining to 
petroleum ... such a board should 
be set up to manage, control and 
co-ordinate national petroleum prob- 
lems for all government departments 
and agencies, military and civilian. 
It should be empowered to secure 
the assistance of an industry ad- 
visory group and to employ person- 
nel familiar with petroleum prob- 
lems, 


“For similar reasons the commit- 
tee is of the opinion that either one 
committee of the Senate and one 
committee of the House of Repre- 
sentatives, or a joint committee of 
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Oil Observers Think Industry Will Get 
‘Fair Shake’ from DJ Right Hand Man 


By Andrew R. Patla, Washington Editor 


the two, should be authorized to deal 
with national matters concerning pe- 
troleum. 


“ 


. Appropriate and suitable ar- 
rangements should be consolidated 
to secure an interest by our govern- 
ment in these vast (Middle East) 
reserves which are so utterly impor- 
tant in time of war. 


. When companies sell to the 
U. S. Government, especially during 
war, the doctrine of ‘caveat emptor’ 
should not apply. Companies must 
be required to deal openly and fair- 
ly with the government. 


(Note: In addition to the “inter- 
national oil cartel” proceeding, one 
of the cases to be turned over to 
Rogers & Co. involves an alleged 
$67 million “overcharge” to Mutual 
Security Agency on Arabian crude.) 


“. .. The acquisition of foreign oil 
rights has become affected with a 
strong national interest. ... It is 
therefore necessary for the U. S. to 
evolve a detailed policy for the ex- 
ploration and development of foreign 
oil resources. 


“. .. The Senate should give im- 
mediate consideration . . . to the de- 
termination of a petroleum policy 
for the U. S. that shall take proper- 
ly into account both the domestic 
and foreign field and critical impor- 
tance of petroleum in our national 
defense as well as our national well- 
being. 


“ 


In arriving at policy de- 
cisions of such magnitude that they 
will affect our future scecurity for 
decades to come, both the legisla- 
tive and executive branches of our 
government should seek the prac- 
tical counsel and advice of business- 
men in the oil industry, particularly 
those with foreign experience.” 


It is apparent that some of the 
committee’s views and recommenda- 
tions were pretty strong, to say the 
least. It is paradoxical, however, 
that Rogers & Co. will be stepping 
into a “cartel” situation which prob- 
ably never would have evolved had 
the government heeded the commit- 
tee’s urging for a “de‘ailed policy” 
on the foreign oil activities of U. 8S. 
companies. 





To Meet Your Needs... 


YOU'RE RIGHT WITH 
EVER-TITE 


rviceability 
prevents leaks and spills ‘a 
duces loading and delivery 


time 


t U the world’s best 
quick coupling’ makes your 
hose connections fast and sure 


TT 


t IT dependability 
means longer-lasting, trouble- 
free service. EVER-TITES never 
ict or jam 


orné 


eVER-tl 
up under the toughest wear 


= durability stands 
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(AV A'S VUE quality is main- 
tained by rigid control of 
construction specifications and 
materials 


AVAILABLE IN SIZES FOR 
EVERY NEED AT LEADING 
DISTRIBUTORS EVERYWHERE 


EVER-TITE 
COUPLING ¢€O. 
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SUPPLY AND DEMAND 





Industry Licks Mate 


rials Shortages; 


Chalks Up Record Operations in 1952 


New records were establiched dur- 
ing 1952 in oil production, refining, 
transportation and storage, accord- 
ing to the Petroleum Administration 
for Defense, desp.te limitations re- 
sulting from some materials short- 
ages. 

According to PAD’s figures, 1952 
well drilling will total 46,000 wells— 
4,000 below the original forecast, be- 
cause of the cerious impact of the 
steel strike, but still substantially 
above the 44,516 total for 1951. Also: 

Basic domestic refining capacity 
now stands at about 7,800,000 b/d, of 
which about 400,000 b/d capacity 
was added in 1952. 

Alkylation capacity has increased 
by 19,000 b/d since Jan. 1, 1951, of 
which 10,000 b/d was completed in 
1952. 

About 7,000 miles of crude oil and 
products pipe lines were laid in 
1952 to boost the total to about 170,- 
000 miles. 

Storage for crude oil and products 
was increared about 50 million bbls. 
to bring the total to 1,130,000,000 
bbls. 

About 85,000 b/d capacity for pro- 
ducing natural gas liquids was added 
to bring total capacity to about 
896,000 b/d. 


Recerd Kerosine Output—Refinery 
production of kerosine in the U. S. 
in the week ended Dec. 27 set a new 
record at 3,054,000 bbls. This was 
9,000 bbls. above the previous peak, 
established in the week ended Jan. 


12, 1952, according to API statistics 
(.ee summary tabie below). 

Refinery runs were just 100,000 
b/d under the all-time high set in 
the week ended Aug. 16, 1952. 

Other near-records were shown in 
the report. Distiliate fuel oil produc- 
tion was only 48,000 bbls. under the 
record set in the week ended March 
1, 1952. Gasoline output came within 
109,000 bbls. of the all-time high 
reached in the week ended Sept. 13, 
1952. 

Gasoline inventories rose consider- 
ably, and a small gain was recorded 
in res'dual fuel oil stocks. Withdraw- 
als of kerosine and distillate fuel oil 
from storage totaled 2,893,000 bbls., 
as compared with 4,774,000 bbls. in 
the previous week. Crude oil and 
condensate production averaged 6,- 
594,200 b/d in the week ended Dec. 
27, down 16,600 b/d from the previ- 
ous week. 

Productive Capacity Up—u. S. ca- 
pacity to produce crude oil was 7,- 
200,000 b/d as of Jan. 2, 1952, a 
group of consultants ectimated in a 
report to PAD. The estimate included 
capacity of Elk Hills naval petroleum 
re“erves. 

Crude oil productive capacity on 
Jan. 1, 1951, was estimated by a Na- 
tional Petroleum Council committee 
at 6,727,000 b/d. Thus the increase 
during 1951 was 473,000 b/d. 

Alkylates Boost Sought—-PAD is 
celine on the oil industry to come 
through with at least 1,800 b/d of 


Summary of API Report on Refining Operations 
(U. S. totals—B. of M. basis) 


Week Week Increase 
Ended Ended or 
Dec. 27 Dec. 20 Decrease 
Production (figures in bbls.) 
Crude runs—daily avg. 7,077,000 6,928,000 + 149,000 
Foreign crude included 615,000 574,000 + 41,000 
Percent — ‘= ; 95.5 93.5 + 2.0 
Gasoline . erica . 24,023,000 23,497,000 + 526,000 
Kerosine . Ase . 8,054,000 2 942,000 + 112,000 
Distillate fuel oil .... 11,024,000 10,583,000 + 441,000 
Residual fuel oil . 8,653,000 9,134,000 — 481,000 
Stocks 
Finished & unfinished te sts ar 134,425,000 131,071,000 + 3,354,000 
Kerosine Ue acs Ck cs tees 27,958,000 28,652,000 — 694,000 
Distillate fuel oil ............ .103,685.000 105,884,000 — 2,199,000 
Residual fuel oil . 48,662,000 48,504,000 + 158,000 
Summary of B. of M. Report on Crude Oil Stocks 
Week Change Change 
Ended from fr_m 
Dec. 27 Dec. 20 Nov. 29 
(figures in bbls.) 
Total crude stocks in U. S. ... . 268,710,000 — 3,074,000 3,186,000 
Total located in PAW District 1 18,959,000 877,000 1,902.000 
Total located in PAW District 2 84,400,000 — 2,985,000 — 1,550,000 

























































butylene codymer or polymer by Jan. 
20 in order to keep aviation alkylate 
facilities go'ng full bla-t. PAD said 
the need would be hiked to 2,800 
b/d when one major alkylation unit 
now being “turned around” goes 
back on stream. 


Record Avgas Stocks—Inventories 
of 100 and above octane aviation gas- 
oline held by refining companies in- 
creased 492,000 bbls. in October to a 
month-end total of 4,751,000 bbls., ac- 
cording to the Bureau of Mines. This 
was a new record for high octane 
avgas stocks on the bureau's current 
reporting bascis (in effect since De- 
cember, 1948). Inventories were 856,- 
000 bbls. above the 3,895,000 bbls. re- 
ported for Oct. 31, 1951. 


Shortage Hits Jobber—<An _ Inde- 
pendent Pacific Northwest jobber 
whose gacoline cupplies were sched- 
uled to be cut off at the beginning 
of January has reported arrange- 
ments have been made with his sup- 
plier for month-to-month continua- 
tion. The proposed termination was 
attributed to the West Coast supply 
shortage. The jobber, who asked that 
his identification be withheld, said: 
“The supply situation is still diffi- 
cult for Independents.” 


United Refining Co. at Warren, Pa., 
will install a 2,500 b/d catalytic re- 
forming unit in its 5,500 b/d re- 
finery under license from Atlantic 
Refining Co. The unit will double 
United's gasoline output to about 
3,500 b/d. 


Imports Drop—Total imports of 
crude oil and products averaged 976,- 
200 b/d in the week ended Dec. 27, 
down 30,600 b/d from the previous 
week, according to API. 


Allowables Set—Louisiana set its 
crude oil allowable at 693,463 b/d 
for January, up 6,206 b/d from De- 
cember, Kansas set its January al- 
lowable at 325,000 b/d, the same as 
for December. 


Railroad Commission Worried — 
Ernest O. Thompson, chairman-elect 
of the Texas Railroad Commission 
for 1953-1954, believes the “great in- 
crease” in imports of oil, which 
reached an all-time peak of 1,239,- 
000 b/d recently, is having an ad- 
verse effect on domestic drilling. He, 
therefore, is asking oil purchasing 
and importing companies to attend a 
Feb. 18 statewide Railroad Commis- 
sion proration hearing to review 1953 
estimates of required crude and prod- 
ucts stocks. 

A similar hearing was held two 
years ago, and Mr. Thompson said 
testimony received at that time was 
very helpful to the commission. It 
now is entitled to review the situa- 
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When the Customer Says 


The chances are it is caused 
by some factor other than 
gasoline quality. 


To point up the seven common 
causes of knock — other than gas- 
oline quality, Du Pont recently 
made up a folder on the subject. 

Although originally designed to 
be handed out during dynamometer 
demonstrations, the folder proved 
to have such popular appeal that it 
has now been made av nilable sepa- 
rately to oil company marketing 
groups for distribution to dealers. 

For sample copies and informa- 
tion on how to obtain the folder, 
write the Wilmington office or any 
of the district offices of the Du Pont 
Petroleum Chemicals Division. Ask 
for the folder, “When the Customer 
Says “Knock’.” 











Wildcat eee 
The Educational Game of 
Drilling Facts and Risks 


About a year ago a game based on 
actual drilling statistics was developed 
and patented by the Du Pont Petrole- 
um Chemicals Division. This game 
called “Wildcat,” while entertaining, 
shows in a dramatic manner the hi 
cost and the financial hazards of t 
search for oil. 

The players act as individual oper- 
ators. Starting with $900,000 they 
must lease properties, drill wells, pro- 
duce and market oil—as well as pay the 
taxes on their profits. The odds in the 
game are based on national averages. 
Taxes paid reflect actual rates and de- 
pletion allowance is included. 

When first developed the cost of 
making the game was believed too 

eat to allow wide distribution. Costs 
eee now been reduced to the point 
where packaged, personalized games 





The Service Station 
And The Motorist 


National survey of consumer buying habits documents 
the Who... How... What... When and Where 
of service station purchases 


A survey of buying habits at service stations has just been completed for the 
Du Pont Petroleum Chemicals Division. It was made as part of continuing 
market research studies. To date it is the largest single effort of this program. 
It is national in scope and contains five separate parts. The first is based on 
interviews in car-owning households. The other four are seasonal obser- 


vations at service stations. 


Pictured above is E. HEARN SIMPSON, Scales Manager of the Du Pont 
Petroleum Chemicals Division, at whose suggestion the survey was made. This 
picture points up the voluminous nature of the information collected to date. 








can be made for about one-sixth the 
original quoted price. This is cost of 
manufacture only. Necessary plates, 
dies, etc. are available without charge 
through the Petroleum Chemicals 
Division. 

The first order for “Wildcat” has 
been placed and shipment received. 
Sample games are available to petrole- 
um companies. Your Du Pont service 
representative can obtain a sample for 
you. 

Suggested uses for the game are as 
an employee relations or public rela- 
tions tool, or as part of a marketin 
program where a giveaway is desired. 





The purpose of the survey was to docu- 
ment nationally and by four major mar- 
keting areas, the purchase patterns, 
attitudes and trends on the part of serv- 
ice station customers. It was designed 
to report accurately and impartially, 
information concerning the motorists’ 
knowledge of gasoline brands and 
grades. Services asked for, given and 
expected were checked. Buying habits 
ot oil and TBA items were aed 


All were eam en and compared on 


the basis of four broad marketing areas, 
Northeast, South, Central and West, 
and by sex, income and age of the re- 


spondents. . The service 


station observations were 
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catalogued by age and price of car. As 
such, we believe this survey to be the 
most comprehensive, penetrating and 
accurate ever ras ta ty by any seg- 
ment of the petroleum industry. 


PARTS TO BE PUBLISHED 


From time to time, as information is 
collated and summarized, various por- 
tions of the survey will be printed by 
Du Pont and distributed to oil com- 
pany marketing groups. The first of 
these reports is now being made ready 
for culiientions. It covers in brief form 
the selection of a service station and 
loyalty to the service station. 

The reactions of dealers and station 
attendants, as well as motorists, were 
studied and are reported in the survey. 
To assure the utmost accuracy, the in- 
formation was collected by two differ- 
ent methods — by interview and by 
observation. 


Buying Survey 


SEASONAL BREAKDOWN 


All of the interviews and observations 
were made by trained observers. More 
than 3,100 home interviews and ap- 
proximately 24,000 observations of in- 
dividual motorists at 1,193 service 
stations have been completed. The ob- 
servations were spread over a year with 
about 6,000 being done in each of the 
four seasons — Spring, Summer, Fall 
and Winter. 

The household study provides a base 
for measuring what people say they do, 
why they do and think certain things 
when buying gasolines. The station 
observation study shows what motor- 
ists actually do when buying gasoline. 
It also provides an insight into the kind 
of job the service station attendant 
does in selling gasoline, oil and TBA; 
and in providing customer services. 

The 1,193 service stations and the 
3,100 automobile-owning households 
were selected by the area sampling 
method. This is the same selective 
method that is used by the U. S. Bu- 
reau of the Census and by the Bureau 
of Internal Revenue as being the most 
accurate and representative. An indi- 
cation of this accuracy is shown by the 
almost exact correlation between the 
makes of cars owned by families inter- 
viewed and the total car registration 
figures, 


VOLUMINOUS STUDY 


Six volumes totaling almost 800 pages 
make up the household interview re- 
ports. For ease of study these have 








been divided into six broad subjects: 

1. Selection of the service station 

and station loyalty. 

. Brand name recognition and loy- 
alty to brand. 

. Knowledge of gasoline grades 
and reasons for purchase. 

. Price, credit cards and charge 
accounts, 

. Oil and TBA purchases. 

. Services wanted by the motorist, 
asked for by the motorist, and 
given by the dealer. 

Each of the four service station ob- 
servations requires two volumes to re- 
port the iudiess These add to and 
check the information obtained during 
the interviews. 
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LOOK FOR CLEAN 
OR NEAT STATION 


LOOK FOR A 
PARTICULAR BRAND 


LOOK FOR STATIONS THAT 
MIGHT HAVE CLEAN 
REST ROOMS 


STATION LOCATION— 


NEAREST, RIGHT SIDE 


LOOK FOR KNOWN 
FAMILIAR BRAND 


LOOK FOR MODERN. 
WELL-EQUIPPED STATION 


} 
| 


TRAVELERS look for brands and clean stations. 
Regardless of the grade they buy, it's your 
brand that brings them in. 


INFORMATION AVAILABLE 


The full and complete information ob- 
tained by the survey is recorded on 
IBM cards and held for Du Pont by 
National Analysts, Inc., of Philadelphia, 
a subsidiary of Curtis Publishing Com- 
pany. In this manner various cross 
checkings can be made as, for instance, 
services expected at west coast service 
stations by men between the ages of 


Petroleum Chemicals 





35 and 50 years. Or, to provide an ad- 
ditional information breakdown such as 
urban vs. rural gasoline buying habits. 

While this indicates the great scope 
of the survey, it also shows the diff. 
culty volume-wise of assembling a 
complete survey for delivery to per- 
sons interested. However, mialetil in 
the survey is available to the petroleum 
industry. Questions or requests for in- 
formation should be addressed to any 
of the offices of the Du Pont Petroleum 
Chemicals Division. 





LITERATURE AVAILABLE 











Here is a partial listing of the bulletins, 
reports, booklets and aids available to 
you through your Du Pont Petroleum 
Chemicals Division district office: 
Safety for the Small Refinery — A 42- 
page book on how to set up an ef- 
fective small refinery safety pro- 
gram Serial A-2848 
Tank Talk — A 52-page, easy-to-under- 
stand safety booklet for tank-clean- 
ing crews Serial A-1134 
Stability of Present-Day Gasolines — A 
12-page paper on the value of stor- 
age tests—as compared with induc- 
tion period—for determining stability 
of modern gasolines. . Serial A-3199 


MOVIES AVAILABLE 


Pipeline on Wheels—A 26-minute, full- 
color movie on tank truck safety. 
Suitable for both training and public 
relations purposes. 

What Makes A Gasoline Good—An 15- 
minute cartoon movie in color. Pre- 
sents the story of how high quality 
gasoline is made in easy-to-under- 
stand form. Ideal for dealer training 
meetings. 


In addition to the above, Du Pont 
makes available a special library of 
films of particular interest to the pe- 
troleum industry. 
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Better Things for Better Living 
... through Chemistry 
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SUPPLY AND DEMAND 





tion, he said, since it is bound by 
market demand statute “to do all we 
can to ascertain market demand for 
Texas crude oil.” 

Mr. Thompson expressed alarm 
that driliing permits this year dropped 
1,934 from the past year, to 18,055, 
and said this doubtless means oil 
operators are finding it increasingly 
difficult to drill. “Certainly the great 
increase in imports of oil is having 
adverse effect on drilling here at 
home,” he added. 

Mr. Thompson said the present 
situation could affect national de- 
fense, and caid it has bad effect on 
conservation, because each reduction 
in allowables makes drilling harder 
for operators. 

Mr. Thompson also gave the fol- 
lowing estimates on crude oil re- 
serves and production, comparing 
U. S. totals with Texas and showing 
Texas’ per cent of U. S. totals: 


% of 
Total U.S. Texas Total 
(thousands of bbls.) 
Crude oil reserves 


as of Jan. 1, 1953 27,500,000 15,500,000 56.4 
Crude oil production 


in 1952 2,290,000 1,014,000 44.3 
Estimated daily 

crude o!] produc- 

tion in we 

BRS so brccwoes 6.450 2,926 45.4 


Exports Rise—U. S. exports of 
major oil products climbed 26.2% for 
the four weeks ended Nov. 28 from 
the four-week period ended Oct. 31. 
Summary of PAD’s weekly report fol- 
lows: 

——- 


Week Week 4 Weeks 4 Weeks 
Ended Ended Ended Ended 
Nov. 28 Nov. 21 Nov. 28 Oct. 31 

Tee or of b/d) 

Avgas .... 67.0 46.9 +1 

Mogas .... 45.4 rr 51.3 + 20. 

Kerosine . 16.5 8.9 

Distillate .. 44.9 85.2 96.4 

Residual .. 50.2 43.7 40.4 


Total .... 224.0 210.4 243. 9 


Record Global Outpus— Stara oil 
production this year will reach record 
total of about 640,000,000 metric tons 
(about 12,240,437 b/d), an increase 
of almost 5% from 1951 total of 610,- 
000,000 tons (about 11,666,667 b/d), 
according to Petroleum Information 
Bureau, London, England. U. S. ac- 
counted for more than half the total, 
but Middle Eastern countries—apart 
from Iran—again increased their out- 
put. 

Saudi Arabia is estimated to have 
produced 41,000,000 metric tons 
(about 828,962 b/d), 4,000,000 more 
than in the previous year, and Ku- 
wait, 38,000,000 metric tons (about 
757,923 b/d), a rise of 10,000,000 tons. 

Largest individual increase oc- 
curred in Iraq, where operation of 
the new pipe line to the Mediterran- 
ean has been mainly responsible for 
jumping production to 19,000,000 
metric tons (about 389,344 b/d) from 
9,000,000 in 1951. 

In the Commonwealth, Canada sup- 
plied about 8,000,000 metric tons 
(about 166,120 b/d). 
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PETROLEUM SULFONATES 


. .. made to your specifications 
for use in products such as... 


rust preventive formulations 

soluble cutting oils 

soluble textile oils 

emulsion degreasing compounds 

fuel oil additives 

emulsifiers for agricultural and 
insecticide sprays 

special emulsifying formulations 


Ask Sonneborn about PETRONATE, the oil soluble 
petroleum sulfonate available in various molecular 
weights; HYPONATE, an oil free petroleum sulfo- 
nate; and PYRONATE, a water soluble petroleum 
sulfonate effective as an emulsion breaking reagent. 


Sonneborn petroleum sulfonates—superior in qual- 
ity and possessing exceptional uniformity—are now 
made to fit a wide variety of specific needs. They 
can also be tailor-made to your exact specifications. 
You can rely upon prompt shipment. 

* Reg. U.S. Pot. Off. 





Free Informative Booklet 


This valuable book gn ee useful dato on the 
many ways PETROLEUM St ATES are being and 
can be used. Write wrk for this highly informative 
booklet. 


L. SONNEBORN SONS, Ine. 
300 Fourth Avenue New York, N. Y. 


Sonneborn 
REI Pe 

















To sell TBA’ 
you have to sell MR. X! 


Of all the replacement tires and batteries sold this year, more than half will be sold 
through neighborhood service stations. Most of these products will be bought for resale 
by MISTER X and his associates! 

Who are these mystery men? They’re not pump attendants; not the men who may 
appear to be owners and operators. Instead, they are top executives of oil companies 
and oil jobber organizations . . . the decision-makers who buy or recommend purchase 
of products, map TBA programs, plan and execute maintenance and merchandising 
activities for thousands of the nation’s 200,000 service stations. 

To reach these men directly, regularly and forcefully, there’s a particular route to 
their attention—the pages of National Petroleum News. It’s their Bible, packed full of 
weekly news and merchandising material, plus a monthly TBA section of marketing 
ideas which are vital to their jobs. They have to read NPN to get this up-to-the-minute 





° . NATIONAI 
information every week. PE PROLEUS 


For marketing of oil products, TBA or any equipment for use in service stations or maken 
bulk plants, National Petroleum News is the logical choice because it sells the de- 
cision-makers at the top, and wins support from program planners right down the line. 


You can reach these key men—-EVERY MISTER X YOU HAVE TO SELL—if you 
advertise in National Petroleum News. 


NATIONAL 


PETROLEUM 


G}) Sod :q: 
NEWS © 


A Platt Petroleum Publication 





1213 West Third Street, Cleveland 13, Ohio - Offices in: New York, Chicago, Philadelphia, Houston, San Francisco, Los Angeles 
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Stations do better with 


The motorist must decide—in high gear 
—to stop or pass by your station. To 
make a good impression, you’ve got to 
catch his eye quickly with bright, well- 
groomed pumps and buildings that re- 
flect the expert service, 

Wise station operators know the value 
of painting their equipment with bril- 
liant, durable Du Pont DULUX. DU- 
LUX colors hold their high gloss for 
months , . . stand up superbly to hard 
knocks . . . resist stains and fading from 


weatherexposure. These DULU X quali- 
ties pay off in easier maintenance and 
reduced maintenance cests. 

With over 187,000 filling stations op- 
erating throughout the country, now 
more than ever before it’s a bright ap- 
pearance that can make the difference 
between losing or gaining a sale! With 
Du Pont DULUX on your pumps and 
buildings, your station will always have 
the eye-stopping appearance that leads 
to bigger sales. 


OU PONT DULUX enamel 


: CHEMICALLY ENGINEERED TO DO THE JOB BETTER 


BETTER THINGS FOR BETTER LIVING 
. ++» THROUGH CHEMISTRY 
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On tank trucks, too... 


Business grows 


where DULUX goes 














LET'S SET THE RECORD 





Recently a well known Spark Plug Manufacturer ran several trade advertise- 
ments, addressed to Jobbers and Dealers, in which they indicated surprise that 
another Spark Plug Manufacturer was claiming credit for PIONEERING 
the Resistor-Type Spark Plug. Obviously, the reference was to Auto-Lite— 
SO LET’S SET THE RECORD STRAIGHT. 


In December, 1947, Auto-Lite introduced the Auto-Lite Resistor Spark 
Plug with this prediction . . . “Widespread applications may be expected 
in the near future, so definite are the improvements this development makes 
in radio suppression as well as in engine performance and economy.” 


In 1948, leading car manufacturers adopted Auto-Lite Resistor Spark 
Plugs as original equipment . . . making the Auto-Lite Resistor Spark Plug 
the first Resistor-Type Plug to be adopted as original equipment in the 
automotive industry. This was one of our claims. 


In 1950 we said, ‘‘Auto-Lite leads with the Resistor Spark Plug; others will 
follow.” 


Now in 1953, it’s no secret that others have followed the lead established 
by Auto-Lite. No one has challenged the advantages derived from built-in 
resistor construction in a spark plug, nor can anyone disprove the claims 
we make, such as Smoother Performance, Quick Starts and Double Life. 


Not long ago, one of our advertisements was headed— 
“A PREDICTION THAT CAME TRUE”. It set forth 
the facts outlined above. Is there any doubt about it? 


Auto-Lite Makes a Complete Line of Spark Plugs Including 
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STRAIGHT. .. ABOUT 





r THE CASE of aircraft engines, spark plugs 
with built-in resistors have been used for 
many years. Auto-Lite has manufactured 
a great number especially for the govern- 
ment. Engineers know the Resistor feature 
was applied primarily because of increased 
gap life and overall performance rather than 


the suppression of radio interference, as 
inferred. 


Reference was made also that one of our 
original equipment customers whose engines 
are being used for racing in Europe was not 
using Auto-Lite Spark Plugs. The facts are 
that these engines, rated at 180 H.P., have 
been modified by the purchaser (not the 
manufacturer) to develop 300 H.P. Auto- 
Lite does not offer for sale or otherwise make 
available Special Spark Plugs designed for 
racing; therefore, it is obvious that the 
owners of these Special Engines would 

be compelled to seek another source 
—LET’S SET THE RECORD 
STRAIGHT. 


oS £.:@.9 i @* 6. ©: 6-6. ©. 6.6 2 4.6 Bea 


Retire Spark Plage 


Our advertising will never make false claims. 
Before it is released, approval is necessary 
by responsible people including our Engi- 
neering Department. We are manufacturers 
of the complete Ignition System and the 
development of Resistor-Type Spark Plugs 
for automotive use is just one more contri- 
bution to a vast and ever-growing industry. 


THE ELECTRIC AUTO-LITE COMPANY 
Merchandising Division 
Toledo, Ohio Toronto, Ontario 













Resistor, Standard, Transport, Marine and Aircraft. 
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When people think of “rest rooms” —why do 
they think first of service stations? Why not 
of stores or public buildings? 


Answer #1: They know there’s always a serv- 
ice station close by. And a still better reason... 


Answer #2: They’ve learned to expect the 
service station operator to make a special 
effort to keep rest rooms clean and neat. 


Now isn’t it a remarkable fact that so many 
dealers do such a good job with their house- 
keeping that people take this tidiness for 
granted? We think it is. 

A constantly increasing number of our own 
Good Gulf dealers pride themselves on this 
feature of their service, and now display the 





Where else? 


new Gulf Sanitary Rest Room sign. It’s a 
mark of their respect for the public . . . and 
the respect, we believe, is mutual. 





GULF OIL CORPORATION 
GULF REFINING COMPANY 
GENERAL OFFICES, PITTSBURGH, PA. 
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_ HANNAY HOSEREEL 


. . with Explosion-Proof 


i— ee Tai ae yt): 





See 


¥%& Easy push button control. 


% Simplicity of construction and 
operation reduces maintenance 
costs to minimum. 


% No gears to shift; no clutch to 
engage. 


X Sibloson-proct motor, Under aM LLL) AC to 
writers approved. 


%& Motor integral part of reel; 
needs no attention. 


Can be connected through con- 
duit for sealed, safe installation. 


' x Compact, durable, dependable. 
: Developed especially to overcome the dangers previously 


associated with electrical rewinds, this newest Hannay Hose 
Reel has been proven SAFE and EFFICIENT in thorough 


laboratory and field service tests. Hannay has always made A a | | y 
GOOD hose reels . . 


. users enthusiastically acclaim this RIC. U.S. PAT. OFF 
“the BEST YET!” 


*U. S. Pat. No. 2,490,353 


Patented 1950 in Canada © C. B. H. & S., Ine. CLIFFORD B. HANNAY & SOW, Iwc 


Wesy yor* 
First Name in HOSE REELS... HANNAY ERLO, NEW 
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than similor jacks! 
No parts to assemble, 
quicker to set up! 












Load rest is grooved 
into rolled steel rail. 
Rail helps corry load. 












a 


FOR RE-SALE TO 
CAR OWNERS 


MODEL 1021 TWIN-LEG 


Car owners want a jack that’s easy to operate, 
simple to set up and safe to use. That’s why 
they want Twin-Leg! This unique jack was 
especially built to quickly and simply raise 
any car high enough off the ground for trou- 
ble-free tire changing. Gone is the huffing 
and puffing... gone is the stooping and 
bending...gone is the fear of having the 
bumper slip off the load rest. Here to stay is 
Twin-Leg, the bumper jack everybody wants 
—sales reports from dealers, store managers 
and service station operators bear this out! 


Dyéa naut 


AUTO SPECIALTIES MFG. CO., Dept.NP-|, St. Joseph, Michigan sad 
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FOR 
SERVICE USE 


MODEL 1031 TWIN-LEG 


Here’s the Twin-Leg expressly made for service 
men! This heavier model has the strength 
and stamina to stand up under continuous 
service duty, yet it is just as easy to handle as 
its lighter-weight counterpart. Model 1031 
is just the jack to take on emergency road 
calls...depend on it for efficient service 
lifts, even under toughest conditions. It also 
comes in handy as an extra jack around shop 
or station, when a quick, simple lift is needed. 
Write for FREE descriptive catalog bulletins 
on Twin-Leg, both models 1021 and 1031. 





Thrust-type roller 
bearing for easier 
lifts! Handle is woist- 
high... no stooping! 

















In 1953 | 


the power 
you bought! 


Car HARD TO START when 
your engine is cold? If so, there's 
an casy way to help. 

Change your oil now... and 


put in a brand of 100% Pure 
Pennsylvania Motor Oil. It’s 


made from Nature’s finest crude oil. 
motorists ASK tor a brand of 
100% Pure 
Ni 0 4 t PENNSYLVANIA 
Motor Oil. 


often will 


CRUDE OlL ASSOCIATION 
Oil City, Peansylvenia 


ASK tor a brand of 


100% Pure 


PENNSYLVANIA 
Motor Oil 


@ 210,000,000 advertisements... 
more than twice as many ads as last 
year will pound home to motorists 
the reasons for asking for a brand of 

——~ oes Was 100% pure Pennsylvania motor oil. To 
CUCRESSEUL FARMING | get full benefit from this advertising, 
i C remind your customers to “‘keep the 
rz | =| power they bought” by using a brand 

| of Pennsylvania motor oil. 


PENNSYLVANIA 


GRADE CRUDE OL ASSOCIATION 
Oil City, Pennsylvania 
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“Tuffy” puts plus wallop in Armstrong Tire ads to 
57 million readers of America’s biggest magazines! 


Tufty’s the friendly and dramatic visual symbol 
of famous Armstrong Rhino-Flex construction. 
He sells unsurpassed Armstrong quality month 

after month to the millions of readers of 

The Saturday Evening Post... Collier’s... 
Time ... Look ... American Legion 

Magazine ...Capper’s ... and Farm Journal. 
Proof—no tire manufacturer advertises 

more aggressively than Armstrong! 


Some of the hard-selling 
promotion material available 
to Armstrong distributors— 


Point of sale packages . . . Iden- 
tification signs . . . Outdoor paint- 
ed boards . . . Window and Floor 
Displays . . . Direct mail . . . Dem- 
onstrations . . . Novelties. Write 
Armstrong Rubber Co., West Haven 
16, Conn., Norwalk, Conn., Nat- 
chez, Miss., Des Moines, lowa, 60) 
Second St., San Francisco, Calif 
Export: 20 East 50th St., New 
York 22, N. Y. 


NATIONAL PETROLEUM NEWS 








Oil makes him an independent businessman... 


His office is on America’s highway. His customers sit in the driver's seat. 
Of the 200,000 service stations in the U. S. about 95% are independently 
owned or operated. As independent business men, their job is to keep 
America’s wheels moving. Texaco Dealers operate in all 
48 states — maintain their position with the aid of outstanding 
petroleum products plus their own dealer know-how. 
Here indeed is a striking example of free enterprise 
at work in a highly competitive economy. 


The Texas Company 
















@ MADE OF WOOD, the proven separator material, 
but its specially processed, interwoven fibre form 
gives many benefits not obtained with conven- 
tional separators. 


@ TESTED IN 20,000 VEHICLES, under actual oper- 
ating conditions for periods of up to 3 years with 
amazing results. 


@ OUTSTANDING PERFORMANCE, equalling or sur- 
passing conventional separators as proven by 
laboratory tests and by actual use. 


@ NO SPLITS, NO CRACKS—Every EVANITE sepa- 
rator is completely uniform—an improvement 
over nature. No candling required. 


@ NO TREATING, OR WET HANDLING—Treated at 
the factory and shipped dry. Much easier to han- 
dle than wet separators. 


EVANS 


ANNOUNCES 





= EVANITE 


Interwoven wood-fibre battery separators 
with tremendous advantages 
for the battery manufacturing industry 


@ CUTS SHIPPING COSTS — 
nary separators. 

@ LOW IN COST—EVANITE separators are not 
expensive—they cost no more than ordinary 
treated wood separators. 

@ NOT DEPENDENT ON CRITICAL MATERIALS — Since 
EVANITE separators are made of wood, the 
supply is assured. 

@ BACKED BY MANY YEARS’ EXPERIENCE—Produced 
by Evans, world’s largest manufacturers of bat- 
tery separators, whose years of experience in 
manufacturing separators is your assurance of 
the finest quality. 

Samples and additional information on this revo- 
lutionary new Evans development may be had 
by writing to Dept. AC-1, Evans Products Com- 
pany—Plymouth, Michigan; Coos Bay, Oregon; 
Winchester, Oregon; Vancouver, B. C. 


Much lighter than ordi- 





Ask your battery manufacturer for complete product and 
case history information on the advantages of EVANITE 






WORLDS LARGEST MANUFACTURER 


Seeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


OF BATTERY SEPARATORS 
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Oil Industry Under Congress Eyeglass 
As Lawmakers Tackle Pile of New Bills 


NPN News Bureau 
WASHINGTON A deluge of House 
bills provided a preview of what is in 
store for the oil industry as the 83rd 
Congress got off to a normal start 
this week. 

Hundreds of legislative matters 
piled up in the House bill clerk’s of- 
fice during the first day of the ses- 
sion, while the Senate moved more 
slowly, preferring to wait a few days 
for the introduction of new bills. 

In addition to the proposed legis- 
lative changes, there were other 
straws in the wind in the nature of 
committee reports. 

The House Smal] Business Com- 
mittee, in its year-end final report, 
backed up the Federal Trade Com- 
mission’s assertion that its “Detroit 
case” against Standard Oil Co. (Indi- 
ana) was not aimed at “functional 
discounts” but at the company’s 
“arbitrary” classification of dealers. 
The committee said: 

“All dealers performing the same 
function must receive the same treat- 
ment. But, according to Standard’s 
own classification, the distributive 
function performed by a dealer was 
not material. The essential fact was 
that Standard’s discounts were avail- 
able to some dealers and not to 
others who competed with them.” 

FTC Under Fire—At the same time, 
the committee, which was headed by 
Representative Patman (D. Tex.) 
during the 82nd Congress, expressed 
dissatisfaction with the FTC gener- 
ally, calling “particularly ominous” 
the “deep gulf” existing between the 
commission and the FTC staff “on 
almost every major issue, particularly 
those involving the Robinson-Patman 
Act.” 

The committee also called for a 
raising of the present $25,000 exemp- 
tion on corporate surtax and excess 
profits tax for small business con- 
cerns to $100,000. 

The group took a stand against 
additional excise taxes for obtaining 
of needed federal revenue because 
such a tax usually is on consumption 
and might seriously affect the mar- 
kets of many small firms, It pointed 
out that excise levies exist on lube 
oils, gasoline, tires and tubes and au- 
tomobile parts and accessories. 

The committee recommended fur- 
ther that small corporations be per- 
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mitted to file tax returns as partner- 
ships or be given tax credit “on that 
portion of earnings distributed to 
stockholders.” 

Decontrol Program-——Also in the 
committee’s report was a recommen- 
dation that a program be devised 
for decontrol of prices, wages and 
materials “which would permit a 
smooth transition back to free com- 
petition.” It proposed, further, that 
the President be given authority to 
impose a limited price freeze in case 
of another emergency. 

The committee found fault with the 
way controls over prices, wages and 
materials had been administered, as- 
serting that smal] businesses had suf- 
fered under them. 

The Democratic Administration, 
meanwhile, appeared undecided about 
whether to send proposed legislation 
to Capitol Hill on controls. Economic 
Stabilizer DiSalle, it was learned, had 
submitted his resignation for sub- 
mission to incoming President Eisen- 
hower and had tacked to it his re- 
cent report on how he felt controls 


should be retained and administered. 
Under that program, petroleum and 
petroleum products would continue 
under price ceilings. 

A source close to Mr. DiSalle said 
that Mr. Eisenhower's reaction was 
being awaited to that general ap- 
proach on economic curbs before the 
present administration decides what 
it will do. 

Several bills calling for immediate 
abolishment of all controls were ex- 
pected to be introduced in Congress 
during its first week but, over-all 
GOP congressional] leaders seemed to 
be taking a cautious look-see at the 
situation before getting behind any 
specific legislative proposal. 

Seaward Limits—A House Interior 
subcommittee on the seaward bound- 
aries of U. S. inland waters decided 
that it was far too complicated a 
matter for a hasty decision and 
recommended that further committee 
studies be authorized to develop “gen- 
eral criteria” on fixing the bound- 
aries and that a commission then be 
established to pin down the exact line 
and report back to Congress, Chair- 
man Engle (D. Calif.) said he thought 
it “would be unfortunate” if the 
matter resolved itself into a “bitter 
contest” over submerged lands oil, al- 
though it was the “tidelands’’ cases 


INTERIOR SECRETARY DESIGNATE Douglas McKay, right, receives a color film 
“Oregon and Its Natural Sources” in behalf of the state from Richfield Oi!’s Portland 


branch manager B. J. Shaffer. 


As part of its public service program, Richfield has 


presented copies of the film to Oregon schools, universities and recreation departments 
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that led to the question of where the 
U. S. seaward boundaries should lie. 

Highway Proposals—Although the 
Senate was slower than the House in 
permitting the filing of bills, Senator 
Magnuson (D. Wash.) let it be known 
that he would introduce a measure 
limiting all revenues from federal 
gasoline, fuel oil and motor vehicle 
taxes to “road construction and to 
research programs to improve high- 
way traffic safety.” Control over the 
building of highways would remain in 
state hands. Mr. Magnuson figured 
that the bill would triple the amounts 
now granted to states for this pur- 
pose. 

Under a bill by Representative 
Dempsey (D., N. Mex.) states would be 
allotted $225 million annually for an 
interstate highway system to be 
matched on the same basis as grants 
for primary highways. For the first 
time last session, Congress authorized 
grants of $25 million annually for this 
purpose. This is in addition to regular 
federal highway aid which totaled 
some $550 million annually last year. 

Along the same lines, Representa- 
tive Dingell (D., Mich.) proposed in 
H. R. 7 that a system of superhigh- 
ways be built to criss-cross the U. S. 
from East to West and North to 
South, with a commission established 
to decide location and total mileage. 
Mr. Dingell also introduced H. R. 5 
to eliminate or reduce most federal 
excise taxes, but to leave untouched 
such taxes on petroleum and petro- 
leum products. Mr. Dingell explained 
that such revenue is needed if federal 
highwzy grants are to be expanded. 


Tire Case Transcript Filed 


NPN News Bureau 


WASHINGTON — Twenty tire 
manufacturers and distributors, seck- 
ing to have the Federal Trade Com- 
mission’s quantity tire discount limit 
rule declared invalid, have filed a 
transcript of the record of the dis- 
trict court hearing with the U. S. 
Court of Appeals. 

District Judge Matthew F. McGuire 
had dismissed the suits against the 
FTC on Nov. 20, and the companies 
promptly filed notice of appeal. Next 
step after filing of the transcript 
record will be filing of briefs, which 
must be done within 25 days. 

Meanwhile, the quantity limit rule 
has been stayed by the court pend- 
ing appeal. 


Harper Named to NPC 


NPN News Bureau 
WASHINGTON—Deputy PAD J. 


Ed Warren revealed that John Har- 
per, former chairman of the National 
Oil Jobbers Council, has been added 
to National Petroleum Council. Some 
criticism had been raised earlier that 
marketing segment of industry was 
not adequately represented on NPC. 
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Hope Grows for ‘Equal’ Co-op Taxation, 
But Backers See Tough Congress Fight 


Political factors are more favor- 
able for the passage of tax equality 
legislation in 1953 than they ever 
have been in the past, in the opinion 
of many leaders in the fight to tax 
co-operatives on the same basis as 
private enterprise. 

This spirit of optimism is tem- 
pered by pecsimism from some Wash- 
ington sources, who recall the failure 
of the last Congress to bring co-ops 
under the normal corporate tax 
structure, and the fact that Rep. 
Daniel Reed (R., N.Y.), a longtime 
supporter of co-ops, will head the 
tax-writing House Ways and Means 
Committee. 


Tough Fight—But even the most 
optimistic proponents of tax equality 
agree it will not be achieved without 
a long, hard battle. If co-ops are to 
be taxed the same as private enter- 
price, everyone, including oil jobbers 
who constantly watch their co-op 
competitors use tax free profits for 
expansion purposes, will have to con- 
tribute to the fight. The tax equality 
backers say it is more important 
than ever that state oil jobber as- 
sociations renew their campaigns of 
contacting their representatives and 
senators in person to urge them to 
support tax equality legislation in 
the new session of Congress. 


Spokesmen for Nationa] Tax 
Equality Assn. pointed to the recent 
annual report of Consumers Co-op- 
erative Assn. as a prize example of 
why oil jobbers, particularly, should 
join the battle for tax equality. Dur- 
ing 1952, the co-op’s sales of re- 
fined fuels and gasoline increased 
13.4%; propane 6% and TBA 2.9% 
(see NPN, Dec. 24, p. 22). 


Said an NTEA official: “Consum- 
ers Co-op is a glowing example of 
how tax-free funds may be used for 
expansion purposes. You may be sure 
that unless the co-ops are taxed on 
the same basis as Independent, pri- 
vate enterprise jobbers, and other 
businesses, that they will continue 
to fatten on their tax privileges.” 


Good Omens—aA principal reason 
for the hopeful outlook by some tax 
equality advocates is that high fed- 
eral income taxes necessitated by 
huge defense expenditures have made 
most voters income taxpayers, and 
most income taxpayers are willing to 
take political action to reduce taxes. 

Also, it was pointed out, the 
change in national administrations 
is likely to bring about healthier po- 
litical thinking in Washington. In 
the past, the Democrats made a prac- 
tice of granting special favors to 
various pressure groups as a means 
of collecting votes and staying in 


power. Supporters of “equal” taxa- 
tion believe the Republicans will be 
less likely to grant such favors. 

Views Change—Two developments 
of the past two years have opened 
the door for tax equality legislation 
and contributed to the optimism of 
many tax equality advocates. These 
are: 

1. The Treasury Department, which 
in the past remained silent on the 
co-op tax issue, recommended to the 
1951 Congress that undistributed and 
unallocated profits of co-operatives 
be subject to regular corporation tax 
rates. Congress wrote these recom- 
mendations into the 1951 tax act. 

Still exempt from taxation are the 
allocated profits which are ear- 
marked for individual members but 
not actually paid out to them. In- 
stead, these tax exempt funds are 
uced in most cases for expansion of 
plant and equipment. 


The fears which co-ops attach to 
the 1951 tax legi-lation is indicated 
by a recent speech of W. P. Davis, 
general manager of the co-operative 
New England Milk Producers Assn., 
in which he stated: 


“The nub of the new tax program 
is the fact that now the opponents 
of co-operatives have got a foot in 
the door, a precedent has been set, 
and you can look for more drastic 
tax legislation aimed at co-operatives 
in the future.” 


2. For the first time, the staffs of 
the Treasury and the Joint Commit- 
tee on Internal Revenue Taxation 
held that co-operatives are corpora- 
tions and Congress has the consti- 
tutional power to tax them as cor- 
porations. This report overruled the 
contention of co-operatives that they 
merely were agents acting for their 
members and therefore were not sub- 
ject to corporation taxes. 

This report is significant because 
the joint committee studies tax mat- 
ters and then recommends what ac- 
tion should be taken by the Senate 
Finance Committee and the House 
Ways and Means Committee. 


Possible Roadblock—Leaders in the 
fight for tax equality are not cer- 
tain yet what will be the exact 
makeup of the important Ways and 
Means Committee. They know for 
sure, however, that it will be headed 
by Rep. Reed, a longtime defender 
of co-operatives. Whether Rep. Reed 
will use his power as committee 
chairman in an effort to block tax 
equality legislation remains to be 
seen. Tax equality advocates are hop- 
ing he will adopt an attitude of neu- 
trality on the issue. 

If Rep. Reed does decide to use 
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his influence in support of the co- 
ops, which is likely, he might be able 
to prevent any legislation from reach- 
ing the floor of the House, at least 
such an attitude might precipitate 
a bitter fight within the committee. 
The new chairman, a veteran of 38 
years in Congress, is a former at- 
torney for a group of New York co- 
operatives, was first elected in 1917 
as a co-op candidate, and has enjoyed 
complete co-op backing in all sub- 
sequent elections. 


Benson Views—On the other hand, 
there are strong indications that the 
new Secretary of Agriculture, Ezra 
Taft Benson, will not oppose tax 
equality legislation. Whereas the re- 
tiring secretary, Charles F. Bran- 
non, is a militant opponent of taxing 
co-ops and used every resource of 
his office to lobby against tax equal- 
ity, Mr. Benson is described by the 
National Tax Equality Assn. as “a 
concervative and able farm leader 
who believes that farmers should rely 
on themselves rather than federal 
subsidies for their welfare.” 


“He is known as a man of the 
highest principles and unquestioned 
integrity,” National Tax Equality 
Assn. said in a recent report to its 
members. “In spite of his earlier as- 
sociation with the co-operative move- 
ment (as executive secretary of the 
National Council of Farmer Co-op- 
eratives from 1939 to 1944), there- 
fore, he is not likely to let the de- 
mands of co-op promoters and hire- 
lings cause him to promote or pro- 
tect existing tax inequities that can- 
not be justified.” 


All Co-ops Included—aAlthough the 
National Oil Jobbers Council and 
some state jobber associations have 
gone on record as demanding equal 
taxation for all “except true farm 
co-operatives,” tax equality forces 
make no distinction between con- 
sumer and farm co-ops, contending 
that both are evading taxes in the 
same manner, that both are closely 
tied together, and that any attempt 
to separate them for tax purposes 
would defeat the entire program of 
tax equality. 

The farm co-ops, operating as a 
wholesaler, market products, such as 
petroleum, directly to farmers. The 
consumer co-ops market the farmer’s 
products for him. In most cases, an 
individual co-op performs both func- 
tions and therefore it is impossible 
to make a distinction, for taxation 
purposes, between them. There are a 
few isolated cases where co-ops vol- 
untarily pay taxes on the same basis 
as private enterprise, but these are 
few and far between. By L.C. 
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Steel Plate for Oil Still in Pinch 
As PAD Plans to Ask Navy for Help 


NPN News Bureau 

WASHINGTON — Any discussion 
at PAD these days concerning mate- 
rials shortages quickly centers on 
steel plate, for that is where the pinch 
is the hardest. And some figure it 
will get worse before it gets better. 


This is rough on refinery expansion, 
for refineries have to have quality 
steel plate for vessels and there isn’t 
any substitute. 


The shortage hits, too, at “B” prod- 


uct items such as heat exchangers. 
And it has slowed the building of 
tanks and other storage facilities. 


PAD this week sought to relieve 
the situation by planning a discus- 
sion with the Navy to see if the 
Navy—a heavy user of stee] plate in 
its shipbuilding program—couldn’t let 
loose of some of its plate long enough 
to get essential petroleum units in 
operation. 


The amount the petroleum industry 
needs is almost piddling when com- 
pared with the over-all demand or 
even with the requirements of the 
Navy alone, But, as PAD is pre- 
pared to point out to the Navy, unless 
some steel plate is forthcoming, there 
won’t be much expansion of such 
facilities as aviation gasoline refining 
and alkylate production. Since the 
Navy must have avgas, just as it 
must have ships, PAD hopes it can 
get the Navy to agree to arrange the 
ship program to free a little steel 
plate for earmarked petroleum needs. 

On other material fronts, it looked 
like this: 


1, Structural Steel—PAD has been 
granted 70,000 tons of structura] for 
second quarter 1953 use, an increase 
of 20% over the first quarter grant 
of 58,800 tons. This was a part of the 
over-all grant of 1,909,136 tons of all 
types of steel Defense Production 
Administration made to PAD. 


Most of the structural steel will 
go for new refinery construction, par- 
ticularly avgas facilities, and oil field 
equipment. Small projects, such as 
service stations, get their steel 
through self-certification of their or- 
ders for up to 25 tons a quarter. 


2. Metal Cans—National Produc- 
tion Authority hag lifted the limit on 
the use of cans. Heretofore, each cate- 
gory was restricted to a certain per- 
cent of its base period use (for oil, 
this had been 100% of the base 
period). Now the packer can use all 
he has need for. 


8. Steel Strike Rules — NPA re- 
voked four directions to orders that 
had been issued as a result of last 
summer’s steel strike to cover alloca- 
tion of materials to domestic and 
foreign oi] and gas industries. PAD 
had asked that they be revoked. They 
were Direction 1 to M-46 (domestic) 
and M-46A (foreign), Direction 4 to 
M-46 and Direction 2 to M-46A. 


Damage Suit Follows 
Decision on Richfield 


NPN News Bureav 

LOS ANGELES—tThe first private 

damage suit arising from the “ex- 

clusive dealing” verdict against Rich- 

field Oil Corp. was filed in U. 8. Dis- 
trict Court here last week. 


Kar Seal Corp., manufacturer and 
distributor of waxes and polishes, 
asked $405,000 treble damages, based 
on a claim of $135,000 actual dam- 
ages in lost business. The complaint 
alleges violation of the Sherman an- 
titrust act. 

It charges that due to Richfield’s 
“exclusive dealing” policy, Kar Seal 
was prevented from selling its prod- 
ucts to Richfield’s leased-out sta- 
tions. 





Defense Orders for the Oil Industry 


(Dee, 30-Jan, 5, inclusive) 

This description of oi] defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think we have omitted a regulation. 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oil upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service, pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense: 
ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization 


List of Orders 


M-46, Dirs. 1 and 4, Revocation-——Priorities 
assistance for oil industries in U. 8. and 
Canada. 

M-46A, Dirs. 1 and 2, Revocation—Priorities 
assistance for foreign petroleum operators 

M-25, as amended—Cans. 

M-25, Dirs. 2, 3, and 5, Revocation—Cans 


What Orders Do 
National Production Authority 


Cans—M-25, as amended—Includes in defi 
nition of ‘‘can’’ fibre-body cans, and such cans 
are exempt from can material specifications 
of Schedule I. Deletes reference to quota 
percentage limitations, as such provisions ex- 
pired by their own terms in 1952. 
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Companies Spring Surprise ‘Cartel’ Move; 
Getting Records Own Task, U.S. Admits 


NPN News Bureau 
WASHINGTON—Oil companies in- 
volved in the Justice Department’s 
“international oil cartel” investiga- 
tion pulled somewhat of a curprise 
on Jan. 6, when they asked District 
Court Judge James R. Kirkland to 
rule that any ban by foreign gov- 
ernments on the removal of original 
documents should extend to cop-es 
located in the United States. 


In fact, the move was so sudden 
that the judge had to be summoned 
from a dentist’s chair to hear the 
arguments on the motion. These he 
began hearng on Tuesday morning 
but, as NPN press time approached, 
had come to no decision. 


This development grew from the 
companies’ efforts to remove from 
their individual shoulders the burden 
of proving the availability of foreign 
documents. 


In fact, the State Department has 
agreed, at least “in principle,” that it, 
and not the oil companies, should 
approach foreign countries for per- 
mission to remove records and docu- 
ments called for in the Justice De- 
partment’s “international oil cartel’’ 
subpoena. 


Final details of how this should 
be done and what other duties the 
companies may have in the matter 
were being worked out by the de- 
partment this week. Federal District 
Judge James R. Kirkland was to be 
notified in advance of the Feb. 2 
date set for the companies to report 
on the success of their efforts along 
those lines. 


This development resulted from a 
series of informal conferences be- 
tween the department and attorneys 
for Standard Oil Co. (New Jersey). 
It had been Jersey's contention all 
along that private oil compan‘es had 
no right to seek the permission from 
foreign sovereigns. After the depart- 
ment agreed “in principle” with this 
argument, other companies sought 
and obtained a meeting to discuss 
the same matter. State was expected 
to extend the agreement to them, 
also. 


This will have the immediate ef- 
fect of removing from the companies 
the burden of proving in court that 
they made a “good faith” effort to 
secure the needed permission and 
failed to obtain it. 


The companies, however, still were 
faced with producing records located 


in the U. S. for grand jury inspec- 
tion Jan. 12. 


Spingarn ‘C rusad e’—Meanwhile, 
Federal Trade Commissioner Stephen 
J. Spingarn continued his self-styled 
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one-man “crusade” against what he 
feels is the lack of ethics of the oil 
industry in its criticism of the FTC 
“oil cartel” report. 

He has written a flock of letters 
to congressmen in an effort to stir 
up an investigation of the oil com- 
panies, for he’s cure they are recpon- 
sible for the many editorials appear- 
ing in the nation’s press finding fault 
w:.th FTC’s report and the manner in 
which it was handled. 

He also had written to President 
Truman, President-elect Eisenhower 
and the leaders of each major party, 
and this week he had a reply from 
Truman in which the President laud- 
ed him generally, but also pointed 
out that “perzons affected by gov- 
ernment actions have every right to 
present fully the facts and the mer:.ts 
concerning the issues involved.” 


Eisenhower's headquarters declined 
to jo'n the “crusade,” pointing out 
that E‘senhower would make no com- 
ment on such matters at this time. 
Nor did either of the national party 
chairmen express opinions. 

The precs did not appear to be 
cowering under Mr. Spingarn’s at- 
tack, although the commissioner’s 
main contention has been that some 
publications had obviously been pres- 
sured or bought off outright by the 
oil interests to run the critical edi- 
torials. 


Newspaper Comment—Edward H. 
Collins, a New York Times writer, 
mildly chided Spingarn in a column 
Jan. 5 entitled “One-Man Minor Con- 
flagration” in which he pointed out 
that Mr. Spingarn himself had said 
that in his 19 years with the gov- 
ernment he had never b-fore spoken 
out publicly on the matter of ethics 
or anything else. 

Mr. Collins pointed out that Mr. 
Spingarn’s crusade wasn’t launched 
until after it became evident that he 
wouldn’t be reappointed when his 
term expires next September. 

“What has suddenly awakened Mr. 
Spingarn’s capacity for indignation 
from its long 19-year slumber?” Mr. 
Collins asked. 


Court Grants Extension 
In Antitrust Case 


SEATTLE—Seven West Coast ma- 
jors have been given until Feb. 1 
to file motions in response to a com- 
plaint filed last October by George 
F.. Moore, truck-station owner, charg- 
ing violation of antitrust laws, Mr. 
Moore claimed he was forced to close 
his station because defendants re- 
fused to supply him. He asked $285,- 
000 treble damages. 

Originally defendants had 20 days 


to answer; then Jan. 15 was set as 
deadline. This was changed to Feb. 
1 at the defendants’ request, NPN 
was told by William H. Ferguson, 
attorney for Mr. Moore. 

The earliest likely trial date will 
be in the fall, said Mr. Ferguson. 
Hearing of motions will be in the 
court of U. S. District Judge John 
C. Bowen. 

Mr. Moore’s station has been closed 
since September. He claims it 
netted him $150,000 to $175,000 a 
year. 

Defendants are: General Petroleum, 
Richfield, Shell, Standard of Cali- 
fornia, The Texas Co., Tide Water 
Associated and Union Oil of Cali- 
fornia. 

Associated was Mr. Moore’s sup- 
plier. Neither Associated nor the 
other defendants have commented on 
the complaint. 

This is the first suit to come out 
of “shrink-out’” charges. In his com- 
plaint, Mr. Moore charged that the 
defendants “control distribution and 
marketing of all gasoline in Wash- 
ington and have engaged in and 
carried out consp‘racy to eliminate 
competition . . . stabilize prices . . 
restrain trade and monopolize inter- 
state commerce.” 

Mr. Moore alleged he was unable 
to buy because he “refused to ad- 
here to price-fixing adopted by com- 
panies.” 


Chain Station Owner Quits 
Tennessee Jobber Group 


NASHVILLE—Direct Oil Compan- 
ies, a private brand chain station op- 
erator in six southern states, with 
headquarters here, has résigned from 
the Tennessee Oil Men’s Assn. in pro- 
test over the association’s recent 
“better industry practices” resolution. 

This had charged that “some sup- 
pliers elect to sell unethical un- 
branded chain retail gasoline dealers 
... at a price as much as 4c per 
gal. less than they sell their own 
branded retail] dealer, and such a 
price is even cheaper than that of a 
legitimate jobber performing a pure- 
ly wholesale function.” 

Calvin Houghland, president of Di- 
rect, in resignation letter to associa- 
tion officials, recalled that last year 
he had unsuccessfully fought for as- 
sociation support of the OIIC pro- 
gram, adding: 

“But when a resolution, particular- 
ly aimed at fellow members of the as- 
sociation, and one threatening govern- 
ment action by March 1, 1953, has 
been approved by the membership, 
it is in my opinion time for me to 
express my complete disapproval in 
this so-styled free enterprise type of 
business and withdraw .. .” 

Mr. Houghland’s company has 31 
“Direct” brand stations in Tennessee, 
Alabama, Florida, Georgia, North 
Carolina and South Carolina, 
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Demands for ‘Gas’ Tax Hikes Mount 
As States Push Road Improvements 


Proposals for increased highway 
user taxes and bond issues, which 
have grown rapidly in recent years 
as a means of obtaining additional 
revenue for road modernization pro- 
grams, have swelled to landslide pro- 
portions as state legislatures all over 
the United States open their doors 
for the business of 1953. 


A survey of state legislatures 
shows that gasoline tax hikes will be 
sought in at least 12 states, with 20 
more likely to consider similar de- 
mands, while a score of states will 
hear proposals for truck tax boosts. 
The continuation of added gasoline 
taxes, now imposed on a temporary 
basis, will be sought in at least two 
more states. 

In addition, 13 state legislatures 
will study requests for highway bond 
issues. These states include Califor- 
nia, Connecticut, Iowa, Maryland, 
Montana, New Hampshire, New Jer- 
sey, New York, North Dakota, Ohio, 
Oklahoma, South Dakota and Utah. 


Following is a summary of the 
states in which proposals for boosts 
in highway taxes and bond issues will 
probably come up for legislators’ de- 
cisions. 

Arizona—tThe legislature probably 
will have to cons‘der proposals for a 
le gaco'ine tax increace, which had 
been rejected in previous years. 


Arkansas—The entire highway fi- 
nancing and adm‘nistration structure 
is under study by a statewde c'ti- 
zens’ committee. Gasoline and truck 





APIC Publishes 
Revised Tax Manual 


A revised edition of the 
manual explaining the In- 
ternal Revenue Bureau’s 
regulations governing fed- 
eral taxes on gasoline and 
lubricating oil has been is- 
sued by the American Pe- 
troleum Industries Com- 
mittee. 

The 80-page book, en- 
titled “Manual of Interpre- 
tations of Federal Regula- 
tions 44, Revised”, is writ- 
ten in non-technical lan- 
guage to aid oil men in 
complying with regulations 
relating to these excise 
taxes. 

Copies of the manual may 
be obtained by writing the 
American Petroleum Indus- 
tries Committee, Room 
2040, 50 W. 50th St., New 
York City. 











JANUARY 7, 1953 


tax hike measures will come before 
the legislature. 


California—Gov. Earl Warren told 
a press conference that he is in fa- 
vor of an increace in the state’s 4.5c 
per gal. tax to help finance the high- 
way building program. He said he 
would let the legislators decide on 
the amount. A highway fact-finding 
committee has proposed a ic tax 
rise, p!u~ a $1,000,000,000 bond issue, 
and a 35% increase in truck and 
other highway user taxes. 


Colo-ado—Proposals for gasoline 
and truck tax boo-ts will probably 
be deferred until a spec’al session of 
the legislature late in the year. A 
state highway planning committee 
recently announced that its recom- 
mendations for increases will not be 
ready for the regular session. 


Connecticut — The legislature will 
face proposals for more highway 
bond iszues, a hike in gasoline and 
other highway urer taxes. 


Indiana—County association offi- 
cials are pledged to precent once 
again their requests for a 2c state 
gasoline levy boost and a plea for 
a higher ton-mile tax on trucks in 
order to obtain a larger allocation 
from the state. 

Iowa—Proposals for up to $500,- 
000,000 in highway bond issues prob- 
ably will be introduced in the legis- 
lature. 

Kansas—A measure to make an 
added ic “temporary” gasol’ne tax 
permanent to keep the total ctate 
levy at 5c will be introduced. The 
temporary tax is now scheduled to 
expire next year if legislative action 
isn’t taken. 

Maine — Recommendations by the 
State Legislat've Research Commit- 
tee propose that the truck regictra- 
tion fees be hiked $1,500.000 to $2,- 
000,000. The increase would be tacked 
on “progressively in proportion to 
weight.” 


Maryland— The Maryland State 
Road Commision has recommended 
a ic gavoline tax increase, higher 
motor vehicle registration fees and a 


highway bond issue of $330,000,000. 

Montana—A highway bond issue 
and highway user tax hikes will be 
burning questions in the state legis- 
lature following defeat by the voters 
of a proposal to boost the gasoline 
tax from 6c to 7c per gal. 

Nebraska—A special ctate high- 
way study committee has introduced 
measures to increase both the state 
gasoline tax and the motor vehicle 
license fees. These pieces of legisla- 
tion are similar to a pair of 1949 
laws which were repealed by refer- 
endum in 1950. 

New Hampshire—No concrete is- 
sues are on the docket in connection 
with highway funds, but additional 
authority may be sought for a high- 
way bond issue. 

New Jersey—Proposals for a ton- 
mile tax againct trucks and the re- 
vival of a p!an for an expanded road 
building program to be financed by a 
bond issue may be presented to the 
1953 legislature. 

New York—<Action on bills calling 
for a gasoline tax hike and highway 
bond issues will probably be deferred 
pending the results of a study now 
being made by a legislative com- 
mittee. 


North Carolina—Sentiment for a 
revival of gasoline tax increase 
measures is reported growing. The 
new legislature may have to decide 
on the proposed hikes. 

North Dakota—A ic gasoline levy 
boost, a ton-mile tax and highway 
financing through bond issues or a 
credit plan are among legislative 
proposals which may come before the 
legislature. 


Ohio—Gov. Frank J. Lausche has 
come out strongly for a ic increase 
in the gasoline tax rate and declared 
himself in favor of a new ton-mile 
tax on trucks. Both there measures, 
along with a demand for increared 
truck license fees probably will be 
hot issues in the legislature. In ad- 
dition, Republicans in the legislature 
are Il kely to push for a $750,000,000 
highway bond iscue, advocated by the 
defeated gubernatorial candidate, 
Charles Taft, in the November elec- 
tions. 

Oklahoma—Another ctate where a 
“temporary” ic motor fuel tax has 
been tacked on to the 5.5c levy now 
in effect. Some legislators plan to 
try for re-enactment of the tem- 
porary tax, along with other high- 
way user tax boosts and a bond is- 
sue to finance highway construction 
and repair. 

South Dakota—Highway user tax 
hikes and a road bond iscue are like- 
ly to be considered by 1953 legis- 
lators. 

Texas—Strong backing is promired 
for a proposed lic gasol’ne tax in- 
crease during the legislative sess'on. 

Utah—Proposals for a Ic gasoline 
tax boot and a $35000,000 high- 
way bond issue are among the bills 
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scheduled for legislative considera- 
tion, 

Vermont—Measures will be intro- 
duced in the legislature for increased 
gasoline, truck and other highway 
user taxes. 

West Virginia—Legislators look for 
a revival of past proposals to hike 
state gasoline taxes and other high- 
way user levies. 

Wisconsin—With an eye toward in- 
creased allocations from state high- 
way revenues, both the Wisconsin 
County Boards’ Assn. and the Wis- 
consin League of Municipalities have 
gone on record as favoring a 2c in- 
crease in the present state gasoline 
tax, and action on the floor of. the 
legislature is expected on this pro- 
posal. 


N. Y. Truckers Push Case 


ALBANY, N. Y.—The State Motor 
Vehicle commissioner must “show 
cause” on Jan. 9 in New York State 
Supreme Court why he should not 
be enjoined from making effective his 
“minimum” weight schedules for new 
truck registration rules. 

The order citing commissioner was 
signed by Supreme Court Justice 
Donald S. Taylor on a petition of the 
Empire State Highway Transporta- 
tion Assn., Inc., acting on behalf of 
two members. 


Alabama Adopts New 
Product Standards 


MONTGOMERY, Ala. — The Ala- 
bama Board of Agriculture and Indus- 
tries will put into effect on Feb. 1 new 
standards for gasoline, motor fuel 
other than gasoline, and distillate 
heating oils other than kerosine in 
line with American Society for Test- 
ing Materials standards. 

Gasoline standards which the board 
has adopted correspond to ASTM sea- 
sonal specifications applicable to Ala- 
bama. For motor fuel other than 
gasoline, and distillate heating oils 
other than kerosine, marketers’ 
claims must be on the basis of ac- 
cepted ASTM-prescribed tests. 


Louisiana to Enforce 
Truck Signal Light Law 


HOUSTON—Louisiana state police 
have been instructed to enforce an 
old state law during 1953, which re- 
quires that tank trucks and other 
wide vehicles have directional signal 
lights. Violation of the statute is a 
misdemeanor. 

Trucks are now required to have 
one of the following three types of 
signals: 

1. Semaphore arm from the cab, 
equipped with a steady or blinking 
light. 

2. Blinking lights, indicating direc- 
tion of turn. 

3. Arrow lights, indicating direction 
of turn. 
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Massachusetts Highway Station Bids 
Sparse; Oil Men Hit Monopoly Setup 


Outspoken opposition to monopo- 
listic operation of service stations 
on turnpikes and limited access high- 
ways blossomed in Massachusetts last 
week. 


The State Public Works Depart- 
ment asked for bids on erection and 
operation of 13 combination stations 
and restaurants on six stretches of 
highway. It received in response, bids 
from only two oil companies and 
letters from four others refusing to 
bid. The Boston bout spotlighted one 
salient fact—given only 15 days in 
which to prepare bids on the basis 
of incomplete and vague specifica- 
tions, oil companies by and large 
refused to be rushed into any rash 
decisions. 

Whether any award would be made, 
or the department would re-advertise 
for coverage of locations on which 
it got no offers at all, probably will 
be determined later this week, ac- 
cording to a Public Works Depart- 
ment spokesman. 

Of the two bids, Atlantic Refining 
bid as follows on four of the six 
stretches involved (cents per gal. of 
gasoline and motor oil, and percent- 
age of gross receipts from restau- 
rant service and from other items): 


Sec.A See.B See.D See. kb 


Gasoline 2.01 2.46 1.9 2.51 
Motor O!) 8.0 8.0 5.0 8.0 
Restaurant ; 3% 3% 2% 3% 
Other . ‘ 10% 10% 5% 10% 


Socony, bidding on only three sec- 
tions, turned in the following figures: 


See. A Sec. Bo See. D 
0.942 0.942 0.942 


Gasoline 

Motor O!) 10.0 10.0 10.0 
Restaurant t.5°¢ 4.5% 4.5% 
Other . 5% 5% 5% 


Esso Standard, in a letter filed 
with the department, reiterated a 
verbal request that more time be al- 
lowed for preparing bids, due to a 
variety of details and “uncertainties” 
involved, and also urged elimination 
of: ‘ 

1—Grouping of locations “which 
assures a monopoly to one supplier 
on a particular section of highway.” 

2—-Stipulation that only “producer- 
refiners and other nationally known 
suppliers of gasoline and oil’ be per- 
mitted to bid, and 

3—Requirement that bidder also 
be responsible for furnishing restau- 
rant services. 

Esso contended the granting of ex- 
clusive concessions “violates the basic 
principles of the laws of the Com- 
monwealth on monopoly”; also, that 
making individual locations separate- 
ly available for bids from small as 
well as large suppliers would result 
in “positive steps to protect and en- 
courage free competitive enterprise.” 

Hits Arbitrary Terms—Richard D. 


Drysdale, Sun Oil regional manager, 
in a letter to William F. Callahan, 
commissioner of public works, labeled 
the terms of the invitation to bid 
“arbitrary, unreasonable and unreal- 
istic,” and questioned the legality of 
bidding requirements. Mr. Drysdale 
said in part: 
“The effect of the plan set forth 
. would be . . . the barring of 
competition for the sale of gasoline 
on these highways and the resulting 
creation of a monopoly for a single 
supplier. 


“This supplier would be guaranteed 
monopolistic rights for 25 years to 
all the gasoline and restaurant busi- 
ness on one or all of the six high- 
ways. The fruits of monopoly are 
always higher prices and lower stand- 
ards of service.” 


Sun’s letter also made the point 
that oil companies have no experience 
in restaurant business and should not 
be required to operate restaurants 
to sell their products. Mr. Drysdale 
said it would be just as logical to 
award the bids to restaurateurs and 
have them operate the service sta- 
tions. Also hit were the requirements 
for “plush” stations at a cost which 
“inevitably must be passed on to 
customers.” 


Calls for Competition—Mr. Drys- 
dale suggested the state allow a num- 
ber of companies to operate com- 
peting stations in service areas, 
pointing out that this plan is under 
serious consideration on the Ohio 
Turnpike. 


Tide Water Associated in a letter 
to Mr. Callahan, said its first infor- 
mation regarding invitations to bid 
came in the Dec. 13 issue of the 
Boston Post and a formal bid wasn't 
made available to the company until 
Dec. 16. The letter went on to say: 


“Upon examination of the formal 
bid proposal we were astounded to 
find that 13 service sites are involved 
and that, while the Department of 
Public Works will undertake to make 
available the land required for the 
development of the station or sta- 
tions at each site and will provide 
adequate deceleration and accelera- 
tion lanes, the contractor (successful 
bidder) will be required to do all 
other work, including grading, con- 
struction of buildings, paving of sta- 
tion and parking areas, construction 
of traffic barriers, landscaping of 
the areas involved, and also, to fur- 
nish and provide all necessary facili- 
ties, such as gas, electricity, water, 
sewerage, telephone, etc. 


“Furthermore, that the contractor 
will be required to erect at each site 
a building which shall cost not less 
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than $150,000 exclusive of cost of 
furnishing and equipment, and to 
furnish and install all the necessary 
equipment, furniture and fixtures as 
may be required for the proper op- 
eration of the gasoline, restaurant 
and other services. The aforemen- 
tioned minimum cost of $150,000 for 
each building will result in a total 
minimum investment of $1,950,000 
in buildings alone at the 13 sites and 
other facilities and improvements and 
equipment will probably exceed an 
additional $1 million. 

Not Enough Time—“. - Before 
anyone could submit a bid in re- 
sponse to this proposal he would have 
to make an inspection of each of 
the sites . . . to obtain some basis 
for estimating the cost that would 
be required to develop the same and 
construct a building thereon, to- 
gether with all of the facilities, im- 
provements and equipment required 

. . You must also realize that the 
time which you have allowed ... is 
much too short to permit one to re- 
spond to your invitation... 

“Under the circumstances, we do 
not see how anyone can formulate a 
fair and sound bid on this proposal 
within the time allowed .. .” 

The letter concluded with a re- 
quest for an extension of time to at 
least Feb. 28. 

The Texas Co. told Mr. Callahan in 
a letter that not enough time had 
been allowed for bid preparation. 


Toll Road User Hits 
Credit Card Problem 


NPN News Bureau 
CHICAGO—Acceptance of all oil 
company credit cards by service sta- 
tions on limited access highways is 
urged by at least one motorist who 
faces the problem of not being able 
to use his credit card on such high- 
ways. 

In a letter to NATIONAL PETROLEUM 
NEWS, a Midwest motorist writes: 

“I have in the past and will in the 
future do quite a bit of driving on 
limited access highways where mo- 
nopoly concessions have been given 
to one particular company for a par- 
ticular stretch of highway. (And you 
know as well as I do that the mile- 
age of this sort of road is on the in- 
crease). 


“When using such roads I have 
the following alternatives: 

“1. Try to fill up with my brand 
before entering the road. 

“2. Carry more cash than other- 
wise necessary to purchase on the 
turnpike. 

“3. Leave the road to locate a sta- 
tion selling my brand—with result- 
ing increased toll. 

“4. Agonize as I watch the gas 
gauge drop, hoping that I will leave 
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the road and find my own brand be- 
fore my tank runs dry. 

“.. . So it would seem to me that 
the monopoly concession should carry 
with it a public service responsi- 
bility to accept all credit cards at 
all stations on limited access roads. 


“The credit card invoices covering 
such sales should bear an imprint a 
bit different from the oil company’s 
usual form issued at stations on open 
roads just to indicate the situation.” 


Toll Road Proposal Introduced 


A proposal (H. R. 7) to criss-cross 
the country with 100,000 miles of toll 
superhighways has been introduced 
in Congress by Rep. John D. Dingell 
(D., Mich.). The nation’s entire road 
system now totals just 300,000 miles. 


* * * 


Kentucky's Gov. Lawrence W. 
Wetherby says that an engineering 
firm which has surveyed the feasibil- 
ity of a 40-mile Louisville-Elizabeth- 
town toll road believes the project 
can and should be undertaken. Ulti- 
mate extension to the Tennessee line 
toward Nashville is contemplated. 


Milton Oil Switching 
To Cities Service Flag 


ST. LOUIS—Milton Oil Co. which 
has marketed under the private brand 
name of “Dixcel” for many years, is 
becoming a distributor of Cities Serv- 
ice products in the near future. 


Harry Milton, president, empha- 
sized that his company will continue 
Independent ownership and super- 
vision of its wholesale and retail out- 
lets and its subsidiaries, Pioneer “Oil 
Co. of Carthage, Mo., and Milton 
Petroleum Co. of Kansas City. 


Approximately 500. stations with 
combined annual sales of 30 million 
gals. of petroleum products are in- 
volved. They will market Cities Serv- 
ice products as soon as orange and 
black Dixcel signs are replaced by 
the green and white colors of Cities 
Service. 


Mr. Milton is former president of 
the Missouri Petroleum Assn. and has 
been a leader in Oil Industry Infor- 
mation Committee activities since 
OITC was founded. 


Changes at Gulf Research 


PITTSBURGH — The engineering 
division of Gulf Research & Develop- 
ment Co. has been divided into two 
new divisions: engineering, with E. 
Topanelian, Jr., as director; and auto- 
motive engineering, with J. Edward 
Taylor as director. Changes became 
effective with the retirement of R. 
J. S. Pigott as director of engineer- 
ing. 


Labor Scarcity to Slow 
Ashland’s Expansion 


ASHLAND, Ky.—Demand fer Ash- 
land Oil & Refining Co.’s products 
is increasing faster than company is 
able to expand its manufacturing 
facilities, Chairman Paul G. Blazer 
says in annual report for the fiscal 
year ended Sept. 30, 1952. Labor 
problems accompanying rapid indus- 
trial development in Ohio Valley, 
however, discourage extensive build- 
ing of new refining facilities in area 
at this time, Blazer asserts. 


He cites the $700 million atomic 
energy installation being constructed 
on the lower Ohio River near 
Paducah, Ky., and new $1.2 billion 
atomic plant in southern Ohio,. about 
60. miles from Ashland’s principal re- 
finery at Catlettsburg, Ky., as pri- 
mary examples of this development, 
together with $600 million expendi- 
tures by utilities to serve the Ohio 
atomic plant. 

Also, proposed new chemical plants 
in addition to expansion of those now 
operating indicate the Ohio Valley is 
becoming center of chemical industry, 
Blazer observes. 

Ashland spent $27,826,630 for net 
capital additions in 1952, but believes 
smaller outlays will be required for 
current year’s improvements and ex- 
pansion. It estimates $5 million re- 
mains to be spent for completion of 
new facilities at the Frontier refinery 
at Buffalo and about $1.5 million for 
presently contemplated improvements 
at Catlettsburg, Ky.,. and Findlay, 
Ohio, refineries. 

The company estimates the current 
year’s crude oil development costs 
probably will not exceed $8 million, 
compared with $12 million spent in 
1952. 

Expenditures for transportation and 
marketing are expected to be less 
than last year, Blazer says. 


Ashland established new records in 
volume of sales and net earnings in 
1952, with refining operations ac- 
counting for about 90% of the year’s 
earnings. 


Beesemeyer Relinquishes 
Active Management at GP 


LOS ANGELES Clarence S 
Beesemeyer has relinquished his po- 
sition as executive vice president of 
General Petroleum and has withdrawn 
from active management of opera- 
tions under his charge, including mar- 
keting. 

Mr. Beesemeyer, who has completed 
40 years’ service, will continue to 
handle public relations activities, will 
act as advisor to departments en- 
gaged in advertising and sales pro- 
motion and will be available for spec- 
ial assignments, according to the com- 
pany. 
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Thompson Asks Majors’ Co-Operation 
In ‘Consult Your Supplier’ Month 


NPN News Bureau 

CHICAGO — Roy J. Thompson, 
chairman of National Oil Jobbers 
Council, this week ca'led upon man- 
agement of supplying companies to 
approve and direct tnat their per- 
sonnel co-operate in “Concult Your 
Supplier Month” during February. 

In letters to chairmen or presi- 
dents and marketing vice presidents 
of 25 ‘major oil companies, Mr. 
Thompson explained that NOJC en- 
dorsed a program of setting aside a 
special month in which jobbers would 
be encouraged to discuss mutual 
problems, on an individual basis, with 
their cuppliers. 

Purpose of the program, Mr. 
Thompson raid, is twofold: To pro- 
mote working out of problems be- 
tween the individal jobber and his 
supplier within the inductry; and to 
get mutual problems of jobbers and 
suppliers, in their true perspective, 
before policy-making levels of sup- 
plying companies. 

“. .. Accomplishment of the ob- 
jectives of this program will require 
two basic effortc—first, co-operation 
between the National Oil Jobbers 
Council and the cuppliers in stimu- 
lating a willingness on the part of 
the individual jobber to participate: 
and, secondly, that the top levels of 
the supplying companies approve and 
direct that their personnel, in the 
chain of marketing command, co- 
operate in this program by way of 
conferring with their jobbers and, in 
turn, transmit the results of such 
conferences to policy-making levels 
for study and review,” Mr. Thomp- 
con said. 

Sincere Effort—‘I should like to 
Specifically point out that this pro- 
gram is not born of any subtle at- 
tempt to pressure supplying com- 
panies, but it is sincerely intended 
as a means of achieving problem 
elimination by a method heretofore 
publicly approved by jobbers and 
suppliers alike. 

“It is not contemplated that the 
National Oil Jobbers Council or any 
member association attempt to tell 
any jobber what problems he ‘should 
diccuss. If the jobber is not suffi- 
ciently aware of his own problems, 
then they undoubtedly are not of 
sufficient significance to warrant dis- 
cussion. 

“I would appreciate an acknowl- 
edgement of your willingness to co- 
operate in this program, together 
with any comments, suggestions or 
criticisms which you may see fit to 
offer,” Mr. Thompson wrote. 

Mr. Thompson told executives that 


suppliers have been unanimous in 
stating that jobber-supplier prob- 
lems should and could be worked out 
by across-the-table conferences be- 
tween the individual jobber and his 
supplier without the necessity of re- 
sorting to or seeking aid outside the 
industry. 

NOJC concurs in this belief, Mr. 
Thompson said, but unfortunately 
too many jobbers, ucually in awe of 
their suppliers, have not sought such 
a method for solving their prob- 
lems. Suppliers, generally speak- 
ing, often have limited their efforts 


toward mutual co-operation to “lip 
service” rather than practical ef- 
fort, he contended. 


“The end recult of there failures or 
omissions on the part of both parties 
has been the creation of su~picion, ill- 
feeling, distrust and a general lack of 
harmony which, for the good of the 
industry, should and can be clim- 
inated,” Mr. Thompson declared. 
“Above all, it has detracted from 
good, profitable marketing, which 
should be the primary objective of 
both jobber and supplier alike.” 


Mr. Thompson said that if sup- 
pliers would “publicly manife~t their 
willingnecs to co-operate in this pro- 
gram, it would encourage the more 
timid jobbers to come in for discus- 
sions.” 


lowa Jobber Official Urges Percentage Mark-Up Formula 


DES MOINES—A formula is need- 
ed to put the percentage mark-up 
plan for jobbers into operation, J. A. 
Dennis, secretary of Iowa Independ- 
ent Oil Jobbers Assn., says in the 
association publication. Without an 
instrument to put the plan into op- 
eration, it will get nowhere, he main- 
tains. 

“A formula which could be legally 
used by one and all, to be based on 
the refinery price, would certainly 
be far from price fixing,” Mr. Dennis 
asserts. 

Citing the fact that he him«elf has 
advocated a percentage mark-up for 
years, Mr. Dennis says: 

“You must have a formula which, 
if based on percentage, will give you 
a greater mark-up when your costs 
and overhead are high. I don’t know 
whether or not you all realize that 
the formula must be economically 
sound if it brings about the desired 
results. On a percentage formula 
such as I have advocated, when your 
costs are high and you would have a 
better margin than you would during 
a low period. As I understand cco- 
nomics, that is exactly the way it 
should be; and this would protect 
the consuming public from being 
gouged in case we might have a re- 
cession and prices would fall and 
overhead be reduced. All you “el- 
lows who are advocating a percent- 
age mark-up had better decide what 
kind of a percentage mark-up you 
are talking about and just how it 
will operate, or you might be talk- 
ine about something that you might 
not want after you have it. 

“The reason I say that percent- 
age mark-up is the answer to liv- 
able margins and why I say it isn’t 
price fixing is that if your cost at 
the refinery was raited, there would 
be no talk about the adjustment; it 
would automatically come with the 


chanre in cost. The way it is now, 
we have a fixed dollar and cent mar- 
gin to work on, and we are auto- 
matically held to that as a spread 
when we are justified levally, and 
honestly enti*led to, a larger per- 
centage to work on.” 

Pipe Line Problems — As _ the 
trouble with arriving at a delivered 
price on the basis of refinery price 
plus rail freight is that nearly all 
light oils are received by pipe line 
in Iowa with the pipe line rate 1.5c 
to 2c less than rail, Mr. Dennis 
points out, adding: 

“What needs doing is a formula 
which will be taken from the trade 
papers for the price, and actual p*pe 
line rate which is governed by the 
(Interstate Commerce) Commission 
added to that price, plus the differen- 
tial allowed by the jobbers which, in 
turn, would give the public a deliv- 
ered price which is lower by quite a 
lot than it is today.” 

In remarks direc*ed to suppliers, 
Mr. Dennis contends that a formula 
of the type he suggests is “workable” 
and “sencible,” pointing out other 
industries have followed such a pat- 
tern for many years. 

“|. It should be much preferred 
over the method of picking a price 
out of the sky which is absolutely 
not based on a sound economic “or- 
mula which gives the jobber a chance 
to run and operate his business of 
his own choosing. 

“Therefore, I say to you supplying 
companies that you should give this 
your deepest consideration and think- 
ing, and decide that you are willing 
to accept a formula which is liv- 
able and agreeable to the Independ- 
ents who are your competitors, and, 
in many cases, the marketers of your 
products; and you should be willing 
to preserve his future.” 
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U.S. Forecasts 3.8% Rise in Demand 
For All Oils; Distillate at Top with 7.7% 


WASHINGTON—Bureau of Mines 
forecasts that total demand for all 
oils in 1953 will average 8,000,000 
b/d, an increase of 3.8% over esti- 
mated 1952 demand of 7,708 000 b/d 
(see table below). Included in fore- 
east are exports averaging 354,000 
b/d (drop of 16%) and domestic de- 
mand averaging 7,646,000 b/d (hike 
of 4.9%). 


Domestic demand increases fore- 
cast were as follows: gasoline 5.5%, 
residual fuel oil 2.5%, distillate fuel 
oil 7.7%, kerosine 4.1%*and 3.4% for 
other products. 


Supply forecast shows gain of only 
2.3%, bureau noted, since “supply 
was inflated in 1952 by a large in- 
crease in stocks and no further stock 
increases seem essential in 1953.” The 
bureau forecast gain of 9% in im- 
ports to average of 1,038,000 b/d, 
about the same as estimated level in 
fourth quarter 1952. 


After estimating that production of 
light oils from natural gas will in- 
crease about 5%, bureau declared 
that, “based on these estimates, the 
demand for domestic crude oil would 


changes were forecast in crude stocks 
and bureau expects runs to stills will 
average 6,863,000 b/d, gain of about 
3% over 1952. 

The 1952 data, bureau said, include 
exports of 421,000 b/d and domestic 
demand of 7,287,000 b/d. The report 
also showed: 

Total demand for all oils in 1952, 
compared with 1951, was 4.7% higher 
in first quarter, 1.9% larger in sec- 
ond quarter, showed gain of 1.9% 
in third quarter and estimated in- 
crease of 4.7% in fourth quarter 1952. 
Forecast for first quarter 1953 indi- 
cates ga'n of about 5.2% over first 
quarter 1952. 

For entire year 1952 total demand 
was 3.4% greater, exports declined 
0.5% and domestic demand increased 
3.6%. Crude exports decreased about 
10% due, primarily, to increase in 
domestic supply in Canada. Exports 
of products increased about 2% but 
showed downward trend after second 
quarter, as shortage from shutdown 
of Abadan refinery was relieved by 
increase in refinery output in Western 
Europe. 

Compared with 1951, domestic de- 


tillate demand rose 7.5%, kerogine de- 
mand was up 1.2% and demand for 
other products increased 2.5%. Sup- 
ply in 1952 was materially greater 
than demand with an estimated gain 
of over 41 million bbls, in total stocks. 
Total imports were over 13% higher; 
production of light oils from natural 
gas increased over 7%, while crude 
production increased less than 2%. 


Degree Days Drop 
in Two Heating Areas 


NPN News Bureau 
CLEVELAND—Both Midwe*t and 
Rocky Mt. areas registered less de- 
free days this heating seazon (Sept. 
1-Jan. 3) than e‘ther 1951 or normal. 
East Coast continues warmer (less 
degree days) than normal but reg- 
istered colder (more degree days) 
than last vear for the first time in 
many weeks. The Southeast con- 
tinues to pile up more degree days 
than normal or last year. 
December, 1952 was warmer than 
norma] in all areas covered in NPN’s 
report 


Degree Day Summary 
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Comments From Readers 


FROM: Lionel L. Jacobs 
Wayne, Penna. 


To say that your editorial of Dec. 
1 “STINKS” is to put it mildly. 
Here again is another beautiful ex- 
ample of the state of mind that is 
responsible for the world’s troubles 

the thinking that says “I'VE GOT 
TO GET MINE AND TO HELL 
WITH THE OTHER FELLOW.” 

So, because of the jealousy and 
envy of those who, in open competi- 
tion, fail to get a place on a turn- 
pike, the PUBLIC is to be forced off 
the road to obtain its supplies, serv- 
ices, and essential restroom and res- 
taurant facilities. The public that 
keeps these same oil companies in 
business—the poor, deluded, UNOR- 
GANIZED PUBLIC. 

What a joke! Around $2,000,000 
or more spent annually by the oil 
industry to tell the PUBLIC what a 
wonderful industry it is, and how 
marvelously it serves them, and here 
is HOW—the moment ‘a move in the 
INTERESTS OF THE PUBLIC up- 
sets what the industry has falsely 
come to think of as a right and not 
a privilege. 

I drive thousands of miles a year 
on the Pennsylvania, New Jersey, 
Merritt, and Wilbur Cross Turnpikes, 
and look forward to the day when 
I can use the Ohio Turnpike and 
New York Thru-Way. 

I know that not even a modern 
car. can drive from end to end of 
the Pennsylvania Turnpike without 
re-fueling—that there are many cars 
on the Turnpike that are not modern 

I know that women drivers, and 
families with young children, and 
there are many of them that use the 
Turnpike, need reasonably frequent 
access to’ clean, well run, reputable 
facilities such as the present Turn- 
pike authorities provide and insist 
on, Certainly neither they nor -I 
want to be forced off the Pike into 
the hands of a sub-standard jerk 
such as one finds along the regular 
highways, with insolent loungers, to 
observe proceedings and make smart 
remarks. 

Along the highways there is not 
one service station in five that I 
would think of stopping at. I can 
easily imagine what kind of service 
one would find when driven off the 
Pike at some small country point to 
seek urgently needed facilities. 

Of all :the -rotten, biased, anti- 
social pieces of pandering to the oil 
interests you pretend to serve, let 
me commend you for the first prize. 


- + * 
Editor’s Comment: 


The writer of the above, Lionel L. 
Jacobs, is one of the leading pioneer 


Independent o.1 men of the country. 
He is also vigorously and ably out- 
spoken, one who does not hesitate to 
speak his mind ever, as on the pres- 
ent occasion. 

Apparently Mr. Jacobs is _ quite 
taken with the excellence of the ad- 
mittedly plush facilities to be found 
along these modern expressways and 
turnpikes. They are almost every 
bit as good as he says. They should 
be. They cost enough—-so much, in- 
deed, that no Independent marketer 
has yet been able to afford the luxury 
of establishing and operating a sta- 
tion on one of these roads. But what 
motorist gives a hoot about that! 

Nor can NPN say that Mr. Jacobs 
is wrong in condemning the facili- 
ties one is apt to find at some off- 
pike stations, at least. The degree 
of cleanliness and the variety and ex- 
cellence of services, of course, will 
vary greatly. So, too, the number 
of sub-standard jerks and insolent 
loungers, we suppose. 


However, NPN does not propose 
doing anything like the violence to 
the motorist’s convenience that Mr. 
Jacobs imaginés. All we suggest is 
that the industry should consider op- 
posing the establishment of any 
rervice stations on _ turnpikes, or 
turnpike property—in the interests 
of competition and to escape the 
lavish and increasingly unreasonable 
and outrageous demands being made 
by the turnpike authorities. That 
wouldn’t mean forcing the motorists 
way off in the woods at some pre- 
sumably hick town, but only a mat- 
ter of a couple hundred yards or so 
onto a major access road where the 
service stations would be every bit as 
new—although not so elaborate as 
on the pike—and the toilets maybe 
would be kept a lot cleaner because 
of that competing station across the 
road and those three or four others 
almost next door. 


* * * 


FROM: Jerry Voorhis, 


Executive Secretary, 
The Cooperative League 
of the United States, 
Chicago 


The story in NATIONAL PETROLEUM 
NEWS for Nov. 26, 1952 (p. 40) con- 
cerning the appointment of Mr. Ezra 
Taft Benson as Secretary of Agri- 
culture contained an . implication 
which is inaccurate, and which I 
feel you will want to correct. 

Toward the end of the article a 
couple of cracks are taken at myself 
and Mr. John Carson. I suppose 
that this is part of the game and I 
should not have any personal feel- 
ings about it, but in the very last 
paragraph of the articie it is stated 
that the National Council of Farmer 


Co-operatives did not oppose the 
1951 tax bill, which levied a corpora- 
tion tax on non-allocated reserves of 
co-operatives. Particularly in view 
of the foregoing material, the impres- 
sion is left that Mr. Carson and my- 
self and the Cooperative League did 
oppose this bill. This simply is not 
the case. Exactly the opposite is 
the case. 


The Cooperative League was, if 
anything, farther from opposing the 
passage of this bill than was the 
National Councii, and for very under- 
standable reasons. The fact is that 
the Cooperative League has in its 
regular membership only one organi- 
zation which has even applied for the 
Section 101 (42) status over a period 
of many, many years. 

In my testimony before congres- 
sional committees, I repeatedly stated 
that any funds accruing to co-opera- 
tives which were not allocated or 
paid to patrons should be taxed in 
the same manner as any income of 
other corporations. This has been 
the position of the Cooperative League 
for a long time, and it is my per- 
sonal position. We would, on the 
other hand, feel just as strongly as 
the National Council, or any other 
organization, that patronage refunds 
paid or allocated either by a co-op- 
erative or any other business is not 
income to the business, but to the 
patrons of the business and shoud 
be taxed accordingly against the pa- 
tron, and not the co-operative or 
other business. 


Deaths 


John C. Beck, 57, died Dec. 31, a 
month after retiring Nov. 30-:as su- 
perintendent of marine termirials for 
Union Oil Co. of California at Wil- 
mington, Calif., after 42 years serv- 
ice. 

Mr. Beck leaves his widow, Mrs. 
Ethel Beck; three sons, two sisters 
and five grandchildren. 

* . * 

Wilson Selner, 61, vice president 
and former marketing manager of 
Allied Oil Co.’s fuel oil sales di- 
vision, Cleveland, died Jan. 2. 

Mr. Selner was born in Toledo, 
Ohio, where his father was editor of 
the old Toledo Courier. He first went 
into the oil business in 1925 when 
he joined the Paragon Refining sales 
division in Cleveland. He later went 
into business for himself as a gaso- 
line and fuel oil broker in Cleveland. 
In 1928 he joined the fuel oil sales 
division of Allied, became marketing 
manager in 1943 and in 1948 was 
made a vice president. 

Mr. Selner is survived by his wife 
and two sisters, Mrs. Gladys Wick- 
enden and Miss Myrtle Selner, both 
of Toledo. 
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OIL MEN SAY: 


Industry Faces Numerous Problems in ‘53 


The new year will be one of progress and expansion for the oil 
industry but there will be a number of vexing problems for both In- 


dependents and majors to solve. 


The statements herewith written by 


oil men point out some of the difficulties and look ahead to solutions. 


Demand and supply outlook is good for 1953. 


(For previously pub- 


lished statements see NPN Dec. 31, p. 12.) 


Russell Williams, Jr., 
Inc., Indianapolis, Ind.: 


’ There are two major problems that 
confront the marketing jobbers this 
coming year. Both problems have 

been discussed 
many times. 

The problem of 
margins is of 
course the most 
pressing. I know 
of no other indus- 
try that has al- 
lowed costs to 
rise the way the 
petroleum indus- 
try has, without 
allowing raises 
in the retail price. 
For _ illustration, 

our company, in 1950, was selling 
regular gasoline for 25.9c. We have 
never been able to raise the price 
since that date and at present we are 
selling at 24.4c, major oil price, Since 
1950 the cost of our gasoline plus the 
increased federal tax has amounted 
to a raise of over one cent per gallon. 
Labor costs have risen 25% and prac- 
tically all other cost items have raised 
an equal amount. 


Gaseteria, 


Margins must have adjustment in 
1953 or many Independents will be 
forced to sell or run to their banks. 
The NOJC proposal of the jobbers 
visiting with their respective sup- 
pliers is the most constructive plan 
offered to date. If the reception 
given is with the policy makers of the 
supply company, surely the equity 
of the jobber’s plea will be under- 
stood and corrections will follow. If 
the suppliers should fail the jobbers 
by turning a deaf ear, it leaves the 
jobbers no alternative but to seek fed- 
eral aid. 


From all indications there will be 
ample and possibly excessive supply 
in 1953. This condition will tend to 
aggravate an already disturbed mar- 
ket. We can look for more and more 
price wars in 1953 unless competition 
looks with more understanding at 
their respective markets and adopts 
the policy of wanting to earn a fair 
profit and not try to capture their 
competitors gallonage. 


Each branch of our industry should 
be allowed an equitable return on in- 
vested capital rather than one branch, 
such as crude oil subsidizing market- 
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ing, Which appears most apparent to- 
day. 

Marketing results for 1952 are bad, 
and the outlook for 1953 is even 
worse because costs are increasing 
and margins appear frozen. Our in- 
dustry has shown only limited or 
little willingness to understand the 
jobber problems. If there is to be 
peace, harmony and industry advance- 
ment, there must come about a new 
era of understanding between sup- 
plier and jobber. 


E. T. Knight, acting economist, The 
Atlantic Refining Co.: 

It is expected that total demands 
for crude and petroleum products in 
1953 will approximate 8,095,000 b/d, 
an increase of 5% over currently 
estimated 1952 demands, Domestic 

demands are 
forecast at 7,- 
793,000 b/d in 
1953, or 6.5% 
more than in 
1952. Exports 
are expected to 
be 26% lower in 
1953 as a result 
of a growth in 
refining and pro- 
ductive capaci- 
ties in foreign 
areas during re- 
cent years. 

It is expected that the U. S. oil in- 
dustry will meet fully the projected de- 
mands and continue to build up addi- 
tional reserve capacity which is ur- 
gently needed for use in the event of 
a national emergency. 

Assuming the importation of 950,- 
000 b/d of crude and products, the 
producing branch of the industry will 
be required to produce, on the aver- 
age, 6,500,000 b/d of crude oil and 
625,000 b/d of other liquid hydro- 
carbons. The 1953 production of 
these materials will be respectively 
4.2% and 4.0% greater than the com- 
parable production in 1952. It is ex- 
pected that the reserve of crude oil 
producing capacity will increase near- 
ly 100,000 b/d with the drilling of 
upwards of 45,000 wells. 

Crude oil runs to stills in the 
United States in 1953 necessary to 
meet forecast demands will average 
7,008,000 b/d or 5.1% more than in 
1952. If refinery operations approxi- 


mate the projected rate, United States 
refineries will be operated at 92% of 
rated capacity. 

There will be continued need for 
the industry to operate with a high 
degree of flexibility, since there will 
probably be some changes in the 
growth patterns of specific product 
demands and also because unpredict- 
able conditions such as variations 
from normal weather conditions are 
likely to arise. Efficient planning 
will be required to make the most 
efficient use of transportation facili- 
ties and to avoid unnecessary invest- 
ments in storage terminals and stock 
accumulations. It is believed, how- 
ever, that the industry is well able 
to meet even unusual operating con- 
ditions. 


John H. White, Hewitt Oil Co., 
Charleston, 8. C.: 

I foresee the following as some of 
the most pressing problems Independ- 
ents may be expected to face in 
the New Year— 

a. The secrecy . 

with which every- 
thing is done by 
major suppliers. 
This is due to the 
lack of factual 
knowledge which 
the two segments 
(major-Independ- 
ents) have of 
each other. 

b. As a result 
of the election, 
the likelihood is 
that the policies of the major com- 
panies towards their jobbers-distribu- 
tors will become more stringent. 

c. The possibility of no tax relief 
for small business which limits the 
amount of earnings—earnings which 
already are not sufficient for the 
average jobber to expand his busi- 
ness on a competitive basis—to be 
retained in the business for expan- 
sion purposes. 

d. Possible price cutting and under- 
bidding .to ;consumers and govern- 
mental agencies because of over-sup- 
ply of products, particularly gaso- 
line. 

e. Making arrangements for the 
proper financing of the necessary 
capital needed. 

f. The service station race by the 
major companies to outdo one an- 
other, resulting ih a surplus of out- 
lets (and big ones, too, such as multi- 
pumps which most jobbers are un- 
able to build) bringing about the in- 
ability to secure proper operators 
for the smaller stations, which mostly 
comprise the jobbers’ outlets. 

I think the above problems can 
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be solved within the industry. The 
real question is, do the major com- 
panies have the earnest desire to help 
solve them, for after all they are the 
powe. which creates and controls 
our industry problems. On both sides, 
there must be a des:re. Re-u‘ts will 
come only from men of good will and 
desire in the industry. 


In my opinion, the best solutions 
to the above problems are: 

Problem (a)—Get to know each 
other better. Remove existing feel- 
ings of cusp‘cions which in itself 
generates ill will and feelings. Bridge 
the gap in lack of factual informa- 
tion which the major segment has 
of the Independent segment and vice 
versa. 

Problem (b)—The hope that the 
major companies’ policy making heads 
will adopt an unselfish attitude to- 
wards their jobbers and see to it that 
their field representatives adopt the 
same attitude and carry out a “live 
and let live’ policy. 


Problem (c)—Appeal to Congress 
for legislative relief. 

Problem (d)—The problem an- 
swers itself. The main thing is not 
under-bidding the jobber’s costs. 

Problem (e)—One great he!p would 
be for major suppliers to take long- 
term leases (10 years preferably) 
and release back- to the jobber for 
the same period. The jobber could 
then discount the major company’s 
leace at his bank or some other fi- 
nancial institution. To bind both 
parties, a clause could be inserted in 
both leases that if the jobber can- 
celled his cupply contract the sta- 
tion would revert to the cupplier for 
the period of the lease and if the 
supplier cancelled the supply con- 
tract, the station would remain with 
the jobber. 


Problem (f)—Stop trying to outdo 
one another in how many stations 
can be built, but give more consider- 
ation to the over-all advisability. 
Also help their jobbers to find a way 
to build a few of the larger type 
stations such as long-term leases as 
explained above. 

I would say the outlook for the 
Independent marketer looks more 
favorable than it did a year ago to 
those jobbers who have a financial 
cushion to rely upon and know what 
operating efficiency is. But those job- 
bers who have not or have not been 
able to cet aside a reserve are going 
to find it rather hard going unless 
help is given them by their suppliers. 
As to their operating efficiency, well, 
this world owes no one a living, and 
within our industry as well as any 
other industry, there is no place for 
the inefficient operator. The public 
determines this policy, not any par- 
ticular company or group. 

The existence of any jobber must 
be justified in the light of whether 
he renders a useful and profitable 
service; if not, then he should not be 











in business. However, even though 
there are many of these operations 
throughout the country, the rea] fault 
lies not in the jobber, but in the cup- 
plier as he (the supplier) is mus- 
leading his jobber when he stands by 
and permits the jobber to continue 
expanding as he is able to do so, 
when the supplier fee!s that a par- 
ticular jobber or jobbers are not 
operating to his satisfacticn, and the 
supplier eventually foresees a neces- 
sary change. 

The point I am trying to make is 
why doesn’t the cupplier be honest 
w:.th his jobbers. If they don’t want 
to operate certain areas under job- 
bership; or feel a jobber is not a 
credit to their type of operation, then 
be businesslike enough and honest 
enough to lay the cards on the table. 
No one can get mad becauce a com- 
pany reaches its own decisions as 
to how it wants to operate, but the 
jobber has reasonable and righteous 
cause to feel that his supplier has 
an obl'gation to him if he is misled 
by silence. 


Dr. Robert E. Wilson, president, 
Standard Oil Co. (Indiana), Chicago: 

The oil industry can expect a con- 
tinuation in 1953 of its record-break- 
ing pace in production, transporta- 
tion, research, re- 
fining, sales and 
service. A gain 
of 4 to 5% in 
volume of prod- 
ucts sold, as 
compared with 
the new record 
total for 1952, 
appears Lkely. 

Even so, both 
producing and 
refining capacity 
will have a com- 
fortable margin 
over the anticipated volume of sales. 
This provides the industry with a 
cushion both for normal growth of 
demand and against any unexpected 
military requirements. With this 
cushion of extra capacity, there ap- 
pears to be no logical reazon for 
the industry to overproduce either 
crude or refined products. 


For the first time in many years, 
the American oil industry can look 
forward to a better business climate 
in which to make further progress. 
There should be less persecution for 
the alleged sins of being big or cuc- 
cessful in serving all the people of 
the country. While this is the pros- 
pect, there should be no relaxation 
of efforts by oil men everywhere to 
seek better understanding of our in- 
dustry both by government officials 
and by the general public. 


Although our industry has ex- 
panded mightily to serve fully every 
demand that has been placed upon 
us, we still are saddled with price 
controls that are very unfair in the 





face of rising costs. It is absurd that, 
despite much higher finding and op- 
erating co_ts, crude oil should still 
be at 1948 price levels, and product 
prices actually a little below the 1948 
f.gure-—although this fact does 
show how competitive the oil in- 
dustry is. Controls nevertheless sub- 
stitute a straitjacket for the flexi- 
bility needed to meet seasonal and 
other chifts of demand between prod- 
ucts; and between areas. It is in the 
intere:ts of both the industry and 
the public to return the oil business 
to normal competitive conditions. 


J. A. Cogan, head of co-crdination 
ard econcmics department, Standard 
Oil Co. (New Jersey): 

Although the booming growth con- 
ditions of the 1950-51 period have 
tapered off, it appears at this time 
that the petroleum industry in the 
U. S. can look forward to a reason- 
ably normal and 
satisfactory new 
year. Granted a 
continuation of 
approximately 
the present level 
of industrial ac- 
tivity acd _ nor- 
mal weather, the 
industry in this 
country is likely 
to be called upon 
to supply about 
5% more prod- 
ucts than in 1952. 
As a result of the strong industry 
expansion programs in each of the 
three major supply categories—pro- 
ducing, refining and tran:portation— 
there is no problem as to the ade- 
quacy of over-all capacity to meet 
these demands (with the possible ex- 
ception of aviation gasoline). 


During the year there may be cer- 
tain problems growing out of the fact 
that operations in our industry are 
characterized and complicdted by a 
very pronounced and increasing sea- 
sonality. The widespread consumer 
acceptance of oil for home heating 
currently is accentuating the prob- 
lems acsociated with this characteris- 
tic. Rates of gain in demands for 
heating types of oils continue to out- 
run those for gasoline. This makes 
an increasing amount of petroleum 
demand subject to the vagaries of 
weather. To help smooth the required 
seasonal fluctuations in product out- 
put and transportaticn, the industry 
has had to become accustomed to a 
continuing expansion of its ctorage 
capacity in order to accommodate 
greater swings in inventories of sea- 
sonal products. Marked progress has 
been made in this direction and ad- 
ditional construction of this type of 
capacity is scheduled so that further 
improvement is hoped for in 1953. 


In addition to adequate storage ca- 
pacity to meet the fluctuations in de- 
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mand, refinery operations must be 
capable of a high degree of flexibility. 
This involves particularly the adjust- 
ment of yield of finished products to 
meet seasonal requirements of one 
product without over-producing an- 
other. Under a controlled rigid price 
structure, such as was imposed on 
the industry after the Korean out- 
break, the economic incentives are 
not always present to permit the re- 
quired flexibility. It isto be hoped 
that this situation soon will be cor- 
rected, and that the balance tradi- 
tionally provided by the forces cf de- 
mand and supply will be allowed to 
operate freely. 


Dan Dugan, president, Dan Du- 
gan O'l Transport Co., Sioux Falls, 
S. Dak.: 


I am very encouraged about the 
future of the petroleum transport in- 
dustry. Growing recognition from 
major oil companies and develop- 
ments within our industry convinces 

me that  petro- 
leum transporters 
are out to im- 
prove their al- 
ready strong po- 
sition within the 
industry. A pow- 
erful grass roots 
public relations 
program has been 
shaping up within 
our industry 
which should do 
much to counter- 
act some of the 
public misinformation which has 
plagued our business in the past. 


I have no confidence, 
that this program has developed to 
point where legislators will accept a 
businessman's approach to such prob- 
lems as road taxation. While business 
leaders would attempt to encourage 
use of their products and thus increase 


however, 


road revenues, mainly legislators 
seem to favor legislation which 
would cripple road revenues by re- 
ducing the use of trucks. 


The ton-mile tax is certain to be 
passed in at least a few states. Such 
action will merely increaze the rates 
and the user will have to pay. The 
public does not realize that they tax 
themselves when they tax transpor- 
tation. Weight and length laws seem 
likely to remain about as they are. 
Perhaps come new legis.ation equal- 
izing the distribution of license and 
compensation fees between states 
will be introduced. 

Most encouraging is the news that 
the National Tank Truck Assn. will 
hold its first top management confer- 
ence in June. I take great pride in 
having recommended this action. I 
feel that the greatest possible im- 
provement in the petroleum trans- 
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portation industry can come from 
improvement in our already round 
management practices within the in- 
dustry so that accidents, wasteful 
usage, and highway discourtesy are 
eliminated. 


Rexford S. Blazer, president, Ash- 
land Oil and Refining Co., Ashland, 
Ky. 


It now appears probable that dur- 
ing the coming year the oil industry 
will confront a 
slower rate of 
expan: ion, re- 
duced profit mar- 
gins and in- 
created compe- 
tition. 
While drilling 
activities in 1952 
fell somewhat 
short of official 
goals, indications 
are that crude 
oil supplies will 
be ample and 
their availabi:ity improved by new 
transport ‘acilities. 


During 1952 demand for refined 
products increased only about 3.2% 
over 1951 while refining capacity was 
enlarged by 5%. Extimates of total 
refined products demand for 1953 
“including exports” range from 7,- 
877,000 b/d to 8,094,000 b/d, repre- 
senting an increase from 2.6% to 
5% over 1952. Imports of refined 
products, principally residual fuel oil 
from Venezuela, will probably con- 
tinue at or near the current rate of 
400,000 to 500,000 b/d. Operable do- 
mestic refining capaci‘y of about 7,- 
585.000 b/d is expected to increase 
7.4% to 8,150,000 b/d by the end of 
1953. 


If these estimates prove realistic 
the industry cannot expect increased 
prices of refined products to offset 
riring costs. Operat'ng profits for 
1952 are already exhibiting a deciin- 
ing trend. 


Our o'l economy t™” appears to 
have completed its po-’-“torean phare 
of hectic expansion when demand in- 
creased 10 or 11% a year. The in- 
dustry must now prepare for a pe- 
riod of consolidation and adjust- 
ment. During that period, the rate 
of growth will, I believe, be steady 
but substantially slower and the easy 
extravagance of boom psychology will 
yield to more conservative budget 
practices. 


Any suggestion of serious recession 
in the industry is, in my judgement, 
entirely unwarranted. But condi- 
tions in the period just ahead will, 
I think, demand a greater concern 
for economy and more cautious 
judgement as we consolidate our po- 


sition for more strenuous competi- 
tive activity. We may expect, and 
I believe most of us hope, that a 
tess paternalistic administration will 
remove come of the supports which 
threatened until recently to become 
shackles. 

The new climate in Washington 
should encourage initiative and com- 
petitive effort. 


W. S. S. Redgers, chairman of the 
Board, The Texas Co., New York: 

It is my opinion that 1953 will be 
a good year for the industry, al- 
though not as good as 1951 and 1952. 


A settlement of the tidelands ques- 

tion will result in renewed explora- 

tion and devel- 

opment of oil 

fields alorg the 

Gulf and Califor- 

nia Coasts. Dur- 

ing the last few 

years, demand 

for petroleum 

products has 

more than kept 

pace with the ex- 

pansion of our 

industry. There 

is now some evi- 

dence that the 

government program of increasing 

our petential crude producing capaci- 

ty ard refining capacity has not only 

caught up with but exceeded the de- 

mand; this will probably mean lower 
prices for products. 


While there is a surplus of refining 
capacity the industry will still find 
it difficult to meet the requirements 
of the armed forces for aviation 
gasoline. 


In addition to its ncrmal everyday 
problem:, the industry is currently 
being harassed by governmert law- 
suits. As a resu‘t, much time and 
thought of the industry leaders must 
of necessity be devoted to these mat- 
ters. 


The Iranian situation continues to 
be a cause of concern to the indus- 
try. The arbitrary attitude of the 
Iranian government preventing a 
reasonable settlement has disturbed 
the international relaticns of other 
companies, American as well as for- 
eign. An equitable solution of the 
Iranian problem would he!p restore 
corfidence in international agree- 
ments. The U. S. government shculd 
strive to negotiate treaties with for- 
eign governments to guarantee fair 
treatment of American private in- 
vestments abroad. 


Business generally can be encour- 
aged by the sound policies of the 
new administration. Possible reduc- 
tions in the Federal budget will per- 
mit tax relief for our over-burdened 
industry. Defense spending may de- 











cline during the year but business as 
a whole should still be on a sound 
basis by the end of 1953. 


R. G. Dunlop, president, Sun Oil 
Co., Philadelphia, Pa.: 


All signs point toward keener com- 
petition in the petroleum industry 
in 1953. Such a development is a 
healthy prospect for those in the oil 
business as well as their customers. 


Traditionally 
the oil industry 
has made its 
greatest progress 
during such 
times. Competi- 
tion makes oil 
men more effi- 
cient, more alert 
to the needs and 
desires of their 
customers. It 
calls for the ex- 
ercise of imagi- 
nation and _ in- 
genuity, the creation of new and bet- 
ter products 





Over the years, the striving of oil 
companies to equal or excel their 
competitors has contributed to bet- 
ter living standards, created more 
and better jobs for employes, pro~ 
vided rewards for those who invested 
in the business, and has made Amer- 
ica a stronger nation. 


Thus to oil men steeped in the 
traditions of the industry, the trend 
toward more lively competition comes 
not as a threat but a challenge. 


Looking ahead to the new year, 
the oil industry hopes for an early 
removal of controls which certainly 
are not needed and which curb re- 
sourcefulness and impose rigidities 
upon operations. It firmly believes 
that competition is the only effec- 
tive regulator of economic enterprise 
and the only true guarantor of effi- 
cient public service—providing people 
with the commodities and services 
they want at prices which they are 
both able and willing to pay. 


Retailer-of-Year Entries 
Must Be in by Jan. 19 


NEW YORK—FEntries in the 1953 
Brand Name _  Retailer-of-the-Year 
contest have passed the 17,000 mark 
with iess than two weeks remaining 
until the Jan. 19 deadline, according 
to Joseph L. Eckhouse, chairman of 
the Retail Advisory Council of Brand 
Names Foundation. 


Service stations will be among the 
22 classifications to receive awards 
in the annual contest, Mr. Eckhouse 
said. Last year’s winner in the serv- 
ice station group was the Halifax 
Esso Station, Halifax, Va. The 
awards will be presented April 15, at 
the annual Brand Names dinner in 
New York. 


34 





Average Retail ‘Gas’ Price Drops 


NPN News Bureau 
NEW YORK-Average service sta- 
tion price (ex taxes) for regular- 
grade gasoline in 50 representative 
U. S. cities in 1952 was 20.24c per 
gal., as compared with 20.31c in 1951 
and 20.08c in 1950, according to data 
compiled by The Texas Co. and re- 
ported to the API. 


The lowest average posted price 
at stations was in Hartford, Conn., 
where the recent price war has about 
ended—17.32c (ex taxes). In 1951 
the lowest was in Philadelphia -— 
17.73c. Hartford also was lowest in 
1950—18.13c. 


The highest average in 1952 was 
in Charleston, W. Va.—-23.2c. Charles- 
ton also was highest in 1951 at the 
same figure. In 1950 Boise, Idaho, 
was the highest-—23.15c. 


Tax collectors continued to take 
more of the gasoline sales dollar than 
station operators. Average indicat- 
ed dealer margin in 1952 on regular- 
grade gasoline was 4.97c as against 
4.98c in 1951 and 1950. Average of 


state, federal and local taxes in 1952 
was 7.32c (state 5.23c, federal 2c 
and local 0.09c). In 1951 taxes av- 
eraged 6.84c, while 1950 average was 
6.68c. 


The highest indicated dealer mar- 
gin was 7.10c in Charleston, W. Va., 
the same figure and location holding 
for 1950, 1951 and 1952. 

The lowest indicated deaier mar- 
gin was 3.29c in Boise, Idaho. In 
1951 Hartford, Conn., and Charlotte, 
N. C., were tied at 2.55c. Lowest in 
1950 was Salt Lake City at 2.52c. 


Lube Plant Under Way 


NPN News Bureau 
NEW YORK —Ground has been 
broken in Westbury, N. Y., for the 
new blending and compounding plant 
of Colt-Worthington Oil Works, Inc. 
Completion is set for next spring. 
Equipment for blending and pack- 
aging will have more than twice the 
capacity of present facilities, at 
Garden City, L. I., according to Albert 
H. Collier, president. 


Dealer and Service Station Prices for Regular-Grade 
Gasoline in 50 Representative Cities*** 
Averages for Year 1952 


— Cents per Gallon 











Dealer's 

Net Price 

City (Ex Tax) 
Prertee, MO. bcc cbc e cease aetna eee ee 
Manphaster, BM. Be ois. ccccccecccceses 16,78 
Burlington, Vt, 15.60 
Boston, Mass. 14.90 


POU TA, Bi ahs 6s caccanvccscenee’ SAS 
SO Sc nucheocecncessotune Sane 


Buffalo, N. Y_ . 15.50 
New York. N. Y. 14.70 
Newark, N. J 14.60 


Philadelphia, Pa. .. estbiavas 13.68 








Dover, Del, ... 14.55 
Baltimore, Md. . 14.50 
Washington, ». C 14.90 
Charleston, W. Va. 16.10 
Norfolk, Va. 14.10 
Charlotte, N. C 15.40 
Charleston, 8. C 14.50 
Atlanta, Ga. .... ie htin.es ctonene! See 
Jacksonville, Fla. ........ 15.20 
Birmingham, Ala. 15.70 
Vicksburg, Miss. 15.20 
Memphis, Tenn. 15.00 
Lexington, Ky. .. 16.50 
Youngstown, Ohio ‘ ‘ cake aeeum * ae 
South Bend, Ind. ..... ee et ieee 
Chicago, Ill. . eo 15.23 
Detroit, Mich. aheges ,osys. Wee 
Milwaukee, Wisc. .... dd junds 15.958 
Twin Cities, Minn. Re ae 15.58 
Se Serr eT eet rare 14.96 
Huron, 8. D 16.70 
I 5 BOO, akc tiled na adhe eateeieoh: Ee 
Des Moines, Iowa ........ 15.40 
St. Louis, Mo. ....... 15.08 
Wichita, Kans 14.00 
Tulsa, Okla. ...... gk vanvnss ? 13.50 
Little Rock, Ark, ...... Le whe i 15.90 
New Orleans, La. . ‘eetdatensn 13.30 
Houston, Temas ...5.6...cccsccccecsss 14,00 
Albuquerque, N. M. 16.00 
a” a weyers 
Casper, Wyo. ...... neue dade ciene See 
Butte, Mont. ..... ah irs eae > Ae ot 
was ba ceenntgeesiwsieneat 17.66 
Salt Lake City, Utah ................ 15.48 
ME SOU: 6 atsi atwetecnes 17.02 
ee errr Perr rT rrr 17.22 
San Francisco, Calif. 14.50 
Portiand,. Ore. Gevsiwsapedéheedéxe>! eae 
Bees, We... . vies ve csccnsenccse 10.00 
Average United States .........s5-5- 15.27 


* Includes city tax of le per gal. 
** Includes city tax of 0.5c per gal. 
*** APT figures as reported by The Texas Co. 


Indicated Gasoline Tax Service 
Dealer (Ine. 2e Station 
Margin federal tax) (Ine. Tax) 

3.58 8.00 26.15 
3.49 7.00 25.23 
5.20 7.00 27.80 
5.30 6.30 26.50 
4.93 6.00 25.83 
3.40 6.00 23.32 
5.36 6.00 26.86 
6.80 6.00 27.50 
4.26 5.00 23.86 
4.51 7.00 25.19 
5.70 7.00 27.25 
5.50 7.00 27.00 
4.70 6.50 26.10 
7.10 7.00 30.20 
6.10 8.00 28.20 
4.54 9.00 28.94 
6.00 9.00 29.50 
5.60 8.00 29.50 
4.93 9.00 29.13 
4.68 9.00 *29.33 
6.63 9.00 30.83 
4.69 9.00 28.60 
4.30 9.00 29.80 
4.30 6.00 25.80 
4.49 6.00 26.82 
4.63 6.00 25.86 
5.12 6.50 26.28 
5.29 6.00 27.27 
5.20 7.00 27.78 
4.33 7.00 26.29 
4.96 7.00 28.66 
3.53 7.00 26.03 
4.49 6.00 25.89 
3.82 5.42 *24.32 
4.40 7.00 25.40 
5.50 8.50 27.50 
5.64 8.50 30.04 
5.80 10.33 29.43 
5.00 6.00 25.00 
5.50 8.50 **30.00 
4.56 8.00 27.36 
6.89 8.00 *30.50 
4.50 8.00 28.50 
3.29 8.00 28.95 
5.02 7.00 27.50 
5.00 7.50 "29.52 
4.59 7.00 28.81 
4.80 6.50 25.80 
5.50 8.00 28.50 
5.00 8.50 31.30 
5.79 7.32 27.56 
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Oil Jobber Entitled to 


The Petroleum Administration at Washington has 
acted wisely in again appointing John Harper to mem- 
bership on the National Petroleum Council, this time 
in recognition of his own high standing as an Independent 
marketer and not as chairman of the National Oil Jobbers 
Council, from which post he recently stepped down. 


This action by the PAD restores jobber representation 
on the NPC to about the same proportion as in 1952, 
although the total of jobber members unquestionably is 
still shy of what it should be. Indeed, it seems proper 
to suggest to the government oil agency that it under- 
take promptly a complete re-examination of the stand- 
ards by which members are chosen for service on this 
important national body. 


The object: to determine whether these standards 
are not a bit too harsh, when applied against the job- 
ber segment of the industry, and whether, in the long 
run, the national interest—which, after all, is the only 
thing involved—might better be served by correcting 
the present obviously inadequate jobber representation on 
the NPC. 


It may be argued, of course, that there will not be 
many occasions on which the government will be need- 
ing the advice of the NPC, meaning the industry, on 
problems that directly concern the marketing branch of 
the oil business. In the main, the government is inter- 
ested in short and long range matters relating to the 
availability of petroleum for emergency purposes, such as 
a war with Russia. It needs to know, for example, 
such things as how much additional crude can be pro- 
duced, where and how fast; how that crude can be moved 
to refining centers; how much crude individual refin- 
eries can process and into what forms in terms of the 
products that will be most urgently required by the 
military, and so on. These are largely, if not entirely, 
technical questions, and those who can best provide the 
answers to such as these are the producers, the re- 
finers and the trensportation experts who deal every 
day with similar problems. 


Is it not a fact, however, that the very justification 
for there being an NPC—the possibility if not the prob- 
ability of actual war—constitutes an eloquent argument 
and also the justification for making this body more 
truly representative of the whole broad cross-section of 
the industry ? 


Because as surely as war comes, as surely there will 
exist the need for government having at hand and util- 
izing the combined talents of all in this industry. Just 
the other day the director of Defense Mobilization, in his 
latest report, was saying that the next war will necessi- 
tate rationing of petroleum products to the civilian econ- 
omy in a degree more drastic than anything this coun- 
try has ever experienced. So the matter of jobber rep- 
resentation on the NPC is not something that can be 
dismissed by the mere assertion that, when you come 
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right down to it, there really is no need for jobbers 
being on the council in the first place. 


Let those in charge at Washington—and that 
means especially the incoming Secretary of the In- 
terior, Douglas McKay—remember that much of the 
trouble and grief in connection with various oil ra- 
tioning and allocation programs during World War 
Il came about through a failure to recognize that 
there were others in the industry than presidents 
of major marketing companies and attorneys for 
independent producers and refiners whose opinions 
and advice in a given situation might better qualify 
as those of experts. Let them consider that well. 


Let them also consider this matter of jobber repre- 
sentation from the standpoint of government-industry 
relations, which have been materially advanced through 
NPC in so far as direct problems of petroleum supply are 
concerned. And then let them decide whether giving 
to the jobber the constant right fully and freely to ex- 
press his viewpoint in this advisory forum is not the best 
guarantee that those relations will continue to improve. 


The test should not be whether the jobber chooses 
to exercise that right, once given. The important thing 
is that he should have the right. He asks no more. 


Congressmen Should Talk Less, Act More 
lf They Want to Help Small Business 


The Congressional smal] business committees have done 
a lot of talking about—and maybe even in behalf of 
small business but in toto it has been just talk. The 
only beneficiaries from it were the talkers in their sev- 
eral campaigns for return to Washington. They always 
fought shy of the crux of the problem, fearful evidently, 
of being thought “friendly"’ to business, any business. 


Now comes the House Small Business Committee and 
at least recommends legislation for a $100,000 exemption 
from corporate surtax and excess profits taxes. The 
exemption is $25,000 at present. 


This new proposal may look big to some of the states- 
men when expounding their economic theories to the 
voters but it is still pitifully small in what the taxpayer 
nets and of little value in the building up of INDEPEND- 
ENT competition of small business against BIG Busi- 
ness—which is what these legislators all purport to be 
for. When the government gets through taking one 
half of his small profits away from a small business 
man, exempting $100,000 of what is left does not mean 
anything unless there is something left, and generally 
there isn’t much if anything left to enjoy this generous 
(?) exemption. 


Congress should first decide whether it is really for 
competition or not. The way it has acted, despite all the 
loud talking, most Congressmen and Senators are not 
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for competition but only seek the opportunity to get out 
on the public squares of the country and boom lustily 
against “monopoly” and “bigness” and business in gen- 
eral. 

What will an exemption of $25,000 or $100,000 even, 
from all income taxes buy a small business man? In 
the oil business he can make a few down payments on 
a couple of modest filling stations but ke cannot come 
anywhere near providing one of those million dollar 
beauties that our new high speed road builders would 
require from oil companies who would provide “competi- 
tion” on these publicly owned new highways. 


What can an oil marketer buy in the way of new 
tank trucks that cost upwards of $10,000 each and the 
building of which brings good money to skilled labor and 
the operating of which cuts down the marketer’s operat- 
ing costs so he can meet severe competition that brings 
low prices to the public and yet stay in business? 


If the oil marketer wants to join in a barge or pipe 
line terminal, just a nice small one or two, what will this 
“generous” exemption let him do? 


low full exemption from all income taxes in return for 
votes to the thousands of co-op oil companies who to- 
day, according to a recent survey of General Counsel 
Otis Ellis of the National Oil Jobbers Council, are lead- 
ing in much painful price cutting that is seriously threat- 
ening the existence of the Independent competition to 
the big oil companies that these same statesmen talk so 
much for—seemingly. 

Their talk may sound all right but the record of these 
“statesmen” shows clearly that they are not in the least 
interested in having good competition maintained in this 
country, and their acts are all on behalf of bigger and 
more monopolistic operations. That is why many a busi- 
ness man kas come to believe that these “statesmen” 
have been innoculated with not only socialistic doctrine 
but even Communistic doctrine. 

The “smal] business man” who is being openly crucified 
for votes should drive that point home, even though it 
does show up the two-facedness of a member of the Fed- 
eral Trade Commission who is now using Stalinesque 
tactics to try and shut up honest criticism of those who 
are using the machinery of government to their own 





Yet these same big-hearted statesmen continue to al- 


selfish ends. 





Revenue Bureau Issues Final Rules on Diesel Fuel Tax 


NPN News Bureau 

WASHINGTON — The Internal 
Revenue Bureau has issued—more 
than one year and two months after 
the effective date—final regulations 
on the 2c per gal. federal tax on 
Diesel fuel oil for highway purposes. 
The tax became effective Nov. 1, 
1951. 

The final rules, which vary insig- 
nificantly from a tentative code is- 
sued on Aug. 1, 1952, remove sellers 
from much of the re-ponsibility for 
“policing” Diesel use—as had been 
originally intended by IRB in “inter- 
pretations” made before the tenta- 
tive rules were drawn. The switch 
was made after strong protests were 
registered by oil sellers and users. 

Final regulations, which are listed 
in the Jan. 3 Federal Register spell 
out in part: 

“. .. The cale of a taxable liquid 
to an owner, lessee, or o*her opera- 
tors of a Diesel-powered highway ve- 
hicle shall be considered a taxable 
sale of such liqu'd (1) where the 
liquid is delivered by the vendor into 
the fuel supply tank of the vehicle, 
or (2) where not co delivered, the 
vendee indicates in writing to the 
vendor prior to or at the time of the 
sale that the entire quantity of the 
liquid covered by the sale is for uce 
by him as a fuel in a Diesel-powered 
highway vehicle. 

“. ... A sale to a dealer for resale 
is not subject to tax even though it 
is known at the time of the sale that 
the liquid will be resold by such deal- 
er for use as a fuel in a Diesel-pow- 
ered highway vehicle. 


“The tax is payable by the per- 
son who makes the taxable sale. 
Where a taxable liquid is consigned 
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to a person for sale and the con- 
signor retains ownership in such 
liquid until it is di-posed of by the 
consignee, the consignor is the per- 
son liable for the tax when a tax- 
able sale of the liquid is made by 
the consignee. In the event the con- 
signor does not retain ownership in 
the taxable liquid, the concignee is 
the person liable for the tax upon 
the taxable sale of such liquid. 


“In the case of a taxable sale on 
credit, the tax applies whether or 
not the purchase price of the liquid 
is actually collected from the ven- 
cee. 


“. . . Except in the case of a tax- 
able sale where the liquid is deliv- 
ered into the fuel supply tank of a 
Diesel-powered highway vehicle, the 
tax ... does not apply to a sale to 
an owner, lessee, or other operator 
of a Diesel-powered highway vehicle 
of any taxable liquid for export. To 
be exempt from tax on such a sale 
for export. it is necessary that the 
vendor establish (1) that the liquid 
was sold by export, and (2) the 
liquid was exported in due course. 


. .. Every person liable for the 
payment of the tax . Shall “ile 
on or before the last day of cach 
month a return showing the tax due 
for the preceding months on Form 
725. 

“...A credit aga'nst tax under this 
chapter, or refund, may be allowed 
or made to a perrcon in the amount 
of tax paid by him under this chap- 
ter with respect to his sale of any 
liquid to a vendee for use as fuel in a 
Diesel-powered highway vehicle, if 
such person ectablishes . . . that— 


“(1) The vendee used such liquid 


otherwise than as fuel in such a ve- 
hicle or resold such liquid, and 
“(2) Such person has repaid or 
agreed to repay the amount of such 
tax to such vendee, or has obtained 
the consent of the vendee to the al- 
lowance of the credit or refund.” 


Pacific Oil to Build 
Puget Sound Refinery 


CHICAGO—Plans for construction 
of a 10,000 b/d refinery on Puget 
Sound near Seattle, Wash., were re- 
vealed Jan. 6 by Joseph E. Erickson, 
vice president of the newly-formed 
Pacific Oil & Refining Co. at Berwyn, 
Ill. He also heads the Northwestern 
Refining Co., at St. Paul. 

Mr. Erickson said construction is 
slated to start early this year, with 
completion expected in early part of 
19&4. Crude will come from Trans 
Mountain’s. Alberta to Vancouver 
line which is scheduled foi comple- 
tion late in 1953. 

General Petroleum decided earlier 
to construct a 35,000 b/d refinery in 
Puget Sound area also. 

Pacific Oil is supported by an “in- 
itial” investment of “more than $6 
million.” Other principals in the com- 
pany were not immediately revealed, 
other than they are said to be “group 
of Chicago and Minneapolis business- 
men.” 

Modern equipment to be installed, 
Mr. Erickson said, will include a cata- 
lytic cracking unit. He said applica- 
tion has been made to PAD in Wash- 
ington for rapid tax amortization and 
allotment of materials. 

Mr. Erickson said the new plant 
will be located near the waterfront, 
“where deliveries of crude and ship- 
ment of products by water will be 
possible.” 
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MIDWEST 


Jobbers Ask for Bigger Allowance 
To Offset Truck Transport Costs 


By Leonard Castle, Midwest Editor 


The many job- 

bers in the Mid- 

west who operate their own transports 

are in need of increased freight rate 

allowances from their supplying com- 

panies, according to reports reaching 
this department. 

The probiem is pointed up by a com- 
munication from Melvin Hall, presi- 
dent of the Missouri Petroleum Assn. 
Mr. Hall, a jobber at Noel, Mo., op- 
erates transports through southwest- 
ern Missouri, northeastern Oklahoma 
and northwestern Arkansas. 

He explains that railroads have had 
two recent rate increases of 6% and 
9% for a total of 1&%, while the 
transporting jobber has had no in- 
crease. In other words, a supplier 
transporting by tank car must pay 
an additional 15%, plus a 3% federal 
tax. The transporting jobber, Mr. Hall 
argues, likewise needs an increase be- 
cause his costs also have risen sharp- 
ly. 

Mr. Hall explains that a jobber 
hauling from his supplier’s terminal 
or refinery receives a discount based 
on freight rates to the jobber’s bulk 
plant for hauling the product and 
that allowance has not kept pace with 
other increases. 

The high cost of transporting in- 
cludes the original investment, main- 
tenance, high license fees, high in- 
surance rates, taxes and depreciation, 
he points out. 

“To start with,” Mr. Hall says, 
“this equipment is expensive as to the 
initial investment, so if we borrow 
money, of necessity we must figure 
interest on the investment. Then let 
us add all of the factors up and see 
what comes out of it. The answer 
might be astounding. 

“To start with, it is necessary in 
most cases for the jobbers to have 
their own transports to operate ef- 
ficiently. This necessity of being able 
to control early delivery of needed 
products is vital to our business struc- 
ture. We could not maintain nearly so 
desirable an operation without them, 
and in some cases could not operate 
at all.” 


* - * 


Choosing the lowest freight rate 
available into a point is not always 
right, Mr. Hall says, because in many 
cases transporters merely file token 
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rates rather than try to maintain 
service at that point. 

In some cases the rates filed are 
as old as 10 or 12 years, he maintains. 
“Can anyone justify that kind of 
thinking ? So why not be alerted to the 
fact that the oil jobbers who run 
transports need help now on the rates, 
instead of delaying until our equip- 
ment is worn out and in need of re- 
placing. 

“Then isn’t it reasonable to assume 
that the people with whom we are as- 
sociated should have this situation 
called to their attention, and upon pre- 
senting intelligent, substantiated evi- 
dence that assistance is needed in this 
matter, isn’t it reasonable to expect 
to receive adjustments which have 
already been awarded to the railroads 
for some months?” 

+ ” + 


Mr. Hall points out that “our as- 
sociates should know we must thrive 
and show a legitimate profit to make 
good representation for them” and 
calls upon both transporting jobbers 
and their suppliers to “look this is- 
sue squarely in the face and move in 
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the direction dictated by good busi- 
ness thinking”. 

He suggests also that considera- 
tion be given to the difference in 
the number of gallons hauled of fuel 
oil and gasoline, explaining that it is 
immediately evident that a higher 
freight rate is needed on fuel oil be- 
cause of the fewer gallons hauled per 
load. 

“Some companies already have 
recognized this, and of necessity, have 
been ready to assume this responsi- 
bility,” he says. “However, it seems 
that many would rather not assume 
leadership in this free thinking, pro- 
gressive move. 

“Let not our big brother compan- 
ies forget that their smaller proteges 
market, collectively, more gallons 
overa'l than they do through direct 
marketing, and actually are very vital 
to their over-all profit and loss state- 
ment at the end of the year. 

“Why not, then, face this issue as 
we know it must eventually be faced, 
and recognize the jobber’s dire need 
for help in this situation? In our fast 
changing world, leaders will emerge in 
this industry by virtue of the fact 
that they are not afraid to do what 
they know is just and right. No prob- 
lem is so knotty as to defy solution if 
faced in an intelligent, sincere manner 
by all concerned. 

“Let us all move to try for cor- 
rective measures in this problem of 
ours, and remember that leaders are 
not born, but made,” Mr. Hall de- 
clares. 


Warning Sign Up on Model Safety Bill 
Proposed by States on All Flammables 


By Raymond E. Bjorkback, Eastern Editor 


Numerous __in- 

dustry doubts 

and questions are being inspired by a 
proposed model law for the states 
for regulating storage, handing and 
transportation of “flammables, ex- 
plosives and other dangerous articles.” 

Authors of the act, a committee of 
the Council of State Governments, 
have found it undesirable to spell out 
details in a model bill. 

So they would give an admittedly 
“broad grant of rule-making power 
to an appropriate state agency,” and 
cover in the single act “explosives, 
gases, flammable liquids, flammable 
solids and other dangerous articles.” 

The codes or rules, “to the extent 
practicable,” are to be “consistent 
with accepted standards of engineer- 
ing and fire prevention” for the 


various commodities. They are to be 
“in accord with practical means for 
securing safety in transit; are not 
to be “unreasonable or discrimina- 
tory” as to competitors; and are not 
to conflict with any federal regula- 
tions. 

Also, they would become effective, 
or be altered or repealed, only after 
notice and public hearing; would not 
apply to any existing installations or 
equipment “unless” the head of the 
agency found a facility or equipment 
was “inimical to the public welfare 
and safety and requires immediate 
correction.” And they call for severe 
penalties in the event a _ violator 
causes a bad accident. 

Enforcement would be by both 
state and local officials, but “with 
emphasis on local enforcement,” 
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much of which “should be 
hands of the fire department.” 

One can only guess how the dif- 
ferent state agencies would interpret 
the provision codes “consistent with 
accepted standards of engineering 
and fire prevention.” 

Their problem wouldn’t be an easy 
one, since it is quite probable that 
they would find no real unanimity of 
opinion, as between oil and interested 
groups in the several states, as to 
just what are “agcepted standards” 
for this one industry alone. 

One industry safety group which 
has studied the proposed act finds 
it has more than one dubious aspect 
or probably objectionable feature. 
This group’s chairman has outlined its 
thinking as follows: 

“The proposed model act appears 
to be a decided step along the road 
to government by administrative di- 
rective,”’ and several questions and 
comment appear to be “pertinent:” 

1. Whether standards formulated 
on a national scale can be so drawn 
that, without modification to fit 
local conditions, they will be appro- 
priate for all states and localities, or 

2. Whether it would be advisable 
to provide as a condition to adoption 
of state-wide standards that they be 
approved by a state board of stand- 
ards for each affected industry, so 
the industries would have more than 
the mere right to present evidence at 
public hearings on proposed regula- 
tions. 

3. Whether it would be a good pre- 


in the 
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The outlook for 
1953, based on 
several West 
contains assorted 


conversations 
Coast marketers, 
predictions: 


with 


More emphasis than ever on TBA 
sales was forecast by most officials 
as the principal phase of retail mar- 
keting. This will be especially true 
among the larger stations that have 
been losing gallonage and need other 
business to keep the operations profit- 
able. 


Multi-pumps will be modified rath- 
er than massive, and fewer of them 
will be built. 

Marginal stations will continue to 
disappear, but the well-balanced con- 
ventionals will become stronger than 
ever. 

Gasoline supplies will gradually in- 
crease. Gasoline has been tight for 
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caution to require that regulations be 
formulated separately for each group 
of commodities to avoid confusion. 

4, Whether agency heads could be 
relied upon to use intelligently their 
power to say a plant or equipment 
is or is not “inimical to public wel- 
fare and safety.” And whether it 
would be better-—-even necessary—to 
have standards determined by state 
boards on which refiners and other 
industry representatives would have 
“a definite voice.” Also, if it 
wouldn’t be well to try to distinguish 
in the enabling act which standards 
could properly be applied to both new 
and existing installations, and which 
should be applied only to new installa- 
tions. 

“It is conceivable that the provi- 
sion .. . referred to might be loosely 
applied or it might be applied in such 
a harsh manner as to become ob- 
noxious. On this point, it has not 
been uncommon for state or local 
officials to measure hazard with re- 
spect to flammable liquids in terms 
of quantity, capacity, size or proxi- 
mity, to over-emphasize the import- 
ance of clearances, isolation, barriers, 
etc., and to overlook enforcement of 
the requirements for devices for vent- 
ing and relief of excessive pressure, 
flow control valves and elimination of 
sources of ignition ...” 

5. The provision with respect to 
penalties “appears to be an improper 
attempt to fix the severity of penalty 
for violation or any standard by the 
seriousness of the damage resulting 
from the violation.” 


More Gasoline, Accent on TBA Sales 
Seen by West Coast Oil Marketers 


By Frank Breese, Pacific Coast Editor 


nearly two years, but distributors 
claim there are signs of it becoming 
more available. With continued re- 
finery expansion and the importation 
of Canadian crude, the shortage is ex- 
pected to end in 1953. 

Pressure to jack up motor oil vol- 
ume is heavier. But there is not 
much optimism about boosting it, 
though there is hope that the declin- 
ing ratio can be checked. 

Opinion is split on the ceiling price 
outlook. Attitude of the Eisenhower 
Administration toward controls will 
settle that speculation. 


Further spread of direct delivery 
is expected by distributors who pre- 
dict continuance of the trend of con- 
verting distributorships to consignee- 
ships. 

There will be more experimentation 
with brand signs. Companies have 


built a variety of large, distinctive 
signs to attract motorists. 

Metering of oil was seen by one 
merchandising official as a possible 
innovation. It has been in the ex- 
perimental stage for about two years, 
and he believes it’s on the way. 

Farm discounts will be a problem. 
Distributors and consignees have re- 
ported that farm discounts are 
spreading and said they are getting 
rough. 

A “30c gasoline” is foreseen by the 
Serve Yourself and Multiple Pump 
Assn., resulting from a higher retail 
ceiling and increased state tax. The 
Association says “30c gasoline” will 
create “a new marketing condition’. 

This “30c gasoline” applies mostly 
to the Los Angeles Basin since many 
communities already have it. The 
association bulletin carried this com- 
ment, “Combination of looser gasoline 
and a diminished public appetite for 
30c product will heighten dealer com- 
petition, and margins will suffer.” 

The association thinks the 2c spread 
between majors and Independents 
doesn’t bring Independents much busi- 
ness when retail prices are around 
20c a gal. However, it believes 2c 
spread will be attractive if the level 
rises to 30c because “the customer, 
at high prices . . . will be far more 
inclined to save money.” 


* * * 
An objective of Sunset Oil Co., 
Los Angeles, is to add 100 multi- 


pump stations during 1953 to its West 
Coast chain. This was announced at 
a recent staff meeting. Sunset, which 
claims over 600 conventionals and 
multi-pumps in its chain, has been 
placing increasing emphasis on multi- 
pumps in its retail merchandising. 


About a month ago, Sunset ex- 
panded its multi-pump operations in 
the Los Angeles Basin by acquiring 
six large units from the Craig Oil 
Co. One of them, the prize Craig 
station at Wilshire Blvd, and High- 
land Ave., has become Sunset’s train- 
ing station and employment office for 
station personnel. At one time that 
station reputedly pumped 300,000 
gals. a month. 


* * * 


Standard of California recently re- 
ported the results of its first quar- 
ter stock plan for employes. 

The company’s more than 11,000 
employe-members contributed $547,- 
632 to the plan. Standard then put 
in 2% of its consolidated earnings 
before taxes for April, May and June, 
or $1,109,366. During July, August 
and September, the trustee bought 
18,700 shares of stock in the open 
market at an average price of $58.92 
per share including brokerage, less 
dividends received during the three 
months. For every dollar put up by 
the employes, Standard contributed 
slightly more than $2.02. 
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“The miracle of the century!” he would rant. 
“The most sensational discovery of all time! 
Positively guaranteed to restore natural color to 
the hair, free you from the crippling clutches of 
rheumatism, break the most stubborn fever, cure 
coughs, colds, backache and liver complaints! 

















**Now to you, my friends, as a special intro- 
ductory offer, this bottle, which usually sells 
for $15 and more is yours. . . not for $10, not 
for $5, but for the amazing low price of ...” 














Pure hokum, of course. For little did the 
medicine man realize, when he bottled crude oil 
out of the ground, that his most extravagant 
claims could not do justice to the real capabili- 
ties of this “‘liquid gold.”” He really had some- 
thing—and didn’t know it. 


His “‘Rock Oil Nostrum” really was the 
miracle of the century! 


























From his giant economy-sized bottle have 
since flowed the oil and gasolene that made the 
automobile possible . . . the lubes and greases }{ 
that have enabled machines to take over man’s 
back-breaking jobs. From that miraculous bottle 
have come asphalt, insecticides, wax, plastics, 
literally hundreds of useful products—even 
drugs “‘to cure coughs, colds, backache and 
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liver complaints! 
































Cities Service, an oldster in the oil business, 
has been responsible for many of these petro- 
leum miracles. It is pouring more products out 
of that bottomless bottle every day. The men 
in its Miracle Department (petro-chemists, 
they’re called), say that oil has just been flexing 
its muscles—we haven’t even begun to see all 
it can do. 


























To put it very simply: You and I live better, ‘a HH ff > 
more comfortably, because petroleum was dis- At} rr 
covered. And that’s no hokum! i i Ly 


CITIES(Q)SERVICE 


Quality Petroleum Products 
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Products Plentiful; Spot Tanker Rates Drop 


Scattered price reductions were reported in oil mar- 
kets during the early days of 1953, but mostly prices 
held unchanged although “somewhat easy” in well sup- 
plied refinery and terminal districts. 


Gasoline supply eased in the Gulf cargo market, and 
distillate fuel oils continued plentiful in all northern 
consuming areas. Reductions in No. 6 prices were made 
at refineries in the Mid-Continent and the Midwest, and 
heavy fuel prices generally continued easy along the At- 
lantic Seaboard. Solvent lubricating oils were quoted 
lower at the Gulf. 


Perhaps the most significant development, which as yet 
has had no reflection in terminal or refinery prices, has 
been the sharp and steady decline in spot tanker rates 
to Atlantic Coast points North of Cape Hatteras. 


The last reported clean tanker fixture for 1952 in the 
Gulf-New York trade was at $3.71 per ton (USMC plus 
30%), and the first charter in this trade in 1953, repre- 
senting a drop of about $1.00 per ton from late December, 
was at $3.28 (USMC plus 15%). At the latter rate, 
No. 2 fuel purchased at the Gulf at 8c lays down New 
York at about 9c. 


The heavy fuel rate for Netherlands West Indies-New 
York barely held at $2.43 per ton (USMC minus 10%), 
and this figures about 37c per bbl. freight for No. 6 oil. 


NPN learned that an already well supplied ocean ton- 
nage market is slated for almost 50 new offerings of 
tankships, not including new build'ngs, in the first part 
of 1953. And, with rates currently “weak,” reports 
were that some of the older vessels in the wor!d fleet may 
be sold for scrap value. 


New offers of tonnage will come mainly from the ex- 
piration of long-term charters which are not being re- 
newed, trade sources said. 


Six U. S. Flag tankers—which some time back were 
time-chartered to a foreign marketer until Jan. 1, 1953— 
were open for general trading, and an equa] number of 
foreign ships, with long-term charters also ending at the 
new year, were offered. 


The principal new ship offerings, however, are coming 
from the expiration of 5-year bareboat charters, and one 
U. S. major supplier is said to have approximately 24 of 
these ships that it presently plans to return to owners. 
The expiration dates for these bareboats range over the 
first six months of 1953, with a considerable number fall- 
ing in February and March. 


No lay-ups of excess tonnage as yet are reported, al- 
though it was said that “two or three Liberties” were 
destined for early scrapping. 


Generally speaking, a free tonnage market facilitates 
the movement of material from sources of supply, and 
also sharpens competftion in the consuming areas. This 
trend is becoming increasingly apparent with respect to 


Middle East crude reaching markets along the U. S. 
Eastern Seaboard. 


Low tanker rates and warm weather made for slack 
fuel oil markets along the East Coast, according to re- 
ports. There continued to be indications that heavy fuel 
oil could be found at “discounts” of 10c per bbl. for barge 
deliveries. 


In the Midwest, there also was a plentiful supply of 
residual. Two railroad buyers of heavy fuel reported 50 
to 75% curtailment in their December ‘residual purchases 
as compared with December, 1951, for a total cut of 
about 375,000 bbls. A Chicago tank car marketer re- 
ported that a refiner who boosted his price for No. 6 
fuel to $0.775, for resale, early in December lowered his 
quotation 2.5c to $0.75 the past week. Refiners gen- 
erally quoted No. 6 fuel to the trade at prices ranging 
from $0.90 to $1.00 per bbl., Group 3. 


In East Texas, No. 6 fuel ranged from $1.00 to $1.85 
per bbl., down 15c on the low side of the range, when 
one refiner reduced in that amount. 


All through the Midwest there was plenty of distillate 
fuel oils. Kerosine and No. 2 fuel reportedly could be 
picked up at prices 0.25 to 0.5c “below published prices,”’ 
Group 3 basis. 


A resa'e agent offered 1,000,000 gals. of No. 2 fuel at 
9.75c, FOB Chicago district, with price contingent upon 
buyer taking the entire lot. For truck transport lots, 
quotations for No. 2 fuel by Chicago refiners and termi- 
nal operators ranged from 9.9c to 10.375c. 


In Central Michigan, the sale of 600,000 gals. of No. 2 
fuel for shipment over the next four months to a pri- 
mary supplier was closed at 10.375c. This price com- 
pares with spot refinery quotations to the jobbing trade 
in the area ranging from 10.75 to 11.05c. 


At the Gulf, a new break in solvent refined lubricating 
oils carried export prices down 7.5 to 8c per gal, below 
their mid-summer highs. Three refiners reported reduc- 
tions in their prices, with low quotations off 1c on bright 
stock and in amounts from 0.5 to 1.25c on neutrals. Low 
reported prices, FOB ship at the Gulf for export, were: 
bright stock, 26.5c; 100 vis. neutral, 13c; 200 vis. neutral, 
15c; 300 vis. neutral, 17c; and 500 vis. neutral, 18.25c. 


Export trades in some of these oils apparently have 
been done at still lower figures. Trade sources said that, 
based on advices to them from Buenos Aires, the Argen- 
tine government has awarded contracts for 13,000 cubic 
meters (approximately 81,000 bbls.) of lubricating oils as 
follows: 

2,000 cubic meters solvent bright stock, 26.92c, FOB 
Gulf port, bulk; 

2,000 cubic meters 300 vis. solvent neutral, 15.75c, FOB 
Gulf port, bulk; 

3,000 cubic meters 500 vis. solvent neutral, 17.9c, FOB 
Gulf port, bulk; 

2,500 cubic meters 310 cylinders stock, 42.65c, FAS 
New York, in drums; 
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Summary of Daily Gasoline 
































Prices (Dec. 30 through Jan. 5) 








Monday Frida: Wednesday Tuesday 
Motor Gasoline 93 Oct, (Premium): dea. 5 Sen, Dec. 31 Dee. 30 
N. Tex. (Texas & New Mex, shpt.) .. 13.2-13.25(2) 13.2-13.2542 13.2-13.25¢2) 3.2-13.25(2) 
W. Tex. (Texas & _ Mex. shpt.) ee 12.5 12.5 ” 12.5 12.5 
E. Tex. (Truck Tnsp.) ........ eee » 12 12 
Cent. W. Tex. (Truck Tsp.) occcecce eoee eevee eves a+e8 
Motor Gasoline 90 Oct. (Premium): 
N, Tex. (Texas & New Mex. shpt.) .. 12.75/2) 12.752) 12.75(2 12.75(2) 
W. Tex. (Texas & —~<y Mex. shpt.) .. 12.5-12.75 12.5-12.75 125-12. 75 12.5-12.75 
E. Tex. (Truck Tnp.) ....sss0.+% os 11.75-12.75 11.75-12.75 11.75-12.75 12.75-12.75 
Cent. W. Tex. (Truck Tnsp.) .......+. ecco eoee eevee eee 
Motor Gasoline 88 Oct. 4 ge 
Okla., Group 3 (Okla. shp eoece (3)11.5-11.875 (3)11.5-11.87 (3)11.5-11.875 (3)11.5-11.875 
Okla., Group 3 ‘Northern’, shot eeeee (6511.375-11.75 (6)11.375-11.75 (6)11.375-11.75 (6)11,.375-11.75 
Midwestern (Group 3 basis) .......... (4111.375-11.75 (4)11.375-11.75 (4911.375-11.75 (4)11.3/5-11.75 
N. Tex. (Texas & New Mex. shpt.) ee (2)12-12.75 (2)12-12.75 (2512-12 75 (2)12-12.75 
W. Tex. (Texas & New Mex. onet.) os 12:2) 1242) 122) 1242) 
E. Tex. (Truck Tnsp.) ........++. o6 (2)11.75-12 (2)11.75-12 (2)11.75-12 (2)11.75-12 
Cent, W. Tex. (Truck Tnsp.) ........ 12 12 12 12 
Motor Gasoline 86 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.) .. 12 12 12 12 
W. Tex (Fenee & New Mex, shpt.) as 12 12 12 
B. Tex. (Truck Tnsp.) ......++-00+ oe 11.75 11.75 11.75 11.75 
Motor Gasoline 84 Oct. (Regular): 
N. Tex. (Texas & New Mex. shpt.) .. 10.75-11.7 10.75-11.7 10.75-11.7 10.75-11.7 
W. Tex. (Texas r e Mex. shpt.) ee 10.75-11.25 10. 75-11.25 10. 75-11.25 10. 75-11.25 
EB. Tex, (Truck Tnsp.) ........ obesee 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 
Cent. W. Tex. (Truck rasp.) eeecoeee oeee ee - ** 
Motor Gasoline 82 Oct. we 
Ohte.. Group 3 (Okla. shpt. (4)10.5-10.875 (4)10.5-10.875 (4)10.5-10.875 (4)10.5-10.875 
Okla., Group 3 (Northera vib (6) 10.375- 10.625 (6)10.375-10.625 (6)10.375-10. 625 {8)10.375-10.625 
Midwestern (Group 3 ba eese oe (5)10.375-10.5 (5) 10.375-10.5 (5)10.375-10.5 (5)10.375-10.5 
N, Tex. (Texas & New ‘Mex. shpt.) .. 10.75-11.25 10.75-11.25 75-11.25 + 11.25 
w. Tex. (Texas & New Mex. shpt.) .. 10 75-11 10. 75-11 10. 75-11 0.75-11 
B. Tex. (Truck Tnsp.) ...ccccccccess (2)10.75-11 (2)10.75-11 (2)10.75-11 (2)10. 75-11 
Cent. W. Tex. (Truck Tnsp.) .......- 10.75 10.75 10.75 10.75 
Motor Gasoline 80 Oct. (Regular): 
Okla., Group 3 (Okla. shpt.) ........ esos coves ecee +08 
Okla., Group 3 (Northern shpt.) .... oooe coe eves oeee 
Midwestern (Group 3 basis) ......-- esee ces ~e5e5 s 248 
N, Tex. (Texas & New Mex. shpt.) .. 10.75-11.5 10.75-11.5 10.75-11.5 10.75-11.5 
W. Tex. (Texas & New Mex. shpt.) .. 10.75-11 10.75-11 10.75-11 10.75-11 
Motor Gasoline 60 Oct, M & below: 
Okla., Group 3 (Okla. shpt.) .......-. 9.625-10.125 9.625-10.125 9.625-10.125 9.625-10.125 
Okla.. Group 3 copes shpt.) .... 9.5-9.875 9.5-9.R875 9 5-9 &75 9.5-9.875 
Midwestern (Group 3 basis) ......++.. 9.625-9.75 9.625-9.75 9.625-9.75 9.625-9.75 
. Tex. (Texas & New Mex. shpt.) .. 9.75-10 9.75-10.8 9 75-108 9.75-10.5 
W. Tex. (Texas & Rey Mex. on.) ee 10. 25-1 10.25-10.5 10.25-10.5 10.25-10.5 
E. Tex. (Truck Tnsp.) ...... caneses 9.875-10.5 9.875-10.5 9.875-10.5 9.875-10.5 
Cent. W. Tex. (Truck rasp.) Coewoess 10 10 10 10 
Motor Gasoline 92 Oct. (Premium): 
harbor ......... occeseccece 13.85-15 3.85-1 3.85-1 13.85-15 
harbor, barges ° 13.75-14.9 13 75-14.9 13.75-14.9 13.75-14.9 
eevee 15. 15-15.2 15. 15-15.2 15. 15-15.2 15. 16-15.2 
barg 15 05 15 15.05 15.05 
wero 12.9-15(2) 12.9-15(2) 12.9-15(2) 12.9-15(2) 
. Darges ....... 12.8 12.8 12.8 12.8 
Motor Gasoline A 8 (Premium) : 
Y BASRSF ...cecsccee ecccsecooes 13.85-14.35 3.85-1 13.85-14.35 85-14.35 
¥ harbor, SRR 35505 ch0c5e4 13.75-14.25 13.75-14.25 3.75-14.25 13 75-14.25 
“ewe VWs 6000 be cess seecee 15 15 15.15 515 15.15 
barges ecccecccesesces 5.05 15.05 5.05 . 15.05 
véecds C0000 oc oe cece vceeeccs 12.9-13.25 12.9-13.25 2.9-13.25 12.9-13.25 
barges ... Gececsecooses 2.8-13 12.8-13 12.8-13 12.8-13 
Motor Gasoline oud ges, (Regular) :* 
New York ha en 12.85-13.6 12.85-13.6 (3) 12.85-13.6 (3)12.85-13.6 
New York Tastee, ‘barges 12 5-13 4 125-13 4 2.5-13.4 12.5-13.4 
nila (2)13.7-13.9 (2)13.7-13.9 3.7-13.9 3.7-13.9 
Philadelphia, barges ooee 13.6-13.8 13.6-13.8 3.7-13.8 13.7-13.8 
Baltim WreTTITitTiiri i 11.9-13.5 11.9-13.5 1.9-13.5 11.9-13.5 
Baltimore, barges ; oc od cobeccseceeceese 11.8-12 11.8-12 1.8-12 11.8-12 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
90 Oct. (Prem.) ...-cecesceccscveseee 13.75-14 13.75-14 13.75-14 13.75-14 
86 Oct. (Regular) .....eeeeseeees een. 12.75(2) 12.752) 12.7512) 12.7542) 
Western Penna., Oil City: 
OO Get. CPPCM,) 2 ccc cccccccccccccsese 13.75-13.9 iris 3.75-13.9 13.75-13.9 
86 Oct. (Regular) .........ee0+. osee 12.75-12.9(2) 12.75-12.9(2) i2 75-12.0(2) 12.75-12.9(2) 
Western Penna., Pittsburgh: 
90 Ost, (PREM) cccccccescecccesocese 13.9(2) 13.9(2) 13.912) 13.9(2) 
GA Net (Reeniars py Oe eee 12.9(2) 12.9(2) 12.9(2) 12.9(2) 
* Changed from 85 Oct. on Jan. ‘2: 
2,500 cubic meters 310 cylinder stock, 42.73c, FAS un- ATLANTIC COAST 


named U. S. port, in drums; and 


1,000 cubic meters 150 cylinder stock, 33.5c, FAS New 
Orleans in drums. 


Other special market developments were further 
strength in prices for propane (see p. 51) and some eas- 
ing in butane. Butane orders for motor fuel blending 
at refineries reportedly have fallen off quite sharply 
on the other hand, colder-than-normal weather in some 
of the Southern states that normally buy ccnsiderable 
quantities of butane for heating purposes may offset this 
decline in blending orders, according to trade sources. 


JANUARY 7, 1953 


Ocean Freight Costs Lower 


The principal development in eastern terminal ‘mar- 
kets during the Christmas-New Year week was the 
easinecs generally in ocean freight rates from the Gulf 
and Caribbean. There were no changes reported in ter- 
minal products prices, however, and trade sources said 
that the effect of “low” transportation rates merely was 
to render eastern fuel oil quotations more sensitive than 
heretofore to warm weather. It was pointed out that 
not yet half of the heating season has elapsed, and the 
majority of marketers declared that they were not yet 
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making offerings of distillates to other than their regu- 
lar customers. 

Reports mostly showed that both suppliers and re- 
sellers were well stocked with distillate fuel oils, and 
that the few spot offerings on the market provoked little 
interest among buyers. With the weather warmer-than- 
normal for the season to date, the necessity for rapid 
turnover of bunker supplies has resulted in free offer- 
ings at Philadelphia and most points north. 


Gasoline was quiet. With regular-grade “begging” for 
a buyer at lle at the Gulf, and ocean freight rates off 
to the equivalent of about 1c per gal., there was under- 
standably little interest in material quoted at prices rang- 
ing upward from 12.5c per gal. at New York Harbor. 

A number of sources declared that the holiday week 
was “not a fair judge of prices and supply” in that 
business generally is slow during this period. They 
also pointed to continuing active sales of distillates to 
their regular customers, and one major said that, re- 
gardless how warm the weather, he planned to make no 
offerings of No. 2 fuel prior to late January. 

Some easiness persisted in trade negotiations for all 
fuel oils at New York Harbor, however. Small lots of 
kerosine reportedly could be picked up from secondary 
supply sources at 10.45c, or 0.2c below tanker terminal 
quotations. No. 2 fuel, from similar secondary outlets, 
could be had for 9.5c in small barge lots, it was said. 

At most middle Atlantic points, there were unconfirmed 
reports of heavy fuel available at “discounts” of 10c per 
bbl. The barge price generally quoted for “C” fuel at 
New York and Philadelphia was unchanged at $2.10. 


GULF COAST 
Supply of Gasoline Eases 


For the first time since the refinery strikes during 
May and June of last year reports in the Gulf cargo 
market the past week were that a prospective buyer 
of regular-grade gasoline “might possibly” get his re- 
quirement covered at a “discount” price. The trouble 
was that there apparently were no prospective buyers 
of gasoline, and not even if kerosine, the tightest prod- 
uct on the list, were thrown in to “sweeten up” the 
transaction. 

The closely held position on middle distillates was un- 
changed at the turn of the year, according to reports. 
Kerosine especially was tight, and unfilled orders from 
abroad still were in the market for gas oils. On the 
other hand, while no offerings of No. 2 fuel were re- 
ported, it was generally indicated that refiners were 
holding fairly substantial inventories. There also was 
widespread opinion that a firm bid for a cargo of No. 2 
fuel had a better chance of finding supply than recently. 
For some weeks now, orders for No. 2 fuel from terminal 
operators along the upper Mississippi have been relatively 
slow. : 

While the price quoted generally for spot cargoes of 
heavy fuel was unchanged at $1.50 per bbl:, indications 
were that the product has eased somewhat from the 
strong position of early December. Supplemental sup- 
plies of bunker fuel continue to arrive at deepwater from 
the interior of Texas, and offerings still were appear- 
ing at the cargo level. According to one Independent 
refiner, the residual situation depended “on the weather 
up North and imports.” 

In addition to quiet inquiry from midwestern buyers, 
declines in ocean freight rates tended to make East 
Coast and foreign buyers hold off making bids for spot 
products. On the other hand, this same development 
eventually may bring buyers back into the market in 
force when they are convinced that spot ocean freight 
rates have “hit bottom.” 

No sales and no changes in refiners quotations were 
disclosed. 
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MIDWESTERN (Chicago-E. St. Louis Area) 
Doubt Hangs Over Fuel Prices 


In the main, light and heavy fuel prices were steady 
in the Midwest at the beginning of the new year, but 
many traders were skeptical over their holding if demand 
continues to drag. Except for No. 6 fuel, trading was 

uiet. 

z Most of the trade attention focused on No. 6 fuel with 
marketers placing their January orders with suppliers 
and railroads making known their needs for the month. 
While refiners said light fuel shipments to regular cus- 
tomers were “fairly good,” one said with two “disappoint- 
ing” months behind him, his gallonage may fall 12% short 
of his estimate for the season. Two others said gallon- 
age thus far has been equal to last year, despite warmer 
than normal weather. 

Railroad buyers said they were paying $0.90, Group 3. 
for No. 6 fue] over January; quotations to the trade re- 
ported by refiners continued to range from $0.90 to $1. 
Two roads said their residual purchases during Decem- 
ber were down 50% to 75% from their purchases for De- 
cember 1951 for a total cut of 375,000 bbls. Drop in 
their takings is result of Dieselization programs which 
will be almost complete by end of 1953. 

Most trade sources said there was no No. 6 available 
to resellers below $0.75, Group 3. One marketer, how- 
ever, reported purchase of “a few” cars at $0.725 for 
prompt shipment. Another marketer said one of his 
suppliers had dropped back 2.5c in his No. 6 price after 
having gone to $0.775 early in December. Other mar- 
keters reported placing their January orders at $0.75 for 
resale. 

While quality and qantity of offerings were. not dis- 
closed, open market prices for light fuels began to re- 
flect somewhat the effect of warmer than normal tem- 
peratures. Although actual buying was dormant, resale 
agents said it “would be easy” to place spot orders at 
7.375c for No. 2 fuel and at 7.875c for No. 1 fuel. Two 
trade sources said “dark” grades of range oil or other- 
wise “off spec” materia] were available to resellers from 
7.75c, Group 3. Refiners’ quotations for No, 1 fuel ranged 
from 8.125 to 8.75c. 

Purchase of one car of 60 octane and below (white) 
gasoline was disclosed at 9c, Group 3, for resale. Re- 
finers’ quotations ranged from 9.625 to 9.75c. 


CHICAGO DISTRICT 
No. 6 Fuel Price Range Widens 


Price range for high-sulfur No. 6 fuel widened by 0.ic 
in Chicago District during the short holiday week that 
otherwise was marked by little activity. With excep- 
tion of kerosine/range oil inventories at some Independ- 
ent river terminals, stocks of light fuels were high. Resid- 
ual fuels mostly were about in balance with demand 
which was described as “not big, but steady.” Gasoline 
was quiet. 

An advance of 0.1c for high-sulfur No. 6 fuel by one 
more supplier raised the range high by like amount to 
6.05c, FOB Chicago District. Other suppliers quoted this 
grade of fuel from 5.7c. 

Most outstanding development in light fuels was re- 
sale agent’s 1,000,000-gal. “single package” offering of 
No. 2 fuel at 9.75c, Chicago District; quotations to the 
trade ranged from 9.9 to 10.375c. Buyer had to take 
the entire 1,000,000 gals. to obtain the lower price. A 
30,000-bbl. barge offering of No. 2 at 9.45c, delivered dock- 
side Chicago, was disclosed by a terminal operator. Some 
terminal operators still were short of kerosine/range oil 
but, for most part, they said they would not be forced 
to buy in open market so long as the weather remains 
mild. 

Good motoring weather and a Ic increase to 5c in Iili- 
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nois state gasoline tax, effective Jan. 1, may result in 
gallonage increases of as much as 15% over average for 
December Two refiners said they expected their final 
gasoline gallonage figures to show increases above nor- 
mal for the month of 9.5% and “about 12%.” A large 
private brand service station operator said his gasoline 
gallonage for the month may reach 15% above average, 
but he “looked for’ a decline from average for January 
because many automobile owners had filled up before the 
new tax went into effect. 


CENTRAL MICHIGAN 
No. 2 Fuel Sale Brightens Dull Period 


An otherwise dull trading period between Christmas 
and beginning of the new year was brightened by an in- 
ter-primary supplier sale of No. 2 fuel. Heavy fuels re- 
mained “draggy and soft,” but little change was indi- 
cated in their supply status. Taking the season into ac- 
count, refiners said gasoline demand was good. Prices 
were unchanged for all products. 

Sale of approximately 600,000 gals. of No. 2 fuel for 
shipment over the next four months to another primary 
at 10.375c, FOB Central Michigan, was reported by a re- 
finer. Quotations for No. 2 to the trade ranged from 
10.75 to 11.05c. « 

A week end cold spell boosted residual fuel shipments 
to “near normal,” but subsequent return of mild weather 
caused demand to sag once more. Residual inventories 
are described as “long” for the area as a whole, although 
some refiners report their inventory positions in balance 
or nearly so. 


MID.CONTINENT 
Fuel Oil Shipments Still Lag 


Relatively mild weather in northern consuming areas 
continued to hold back large-volume burning oil and resid- 
ual fuel shipments out of the Mid-Continent the past 
week, although refiners in Oklahoma and Kansas re- 
ported slight improvement in No. 6 demand. Burning 
oils, gasoline and residual were still available to resellers 
at substantial “discounts,” but few sales were disclosed. 

East Texas refiner disclosed signing of contract with 
Gulf Coast buyer for 100,000 bbls. of No. 6 fuel, material 
to be shipped during January, February, March and prob- 
ably April, at 15c under Platt’s Oilgram (Gulf Coast 
Cargo price), delivered Houston, date of shipment. Re- 
ports also indicated that at least three other inland Texas 
refiners have signed 1953 contracts with coastal buyer at 
same price. Meantime, No. 6 fuel ranged 15c per bbl. 
lower in East Texas, from $1.00 to $1.85, following reduc- 
tion reported by one refiner. 

Resellers in Oklahoma found suppliers raising their 
No. 6 prices slightly at beginning of New Year. High 
sulfur material was generally held for $0.775 and up, 
low sulfur at $0.825 and up, while material with extreme- 
ly low sulfur content was scarce at $0.875 to resellers. 

Distillate fuels were available anywhere from 0.25c to 
0.5¢c “under published prices,” according to reports, and 
while demand was described as “steady” at northern pipe 
line terminals, refiners generally said shipments were 
lagging due to mild weather. 

Gasoline demand locally continued to hold up good, 





Crude Oil Prices 


No changes in crude prices reported in week 
ended Jan. 3. For complete price schedules, see 
Dec. 31, NPN, p. 34-35. 
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NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 

Jan 5 15.27 11.53 
Month Ago 15.22 11.64 
Year Ago 15.31 11.62 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities 

Tank car index is weighted average of following wholesal 
markets for regular-grade gasoline, FOB refineries or ter 
minals: Okla Midwest, W. Penna., Calif.. N. Y¥. Harbor 
Philadelphia, Jacksonville, Boston and Gulf Coast 











considering season of year, with one refiner in East 
Texas reporting his local sales “22% above normal.” Gas- 
oline was freely offered at northern points, however, and 
cycled gasoline was available “below 9c” to resellers in 
Oklahoma. 

Lubricating oils also remained weak. One refiner re- 
duced his quotations 2c per gal. for solvent bright and 
neutral oils, although lows of price ranges generally were 
unchanged. 


WESTERN PENNA. 
Lubes Weak in Quiet Market 


Lubricating oil trading was at virtual standstill in 
Western Penna. during New Year week. Demand for 
most other products continued at brisk pace, however, 
with light fuel oil shipments good, call for gasoline 
unusually active for December, and domestic scale wax 
demand steady. Quotations reported for all products 
were unchanged although lube prices generally were weak 

Most refiners reported call for lubes slow from all 
types of buyers. Even discounting usual end-of-year 
slump, there were few indications of brisk business ahead 
with forward buying slow, although some refiners said 
they looked for gradual pickup in January. 

Prices of all base lube stocks remained weak except for 
630 flash cylinder stock which was relatively firm. 
Bright stock and neutrals were freely available inter- 
refinery at 1c under low prices quoted to the trade, and 
some cylinder stocks at 2c under the lows. There. were 
indications that the lower prices could be obtained by 
any buyer with “firm order” but no trading was re- 
ported. 

Scale wax prices continued easy due mainly to weak 
East Coast prices and lack of export demand. Sales 
reportedly were made 0.05 to 0.1lc under 3.75c, generally 
quoted tank car price, and some buyers were bidding 
lower. On the other hand, some refiners reported ready 
demand at 3.75c, tank cars. 

Demand for home heating oil continued slack, but 
several refiners said that good demand from railroads 
for Diesel fuel was drawing heavily on their light ends. 
Prices for Diesel fuel were reported as follows: Brad- 
ford-Warren, lic (55 cetane min.); Oil City, 10.5c (50 
cetane min,); Pittsburgh, 10.65c (50 cetane min.) 


Oil Price Index Unchanged 


WASHINGTON—Bureau of Labor Statistics’ wholesale 
oil price index, based on Platt’s Oilgram quotations, was 
unchanged from previous week. Current index is shown 
below in comparison with corresponding week a year ago 
(1947-49 equals 100): 


Dee. 30, 1952 dan. 1, 1952 
Crude and products 107.9 110.8 
Crude . ; . 109.0 109.0 
Refined petroleum 107.7 111.2 
Gasoline . ° 114.3 114.45 
Kerosine . ‘ 112.8 112.7 
Distillate fuels . ‘ , e 112.6 113.5 
Residual fuels 80.7 99.5 
Lubricating oils » 92.7 102.4 
Natural gasoline .. 101.5 101.5 
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Prices at Refineries and Terminals and by Tank Wagon 
PRICES IN EFFECT JAN. 5 














Prices herewith are reproduced from Platt’s OILGRAM Daily Oi! distribution or publication. During period of short supply, some sellers 
Price Service, associated with National Petroleum News, whose rep- and at times all sellers, withhold quotations to new customers or the 
resentafives in all NPN-OILGRAM offices devote their time exclusively posting of firm prices but give OJLGRAM the prices they otherwise 
to reporting oil industry prices everywhere. would quote to the trade in generai and which they confine to their 

Prices shown in tables are sales prices or quotations or general offers regular customers only, and such prices appear in the price tables. 
or posted prices by refiners, by pipeline terminal operators, and by Gasoline ratings are by ASTM Research Method and are minimum 
tanker terminal operators; for current sales and shipments; for the busi- ratings, except where letter M is used to indicate that octane rating is 
ness day or period stated; except Tank Wagon prices, prices are for by ASTM Motor Method. For further details of price conditions apply 
bulk lots such as tank car, truck transport, barge; prices applying to to any NPN—OILGRAM office or see back of any OILGRAM Price 
barges or cargoes or truck transport lots only, so designated; FOB re- Service invoice. 
fineries or terminals; in cents per gal., except per bbi. where $ sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; For complete price service delivered daily from nearest OJILGRAM 
for crude oi] and its products lawfully prodticed and transported; re- publishing office, New York, Cleveland and Houston, address Platt’s 
ported as received by OILGRAM and National Petroleum News but not Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual! 
guaranteed; for subscribers’ private use only and not for resale or Subscription rate in U. S.: $150 per year, payable in advance. 

GASOLINE WESTERN PENNA. W. TEX. (Texas & New Mex. shpt.) 
Bradford-Warren: 41-43 w.w, asad Sabena 8.75 
90 Oct. Prem. .......... 13.75—14 42-44 w.w. esewmeecn 9.25-10.25 
OKLA., Group 3 (Okla. shpt.) 8 rete 12.75(2) 58 & above D.I. Diesel... . eye 
Mt Re rie (3)11.5-11.875 See. WE. baene ka ye -cgckes 8.75-9.25(2) 
OO TW isacies cccses (4) 10.5-10.875 Ol City: No, 2 fuel tater sees 5-9 
80 Oct. Reg. . Ce Sat, 90 Oct. Prem. ........... 13.75-13.9 No, 6 fuel .......--.+-4+- — $0.90-1.75 
60 Oct. M & below tetas 9.625-10.125 OB Get. BGR. ce cncsscs 12. 75—12.9(2) 
E, TEX. (Truck transport lots) 
Pittsburgh: AG ES 9-9.25(2) 
OO Cet. PROM. 2... scccces 13.9(2) GER WI. oc ksd dcvaedctees 9(3) 
OKLA., Group 3 (Northern shpt.) 86 Oct. Reg. -.......-. 12.9(2) 58 & above D.I. Diesel. ... 8.25-9.25 
as Oct, Prem. ...........(6)11.375-11.75 9.125 
OB Cat, FRO. occ ccccnatece (6)10.375-10.625 ‘EN , eer 
eo On. Ma tae... 9.5-9.875 CENTRAL MICHIGAN $1.00-1.85 
(FOB Central Michigan refineries) 
00 Cet, PEO. ...cccccces (2)13.5-14.75 CENT. W. TEX, (Truck transport — 
Op WER, Pe obs cesc cece 13.25—-13.75(2) EE SE pee 
MIDWESTERN (Group 3 basis) $4 Oct. Reg. ............. (2)12.5-13.25 
R 2)12.95-12.75 58 & above D.I. Diesel. :. 75 
SS Guts POG xis scedisce (4)11.375—11.75 82 Oct. Reg. ...-.--..++++ (2)12.25-12. U.G.I, gaz Oil .....6-s0e-s ease 
82 Oct. Reg. oe eee © €5)10.375-10.5 No, 1 fuel oe ccccoscene coe 
60 Oct. M & below ...... 9.625~9.75 OHIO—Quotations of 8.0. Ohio for delivery to No, 2 fuel ...-...-+eee0e- 8 
Ohio points: - ; — Out srarecesvossc si.40 
86 Oct. Reg. ...........-. 14.0 sa awh seis aban dear erage abtie, _ 
N, TEX. (Texas & New Mex, shpt.) KANSAS (For Kansas destinations only) 
a SS ee oe 13.2-13.25(2) CALIFORNIA PS Pe eee (2)9-9.875 
90 Oct. Prem. 12.75(2) Los Angeles dist.: 52 & below D. I. Diesel... 9-9 
88 Oct, Prem. (2)12-12.75 90 Oct. Prem. ......... 13-16.5 58 & above D.I. Diesel.... (2)9-9. 3 
86 Oct. Prem, 12 OO ee Bisa s soc cee 11.5~-14(2) WOO. BOM: a ceidiccccn cows 8.7-9.625 
84 Oct. Reg. 10.75-11.7 og BME: cave sce nepadae 8.1-9.25 
82 Oct. Reg. 10.75-11.25 San Fran. dist.: Brrr rer Ty dos 
80 Oct. Reg. 10.75-11.5 90 Oct. Prem. ........ 16.25-17 yo — Sremppenebaeaiee Seite 
60 Oct, M & below ...... 9.75-10.8 OD “se aan 14.25-14.5 Breer Reese ne as tees aig 
San Joaquin Valley dist.: ARK. (For shipment to Ark, & La.) 
W. TEX, (Texas & New Mex. shpt. 90 Oct. Prem. ......... 16.25-17 42-44 WLW. woe eee eeeeeecee 9.25 
shpt.) 80 Oct. Reg. ...... pies 14.25-14.5 Tractor Md 6... ocscceses 9.5 
93 Oct. Prem. .....6..... 12.5 Diesel fuel 52 & below.... 8.875 
90 Oct. Prem. ........... 12.5-12.75 Diesel fuel 58 & above.... 9.25 
ee 2 SRS 12(2) BO, 2B BBGE onc ccccvcccscns 8.375 
Be a 12 No. 3 fuel ......+-sseeeee 8 
OP: UR, TORR whsencc sake 10.75-11.25 EROS AS No, 4 fuel ......--.-++05- $1.80 
3 MS ye 10.75-11 K INE, G & FUEL OILS No, 5 fuel ......--..005 $1.60 
a ees 10.75-11  * No. 6 fuel .......... $1.45 
60 Oct. M & below ...... 10.25-10.5 es Spe ee. 
nw eer Te eee 8.75-9.25 WESTERN PENNA. 
= w. Pe Pye ios Re 8.75-9.25 Bradford-Warren :(*) 
nge oil . 8.75(3) 
. (Truck transport lots) aa & chove D: cn Diesel: (3)8.5-9(2) PROUOIIDS. 6 owcves 0050s ces 11.25-11.95 
55 cetane Diesel .......... 11(2) 
12 = H — Ses cdeed sbi cease 8.125-9 he” "Fee eae DF 
11. 75-12.75 No, WEL vee ceeeeeeveees -625-8.5 St 2” aor 10.75-11.2 
(2)11. 15-12 ae i Be are (2)7.625—7.875(2) No. 3 fuel Pueo- 10.75—11.2 
1.75 OS Sk eee (2)$0.90—1.20 36-40 gravity “fuel Rae 10.25 
ee 10. 75-11. 25 oll Cit 
» (2)10.75-11 OKLA., Group 3 (Northern shpt.) K 
3 . erosine ... accarsacses MSDE Saae 
15 Diesel... jesse 
9.875-10.5 Re a Ee (4)8.75-9(2) = linge 
42-44 WLW. onc cece ccccenes (5)8.75-9(5) _ . = pioteincae Ses Aan eatoog 10.75.11 is 
Range oil ... 8.75(2) Rt Be pendent 10.5 
58 & above Di Diesel. (6)8.5-9 > ae pets Pe " 
CENT. W. TEX. (Truck transport lots) No. 1 fuel fs 8.125-8.75(3) 36-40 gravity fuel ........ 10.5 
SB Ost, DUO 5 occ cies 12 ae eee ee 7.625-8.125(2) Pittsburgh: 
82 Oct. Reg. ....... 10.75 Oy eR a ee (2)7.625-7.875(2) Kerosine .....-.+-..0+++0+ (2)11.4-11.65 
60 Oct. M & below 10 es | re (3)$0.90-1.15 50 cetane Diecel .......... 10.65 
BRO. 2 BOG cccccsccccccese . = at 
No. CONE: nnn saasieternaon (2)10. 10. 
MIDWESTERN (Group 3 basis) ong E+ Gppahepatetinays en 
ARK, (For shipment to Ark, & La.) pea TOS re Pee (2)8.75-9 36-40 gravity fuel ........ 10.525—10.65 
88 Oct. Prem. . 11.75 MMR WIR oc 54d ch ossece (4)8.75-9(2) (°) Prices of some Bradford-Warren District 
BGat (Shem. =. 4... ck. SAL Range oil .. rap Nagra sellers to bulk commercial consumers are 0.15¢ 
80 Oct. Reg. BYAPy 10.75 58 & above D.I. Diesel. (4)8.5-8.75(2) higher than prices shown above. 
60 Oct. M & ‘below ay tn 9.625 Sh Pees. 8.125-8.75 
SS 8 Eee rere 7.625-8.125 CENTRAL MICHIGAN 
No, 6 fuel ............... (€3)§$0.90-1.00(2) (FOB Central Michigan refineries.) 
KANSAS Kansas Range oil .... Tn AB gE 11,.55~12.2 
ie destinations only) N. TEX. (Texas & New Mex shpt.) 46-49 w.w, kero. eociseoese 11.55-12.4 
80: Oot, Prem, o...ckisee osha ¥ Z : . P.W, distillate ........... 11.4-12 
is 8. Berns 11.6-12.375 41-43 WW. coccrccescces. (2)8.75-9.5(2) BHO, B MUG ccccccccccccvecs (2)10.75-11.05(2) 
86 Oct, Prem. ........... 11.5-11.625 QB-O4 Wi. onc de cscs cccess 9 BOO, B BMG cocccccvcccecves 10.5~11(2) 
ee ree 11.375 58 & above D.I. Diesel.... 8.5-9.25 U.G.I. gas of] ........... (2)8.5-9.7 
ke Ae 10.5-10.8 ee en er reryererere yr 8.25-8.5 No. 5 fuel ............+-. (3)6.25-8.25(2) 
60 Oct. M & below ...... 9.5-10.625 Se Perr re (2)$1 00-1.50 Me, 6 OU secsccesscccecs (3)6-8 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT JAN. 5 
KEROSINE, GAS & FUEL OILS +m nthagaetta matte Ea WAX 


~ x(2) 13-14% 
(Continued) 200 lb we gu seaueer x15-16(3)x 


300 vis, ere Ce ; u(2)17-17.5(2)x WESTERN PENNA, (T.C., in Bulk) 
OMLO— Quotations of 8.0. Ohio for delivery to 500 vis. . = x18.25-19.5(3)x White Crude Scale: 
io points: ; 


122-124 A.m.p. ........... (3)3.75-3.875 
eye . 124-126 A.m.p. .........+. (3)3.75-3.875 
; SOUTH TEXAS LUBES 
Diesel (Light & Med.)... ; (Vis. at 100° F, FOB 8S. Tex., refineries for SEABOARD 


Gemestis and/or expert shipment.) Melting points are AMP, 3° higher thao 
CALIFORNIA 2 EMP. Prices are 4 carload lots. — 
. olor prices are FOB refinery; scale in bags or 
San Joaquin Valley: (4)11-12(2) bbis.; fully refined, slabs loose. Export prices 
os “teat eames ns . see 1318) are FAS; scale in bags or bbis., fully refined 
Light fuel ws 300) . > 14(6) in bags or cartons, 
Diesel fue P f 4 eocscernses 15(6) - 
Sues Ge we sont secse <heer banc ale 16(6) Crude Scale N.Y. Domestic N.Y. Export 
: 17(5) 124-126 white 5.6(2) (2)4.8-5.6(2) 
oe ape ye iy (4)18-19(2) 
Heavy fuel (PS 400) 95-2. 7 : . aes 
Light fuel (PS 300) ...... . 1 => tears 
onan ee te ‘9.33 EP OSE P (3)11-12(2) 128-30 ...... 
4 bse bpee b¥.ee cess 13(6) 130-32 ...... 
Los Angeles: 14(6) 133-5 ...... 
40-43 w.w. (2)12-12.5 as 1516) 
Heavy fuel (PS 400) .... $1.75-2.00 f 16(6) 
Light fuel (PS 300) $2.15-2.20(4) 5 cea 1716) 
Diesel fuel (PS 200) 8.25-11.4 Bee (5)18-19 
Stove dist. (PS 100) ..... 9-12.9 


Sasa aA 





LUBRICATING OILS 


WESTERN PENNA, 


Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 


Viscous Neutrels—No. 3 col. Vis. at 70° F. 200 


Vis. (180 at 100°) 420-425 fi. Mtd. aR 

Model LC for old} ty SCULLY SIGNAL COMPANY conbeldee ate Mass. 
to sameeren at een 30.5 
a 3 pals aamicheaiiohatia 29.5 
28(3) 








TB DR 600 ce cccccsecdroves 
150 Vis. (143 at 100°) 400-405 fi. 
0 p.t . 


Rk cick sd netnneied knee 28 

15 p.t. os abe 
St cs bod 06 00.09.05 odd 5. ) 
Bright Stocks Marketer of Petroleum Products 
145-155 vis, at 210°, 540-550 fl. No. 8 col. 

OO B.Ss. os atnes 32.5 

i ae NEW ENGLAND PETROLEUM CORPORATION 
25 p.t. Preyer SPT TENET (4)30-31 

Cylinder Stocks 
600 s.r. filterb’l .......... 25(3) New York Boston 
MU: dbs od a6 6600 vases 
Gee TE 0 be bere o at évetwess 
630 flash 

















inmate pues Cra=)¢ UNITED REFINING COMPANY, WARREN, PENNSYLVANIA >C@a==x 


FOB Tulsa basis, for domestic shipment only. 
Bright Stocks, vis, at 210° Neutrals, vis, at 


Neutral Oils Conventional CO-OPERATION AND GOOD FAITH 


a Olls Col, iene 
ae” 2 eee HAVE BUILT 
180 vie. pen sconce: 1235-13 
deg ae UNITED’S REPUTATION 
280 vis. sip hwanaae se "13-14 
300 vis. : 13, 25-14.25 
Bright Stock—¢ eaeenttennb 
200 vis, a 

10-25 26 
150-160 Lang 'D: 

MRE cc cene eb ues 22-23 


BOTS DoD 2 oc cccvccecess 22-22.5 
120 vis. D: 


Ever since the oil industry was young, United has 

been a leading refiner of 100% Pure Pennsylvania 

Lubricating Oils. United’s leadership is based on 
the unsurpassed quality of its oils plus a long 

0-10 oe ine 21-22 ‘ F : 

aun bn i eg record of service, good faith, and co-operation. 

150-160 vis. 0-10 p.p., 95 v.1, (3) 27-29(2) Jobbers and marketers who are customers of United 

Neutral Olls—Solvent (95 v.i.) . . ° ° 
know what it means to have confidence in their 

9 


170-120 vis. ... -» (3)15.5-17(2)x 
200-210 vis, ..........+++. (3)16.5-18(2)x 
source of supply. 


300 vis. (2)17.5-20.5 
Cylinder Stocks 

600 s.r., olive green 18 
100% PURE PENNSYLVANIA OIL 


GULF COAST—Solvent Kefined Lubes. 
From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 
Bright stock—vVis. at 210° 
150-160 vis., 0-10 pour 


test, 95 v.l. ...........- 9(2)26.5-28.5y REFINING ' COMPANY 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT JAN. 5 
ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 


NATURAL GASOLINE 


TR EO 4 


(Group 3 & Breckenridge prices are to blend 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manufac- 
92 Oct. 90 Oct. 86 Oct. 83 Oct. _ Kerosine ae. 
District Prem. Prem. Gasoline Reg. Gasoline Reg. Gasoline No, 1 Fuel(*) Grade 26-70 6.875( Quotations) 
N. YY, Harbor 13.85-15 13.85-14.35 12.85-13.6 10.75(19) FOB BREC KENRIDGE | 
do barges 13.75-14.9 13.75-14.25 12.5-13.4 10.65(19) rade 26-70 ..... 6.375( Quotations ) 
Albany 14.2-15.2(3) 14.2-15.2 (3)12.7-13.7(6) 11.05(9) 
Baltimore 12.9-15(2) 12.9-13.25 11.9-13.5 og they 
do barges 12.8 12.8-13 11.8-12 10.75(9) 
Baton Rouge ak 1 a 11.1 9.7 LPG PRICES 
do barges , i tas 11 cree " 
Boston .. 14.95-15.7 14.95-15.2(2) 13.7(8) 12.7 10.95(16) (Of refiners, FOB refineries, in cents per gal. 
Charleston 13.3-14.475 13.3 (2)12.3-12.475 (3)10.7-10.9¢2) tank cars or transport trucks) 
Corpus Christi 12.5-13.5 12.5 11.5(2) pts Commercial Industrial 
Houston 12.25-13.3 12.25-13.3 (2)11.25-11.3 9.25-9.75 District Propane Propane 
do barges 12.25-13.3 (2) 12-12.25 11.25-11.3 9-9.25 N. Y. Harbor s 8 
Jacksonville 13.6(4) 13.3-13.6(2) 12.3-12.6(7) 11.4(11) Philadelphia $3) 8(3) 
Miami ee 13.6 12.6 11.5(2) Baltimore 
Mobile .. 13.4(3) 13.4 12.4(3) 10.4(4) Hastings -_ to 
New Haven 15(3) 15 13.5(3) = 10.95(8) New Orleans 4.375 4.375 
New Orleans 12.6 12 11.6 11.25-11.3 9.7-10.15 Houston 3.75 3.75 
do barges 12.6 12 11.6 11. 2-11.25 9.7-9.95 Toledo 7 7 
Norfolk ... 12.9-14.6 12.9-13.2 11.9-12.6 10.75(7) 
Pensacola .. 13.4 13.4 12. 10.4(2) 
Philadelphia 15.15-15.2 15.15 (2)13.7-13.9 10.85(10) PHT NT 
do barges 15.05 15.05 13.6-13.8 10.75(10) NA HAS & SOLVE s 
Port Evetgiades 13.6(3) 13.6 12.6(4) 11.515) (FOB Group 3) 
Portland 15.05-15.3(3) 15.05-15.3 13.8(4) 11.05(9) Stoddard solvent 11.375(3) 
Providence 14.95-15.2(3) 14.95-15.2 13.7(5) 10.95(9) Cleaners naphtha 11.875(2) 
Savannah 13.6(3) 13.3(2) (2)12.3-12.6(5) 11.45(7) V.M.&P. naphtha 11.875(4) 
Soe is 13.4(3) 13.3-13.4 12.3-12.4 11.15(8) a — 10.875(4) 
mington ubber solvent 11.875(3) 
N..¢C 13.05-14.56(2) 13.05-13.2 12.05-12.55 12.05 (3)10.7-10.9(4) Lacquer diluent - (2)12.125-12.375 
Benzol diluent . . €(2)13.125-13.625 
WESTERN PENNA. 
Ol City: 
Diesel Oi) Light Diesel Stoddard solvent 14 
Gas House No. 5 Fuel No. 5 Fuel Shore Plants* Ships’ Bunkers 
No. 2 Fuei* Gas O* = (0-10 p.t.) (15-60p.t.) (50cet.,55d.1.) (45cet., 45 4.1.) Pittsburgh: 
N. Y¥. Harb 9.75119) 9.85 (10)$3.06-3.56 $2.61 (8)10.15-10.25 $4.24(4) Stoddard solvent 15(3) 
do barges 9.65(18) Sie (11)3.03-3.46 2.58 sbea oaks 
Albany 10.05(12) 10.45 3.75 10.45(4) os OHIO tat s ty ; 
Baltimore 9.85(11) 9.95 3.06(3) 2.61 10.25(5) 4.24¢4) awe eee 
do barges 9.7516) 3.03(3) 2.58 cane a - # 
Baton Rouge 8.4 8.8 . 2.09 8.8 3.49 V.M.&P. naphtha .......... x 17.0 
do barges 3 a? 2.05 ne ; Mineral spirits & stoddard solvent 16.0 
Boston 9.95416) 10.35 3.07(5) 10.35 (6) 4.27-4.28(2) Rubber solvent 14.875 
Charleston 9.915) - 2.50(2) 10(2) 4.18(2) 
Houston 8.625-8.75 8.5(2) 3.49(6) EK. TEXAS (Truck Trnspt. lots) 
do barges .(2)8-8.5 » te 2.35 cave eeee Stoddard solvent .. és 11.25 
Jacksonville 10.4(8) 10.4(6) ie tH 
Miami 10.5 10.5(2) 4.473(2) er ‘ 
Mobile 9.5(2) ‘ 9.5 : CENT. W. TEX. (Truck Trnspt. lots) 
New Haven 9.95(10) 3.195 10.355) odes Stoddard solvent 10.5 
New Orleans 4%.5-8.7(3) 2.09 8.7-9.1(2) 3.49(3) 
m barges 8.7 eee oe + ‘rer KANSAS (For Kans, Dest'n. only) 
> : 4.19-4.2 «! 
eaten fy = goad — — ene 10.15(4) : wet Stoddard solvent ..... 11.8 
Philadelphia 9.85(10) 9.95 (3)3.08-3.10 2.8416) 10.25(8) 4.24(4) t : j 
do barges 9.75(9) re i ATLANTIC COAST 
Pt.Evergliades 10.5(4) bute 10.5(5) 4.47313) V.M.&P. Mineral 
Portland 10.05(9) 10.45 ‘sa 10.45(4) ime : * Naphtha Spirits 
Providence 9.95(9) 10.35 3.05 3.05(2) 10.35 (4) 4.28 New York was 
Savannah 10.45(7) Ree: 2.76(2) ee 10.45(5) 4.452(5) Harbor 17(4) 16(5) 
Tampa 10.25(5) “oF 10.2516) 4.368(5) Philadelphia 16 .5(4) 15 .5(5) 
Wilmington, Baltimore i 15.543) 
N © 9.9(7) 99 10(2) 4.18(3) Boston . 17.544) 16.5(5) 
Providence 16.544) 
No. 6 Fuel No. 6 Fuel Bunker C Heavy Prices to jobbers & distributors in tank 
No. 6 Fuel No Sulfur No. 6 Fuel Max. 1% Fuel Diesel and/or track transport lots FOR seinadies. 
No Sulfur Guarantee Max. 1% Sulfur Ships’ Ships’ i inal , 
one unites pipe line terminals and inland waterway barge 
Guaran Barges Bunkers terminals. 
N. Y. Harb.. $2.10(13) $2.10(13) $2.20-2.25(3) $2.20-2.25(4) $2.10(11) $3.91(4) Meter Gacciinc 
Albany 2.45 re : eee oo 88 Oct. Prem 12.85—13.75 
Baltimore ..  2,13(6) 2.10(4) 2.28 2.25 2.10(4) 3.91(2) 82 Oct. Reg. (3)12.1-12. 75 
Baton Rouge 1.63 1.60 Ae ‘ 1.60(2) 3.24 Light Fuel Oils 
Boston 2,15(7) 2.15(5) 2.30 2.30 2.15(5) .s Range oi! (3)10.9-11.375 
Charle:ton 2.03(2) 2.00(3) 2.00(3) . No. 2 fuel .. (3)9.9-10.375 
CorpusChristi 1.63 1.60 1.60(2) 3.15 Heavy Fuel Oils 
Houston... (3)1.63-1.65 1.60(4) (8)1.60-1.85(2)  3.24(5) No. 5, low sulfur 6.8 
Jacksonville 2.00(6) 1.97(6) 1.97(6) es No. 5. high sulfur (2)6.8-7.25 
a ~ a — No. 6, low sulfur (2)6.05-6.175 
. . . No. 6, high sulf 5.7-6.05 
New Haven. 2.12(3) 2.12 2.12(2) sak “s oe 5 porte 
New Orleans 1.63(3) 1.60(3) 1.60(4) 3.24(2) 
Norfolk 2.08(3) 2.05(4) 2.05(4) mee 
Pemeca 1.88 % ie" 18 et PETROLATUMS 
Philadelphia 2.13(8) 2.10¢8) 2.2845) 2.2515) 2.1017) 3.91(4) WESTERN PENNA 
Pt.Everglades 1.962) 1.92(2) a “. 1.92(3) noe (Bbis., carloads; tank car, 1 to 1.5¢ less 
Portland ... 2.18(2) 2.15 - oe 2.15 Snow white (2)6.875-7.375 
Providence . 2.11-2.12(3) 2.12 2.30 2.27 2.12(3) Soft white (3)6.625~-7.25 
Savannah .. 2.03(5) 2.00(4) : 2.00(5) Lily white .. (2)6.375-7 
Tampa . 1.90(5) 1.87(4) 1.87(5) Cream white (2)6-6.75 
Wilmington, Soft yellow 5(3) 
; vas tee Light amber (3)5-5.25 
(*) At Atlantic Coast refineries and. terminals, and at Albany and Tampa, prices of some sellers to Amber (3)4.75-5 
bulk commercial consumers are 0.15¢ higher ‘than prices shown above. Red 4.5-4.75(2) 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT JAN. 5 PATENT CHEMICALS 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS terson 4, New Jersey 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
ther refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price 
Aviation Gasoline seo lnaateh 

Grade 115/145 ‘ ‘ 5 

Grade 100/130 Bieinies ob 6c 5-16.75 

Grade 91/96 ............. 5.75 REPUBLIC OIL REFINING CO. 
Moter Gasoline 

92 Oct. Premium ............. 2-12. 25¢: Refiners of 


90 Oct, Premium ... ae 5-12-12.25 © and C Petroleum 
86 Oct. Regular 


S3 Oct. Regular ....... 10. 75-11-1125 Marketers -- 
De. We beleecosé hs 10.5-11(¢2) . +4 . 
70-%2 Oct. M Leadea 10-10, 25-10.72 Main Offices: i e “ 
Kerosine & Light Fuels 7 
rom A Bae gh nm 8 : Pittsburgh, Pa. exas City, Texas 
No, 2 Fuel ... ‘ 5 
Diesel & Gas Olls 
43-47 Diesel index 
48-52 Diesel index 
53-57 Diesel index 
Heavy Fuels—Cargoes 
No. 5 Fuel, (0-10 p.t : . $2.35(2)-$2.50 
Bunker C Fuel ; $1 .50(4)—$1.75-$1.85(2) 


MIDDLE EAST CRUDE PRICES 
Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots LUBRICATING OILS 


(Prices are per bbl. of 42 U. 8S, gals., exclusive of loca! port or other governmental charges for 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbl. differential per Tank Car 


degree of gravity applies for gravities below and above those chown.) 

Type of Price API Effective 

Crude Per Bbi. FOB Point Gravity Date Buyers 
Arabian $1.75 Ras Tanura, Saudi Arabia 36-36.9 Nov. 1, 1950 

Qatar $1.81 Umm Said, Qatar 39-39.9 Nov. 1, 1951 

Arabian $2.41 Sidon, Lebanon 36-36.9 April 1, 1951 UNIFORM 


iraq-Kirkuk $2.41 Tripoli, Lebanon 36-36.9 April 1, 1951 HIGH QUALITY 
Araq-Basrah $1.67 Fao, Iraq 32-32.9 Dec. 24, 1951 


VENEZUELAN CRUDE PRICES DEEP ROCK OIL CORPORATION 

















Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB : 
deepwater terminal; at ports named, and are subject to crude availability and company’s require- —4 ve 
ments; 2c per bbl, differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardiess of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
n fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less ic per bbl. 

Price Effective 

Crude Gravity API §$/Barrel FOB Date INDU STRIAL 
Bachaquero 14-14.9 1.66 Las Piedras or Amuay Bay Oct. 11, 1952 
Tia Juana Heavy 19-19.9 2.08 Amuay Bay Oct. 11, 1952 L L 
Lagunillas Heavy : 2.05 Las Piedras or Amuay Bay Oct. 11, 1952 
Tia Juana Medium ‘ 26-26. 2. Amuay Bay July 24, 1952 
Tia Juana 102 L.P 26 Amuay Bay July 24, 1952 SPECIALISTS 
Tia Juana Light Amuay Bay July 24, 1952 
Mara Las Piedras or Amuay Bay July 24, 1952 
Cumarebo Tucupido Oct. 11, 1952 
San. Joaquin Puerto La Cruz Oct. 11, 1952 
Oficina Puerto La Cruz July 24, 1952 
Mulata Puerto La Cruz Sept. 1, 1952 
Jusepin Puerto La Cruz July 24, 1952 
Quiriquire Caripito Oct. 11, 1952 TRUCK RAIL 
Temblador x Caripito Oct. 11, 1952 
Pedernales 20-20.9 Capure (Pedernales) Sept. 1, 1952 


AVIATION GASOLINE PRICES 


to 
nd 
-o 


¥ 


Piswiowiete wep! 
sI-S 


ReEVasstse 


TX. es) 


PHOENIX OIL CORPORATION 
- rn ey : 

(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification ; TERMINA 

MIL-F-5572, unless otherwi:e noted.) 

District Grade 100/130 Grade 91/96 — Grade 80 


New York, N. Y 17.6—18.6 16.1-17.2 
Boston, Mass 18.2 16.7 
Portiand, Me 

Philadelphia, Pa ‘ - 
Baltimore, Md tr 17.96 16.46 
Norfolk, Va. pipes aes 17.85 16.35 
Charleston, 8. C 18 5 


New Orleans, La (Baton Rouge) 17 iS 5 4.75 HARTOL 
Houston, Tex ; 16 .5-17.25 15-15.75 i 
LAKE PORT TERMINALS ai telaal| Mele) ise) 7s wile). 


Buffalo Clevetand Detroit 
90 Oct, ee 1612) (73 INDEPENDENT MARKETERS 
86 Oct. lg 14.543 . : 
Keretao ss... 12.45¢5) ; Maine to South Carolina 
Fuels 11.9513) 10.35-10 .95 23 630 FIFTH AVENUE, NEW YORK 20. N.Y 
1 Fuel haa A 11.2-11.7 
2 Fuel 11.4544) 10. 2-10.95 
5 Fuel 7.3514) 
7.1(4) 


15.6-16.2 
15.95 


6 Fuel bute 962) 
Delivered Cleveland. 


MEXICAN BUNKER PRICES PACIFIC COAST 
U. S. DOLLARS PER BBL, OF 159 LITERS (In Ships’ Bunk , Diesel Fuel Bunker C Fuel 
=e anes Pe or Deep Tank Lots} (P.8. 200) XPS. 400) 
Mexican Gulf San Pedro, Calif. $3.44(5) $1.70¢5) 


TT o 
Tampico $1.65 $3.75 San Francisco .. 3.6544) $1.75(4) = . 
Veracruz 1.65 oun Portland, Ore. 3.86(4) $2.00(4) 


Minatitlan 1.65 3.7: Seattle, Wash 3.8614) $2.0014) EXPOR “t Oi 
Pacific Coast > 
Guaymas $2.50 $5 D R UMMING 


Manzanillo 2.50 
Salina Cruz 2.50 
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Tank Wagon Prices 


Prices for gasoline do not include taxes; they do, however, include 
mepection fees as shown im nett column. Gasoline shown 
separate column, include 2c federal, and state tazes; also city and 
eounty tazes as indicated in footnotes. Eerosine tank wagon prices 
also do not include taxes; kerosine tazes where levied are indicated in 
., if any, are shown wm footnotes. These prices in 


feotnotes. Discounts. 


Tl ANTI Atlantic 
REFENG. far Grade) ‘No. 1 No. 2 
(Regular Grade) No. °. 
Dir. Cons, Fuel Fuel 


Allentown, Pa. 15.3 15.3 7.0 14.8 136 





Altoona ..... - 15.6 15.6 7.0 15.35 1395 
a Tree eke eee +» 15.35 1395 
Greensburg ... 15.6 15.6 7.9 15.35 13.95 
Harrisburg .... 15.3 15.3 7.0 14.8 136 
Philadelphia .. 14.7 147 7.0 142 13.0 
Pittsburgh .... 15.6 15.6 7.0 15.35 13.95 
Reading ...... 153 15.3 7.0 14.8 13.6 
Scranton ..... 15.3 15.3 7.0 15.1 13.9 
Wilkes Barre... ... See -- 1.1 13.9 
Williamsport .. 15.6 15.6 7.0 15.1 13.9 
WEE Kasch cone 15.0 15.0 7.0 145 13.3 
Wilmington 

Da, cocccese 14.7 14.7 7.0 14.2 13.1 
Bridgpt., Conn. 14.8 14.8 6.0 ees oes 
Hartford oe ses oes ee coe «68988 
New Haven ... 1448 WR 460 coe 60 
Boston, Mass, . 14.9 14.9 x7.0 ‘ 13.4 
Fall River .... 14.9 14.9 x7.0 i 7 
Springfield .... 15.6 15.6 x7.0 ens 36.1 
Worcester - 15.1 15.1 x7.0 - 13.6 
Prov., R. l. .. 4.9 49 6.0 +. 13.3 
Camden, J..146 146 50 14.0 13.0 
Newark ....... 14.6 146 50 13.9 12.9 
Albany, N. Y.. 147 14.7 60 14.3 13.0 
Binghamton ... 15.8 15.8 60 15.7 14.3 
Buffalo ....... 15.5 15.5 60 15.9 14.7 
Clmira ....... 15.8 158 60 15.8 14.4 
Rochester .... 15.5 155 60 160 146 
Syracuse ..... 15.4 15.4 60 15.7 14.3 
Watertown .... 166 166 60 169 15.2 
Baltimore, Md. 14.5 14.5 7.0 coe 418.3 
Richmond, Va.. 14.5 14.5 8.0 14.4 13.3 
Charlotte, N.C. 15.4 15.4 9.0 13.9 12.6 
Jacksonville, 

WU ckavdsss 15.2 15.2 9. eee 

Mineral Spirits V.M. ae. 
T.w. T. 
Philadelphia, Pa. .... 16.5 18.0 
Pittsburgh .......++. 20.0 21.0 
Heavy Fuel Oils—T.W. 
No. 5 No. 6 

Philadelphia, Pa. ....... 7.86 6.07 


Notes: 

Kerosine—Thru Penna. & Del., add 2c per 
gal. for t.w. deliveries of less than 25 gals. 
at one time. Camden—Add ic for deliveries of 
100-299 gals., 2c for less than 100 


gals. 
Mineral Spirits prices also apply to Stod- 
dard Solvent 


x Effective Jan. 1. 


(Ns. B. Prices are Continental's 
tankwagon prices. Current selling 
prices may vary from those shown 
because of local conditions.) 
Conoee Demand 
N-tane (3rd Gaso- Kero- 
(regular) Grade) tine sine 
Tank Wagon Taxes T.W. 


. 





Denver, Colo. ... 14.8 13.8 8.0 14.7 
Grand June, .... Lf 2 16.2 8.0 17.1 
Pueblo ..... weve 15.6 14.6 8.0 15.5 
Casper, Wyo. ... 8. 7 4.7 8.0 15.0 
Cheyenne ....... 7s 14.7 8.0 15.6 
Billings, Mont. .. 17.0 eoee 8.0 16.5 
Butte ........... 18.0 cece 8.0 18.2 
Great Falls ..... 17.0 eons 8.0 18.2 
Helena .......... 17.5 esee 8.0 18.2 
Salt Lake U. ... 16.4 ese 7.0 16.5 
Twin Falls, Ida.. 19.1 bees 8.0 19.2 
Albuquer., N.M.. 16.0 15.0 8.5 14.9 
Roswell 15.3 14.3 8.5 14.2 

16.3 nees 9.0 15.2 

- 13.7 12.7 8.5 12.9 
Oklahoma City .. 13.5 12.5 8.5 13.1 
Tulea ......-..+. 13.5 12.5 8.5 12.5 


Taxes: 
Gasoline tax column includes these city taxes: 


Albuquerque & Roswell, 0.5¢ 
Cheyenne, ic; Casper, ic. 


Discounts: 


Salt Lake City and Twin Falls gasoline 
and kerosine prices apply for deliveries of less 
than 200 gals.; gris. deduct 0.5c; 
400 . and over, deduct 1 


; Santa Fe, ic; 


Notes: 
T.W. prices are to consumers and dealers. 


effect Jan. 5, 1953, as posted by principal marketing companies at 
thetr headquarters correc 










CHEVRON 
STANDARD OF (Reguiar) Av. 80/87 Gaso- 
CALIFORNIA T.T. T.T. line 
400 Gals. & over Taxes 
San Fran., Cal. ... 14.5 18.0 6.5 
Los Angeles oon 17.5 6.5 
ear 19.2 6.5 
Phoenix, Ariz. 20.8 7.0 
Reno, Nev. . ; 20 6 7.5 
Portland, Ore. . 18.5 8.0 
Seattle. Wash, .... 15.0 18.5 8.5 
Spokane ........ ae 21.3 8.5 
TOCOUR § .scccces -- 150 18.5 8.5 
Boise, Idaho ...... 17.2 22.7 8.0 
Salt Lake, U. .... 15.4 19.4 7.0 
Honolulu, T. H. ... 15.6 19.1 8.5 
Fairbanks, Alaska. 27.4 30.9 4.0 
PERE nbs scadcoss : 28 20.1 4.0 
Standard 
Kerosine Diesel Standard 
T i St 
40/199 T.T. T.T. 
gals. (400 gals.or more) 
(ex all taxes) 
San Fran., Cal... 18.5 10.9 
Los Angeles ..... 18.0 10.4 
Fresno .....ccs0e 19.8 11.8 
Phoenix, Ariz. 213 14.3 
Reno, Nev. . 21.1 13.8 
Portland, Ore. 20.5 11.5 
20 5 11.5 
24.3 14.8 
cooscce 298 11.5 
Boise, Idaho ..... 28.7 14.8 
Salt Lake, U. .... 16.5 13.0 
Honolulu, T. H. . 19.6 11.8 e 
Fairbanks, Alaska 35.1 sewn ° 
FUBORM cocesccece 22.1 é ° 
Taxes: 


Boise—8c gas tax applies to motor fuel 
only: avgas taxes are 2c federal, 2.5c state. 

Salt Lake—7c gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
state 

Honolulu—-8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c terri- 
torial. Standard Diesel/furnace oi) price is 
ex lec territorial liquid fuels tax. Al) T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 


Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢ for 40-199 gals.; 
0.5¢c for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. delivery: for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4.5c¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.0c gal. higher than Chevron (Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5¢ gal. higher. For less than 40 gals. de- 
liveries, add 4.5c gal. to 400-gais.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0c for 100/130, and 8.0c for 115/145. 

Kerosine—T.T_ prices, except at Salt Lake 
City. apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over, 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Salt Lake City posted tank truck price is for 
minimum 10 gal. deliveries. 

Standard Diesel/Furnace Oi] & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals, or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; less 
than 40 gals., add 5c. 


Humbie 
HUMBLE Gasoline Gaso- Kerosine 
OlL Regular line Tank Re 
T.W. Retail Taxes Wagon tail 


Dallas, Tex.. 14.0 190 60 
Fr. Worth .. 14.0 19.0 6.0 
Houston .... 14.0 190 60 12.8 
San Antonio. 14.0 19.0 6.0 


oe ee 
ee he heel 
ocooo 


T.W. prices are to al) classes of dealers and 


offices, but tion. 
Inspection fees per gal., included in both gasoline and kerosine prices. 
unless otherwise specified, are as follows: 
tn Ala. 1/40¢ on gasoline; Ark. 


subject to later 


1/20c; Fla. 1/8¢; Til. 3/100c; Ind 


2/25c; Kans. 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25¢e; Neb. 2/100c: 
Nev. 1/20c; N. C. 1/4c; N D. 1/20c; Okla., 2/25e; 8. C. 1/8¢; 8. D 
1/40c; Tenn. 2/5¢; and Wisc. 3/100c. 

Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; 








Mich. 1/5¢ 
ESSO Esso Gasoline 
(Regular Grade) 
Dir. Cons. sine 
T.W. T.W. Taxes T.W. 
—— cuy, on J. 14.6 14.6 50 14.0 
Newa cooose 314.6 24.6 8.0 18.9 
Baltimore, “Ma. ee 24.5 14.5 7.0 13.8 
Cumberland .. 15.7 15.7 7.0 15.2 
Washington, D. C.. 14.9 14.9 7.0 14.3 
Danville, Va. ..... 15.4 15.4 8.0 14.2 
Petersburg ........ 15.0 15.0 8.0 14.7 
DENNEN  weeedensee” Been 14.1 8.0 14.0 
Richmond ........ 144.5 14.5 8.0 14.4 
Roanoke ..... 16.3 163 80 15.1 
Charleston, w. Va. 16.1 16.1 70 15.2 
Fairmont ......... 16.1 16.1 70 16.6 
Parkersburg ...... 16.0 160 7.0 14.6 
Wheeling ...... «+» 14.0 16.0 7.0 14.4 
Charlotte, N, C... 15.4 15.4 90 13.9 
Hickory ......+... 15.8 15.8 90 14.1 
Be BP sccccscee. BO 6... 34 144 
Raleigh .....seee. 16.0 160 90 15.1 
Salisbury ......... 15 3 63 #90 13.7 
Charleston, 8S. C. .. 14.6 14.6 9.0 eed 
Columbia ......... 16.1 16.1 9.0 , 
Spartanburg ...... x15.0 15.0 9.0 tian 
New Orleans. La. . 13 3 133 90 12.8 
Baton Rouge ..... 13.7 13.7 9.0 12.8 
Alexandria ... - 1.1 1.1 9.0 13.7 
Lake Charles ..... 13.8 13.8 90 18.1 
Shreveport ..... woe 15.4 15.4 90 13.8 
New Iberia ....... 139 13.9 90 13.1 
Knoxville, Tenn. .. 15.3 15.3 990 13.7 
Memphis ......... 15.0 15.0 9.0 13.8 
Chattanooga ...... 15.2 15.2 90 13.6 
Nashville .....+..+ 15.5 15.5 9.0 14.0 
Little Rock, Ark... 16.1 16.1 8.5 14.4 


Newark, N, J. 


3.600 gals. & over. 17.0 18.5 

Stee] bbis. .......... 23.0 24.5 
Baltimore, Md. 

3.600 gals. & over... 15.7 

Steel bbis, .......-.. 24.5 
Washington, D. C. 

100-499 gals. ....... 19.0 

500-3.599 gals. ...... 18.0 

3.600 gals. & over... 16.2 

Steel bbis. ......... 20 

FUEL OILS—T.W. 
No. it No.2 Ne,4 Ne.6 

Atlantic City, N.J. 140 13.0 
Newark, N. J. ... 13.9 12.9 $3. “B84 $2. “458 
Baltimore, Md. .. 13.8 13.3 
Washington, D, C. 14.3 13.5 3: ‘s 2. ‘es 
Norfolk, Va, ..... 14.0 12.9 eeve cose 
Danville .....+... 4 sees 12.8 cece 
Petersburg ....... 14.7 13.6 aves 
Richmond ....... 14.4 13.3 eas 
Roanoke ..... e osec 13 7 
Charlotte, N. Cc. - 139 126 
BRIGKOSY 2. cccesss 14.1 12.9 
BEG, BEF oes ceciee cove 13.1 
Raleigh .....+.++.- 15.1 14.25 
Salisbury ........ eae 12.3 
Charleston, 8. C.. .... 13.1 
Columbia =e.S 
Spartanburg 2.5 


“3 x12.! 
Taxes: Louisiana Kerosine prices” do no. in- 
clude ic state tax. 
Notes: Kerosine No, 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add le for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals 
price ie $2 58 ner bhi. 

x Effective Nov. 8. 


IMPERIAL (Prices are per.imperial gal.; te 
arrive at price per U. 8. gal. 
OiL subtract 1/6th.) 
Esso ine 
(Regular Grade) Kere 


Dealer Gasoline sine 

T.W. Taxes T.W. 
St. John’s, Nfid. .. 24.4° 14.0 24.4 
Halifax, N. 8. .... 20.8 15.0 22.8 
St, John, N. B. . 20.8 13.0 22.8 
Charlottetown.P. E. L 22.8 13 0 24.8 
Montreal, Que. ... 22.1 13.0 24.1 
Toronto, Ont. ..... 21.7 11.0 23.7 
Hamilton, Ont. .... 21.7 11.0 23.7 
Winnipeg, Man. ... 22.1 90 26.1 
Brandon, Man. ... 24.3 9.0 26.3 
Regina. Sask. .... 20.8 10 0 22.8 
Saskatoon, Sask. . 23.7 10.0 25.7 
Calgary. Alta. .... 21.0 10.0 23.0 
Edmonton, Alta. .. 19.5 10.0 21.5 
Vancouver, B. C. 21.8 10 0 23.8 


(*) Price is for Esso Extra ‘Preminm) 
Taxes: Gasoline taxes are provincial taxea 
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SOCONY VACUUM 


Mobiigas Aircraft 
G Grade Grade 
Gasoline 80 


91 100 
Taxes T.W. T.W. T.W. 


New York City: 


Jamestown 
Mt. Vernon 
Plattsburg 
Rochester 
Syracuse 
Bridgeport, 
Danbury . 
Hartford 
New 
Bangor, 
Portland 
Bo.ton, -_ 
Concord, N. H. ..... 
Lancaster ° 
Manchester 
Portsmouth 
Providence, 
Burlington, 

Rutland 

Tank Wagon Prices 
SE ND ine cd octceskeroobusee ° 
V.M.&P Napntha 


Conn. 


SooP ooo oo ooo oOSOOSO 


ceoSocooo 


Discounts: 


Cons. 
T.C. 


14. 
13.7 


18.5 
20 
Taxes: N.Y.C. prices do not include 3% city sales 


Tank Wagon Prices (Continued) 


Mobdiigas (Regular Grade) 
Dir. Cons. Dir, 
T.c. T.W. T.W. 


Mobile 
T.c. Yard 


14. 
14. 
14 
14 
14. 
14 
15. 


TERRA oe: 
~ 7] 
SESS RSRS: : 
0 00 wm Ox © bo br on aa na a a2 9-9 
rr tt ee 


Sele ek ok ok ell el 
~ 
- 
ap 


Cae 
tt et et 
ae 
© wo 


11.55 
10.95 
12.25 


14. 
° 13. 
14.6 M4. 
ffalo N. Rochester 
20.0 
5 8.5 21.5 
tax applicable to price of gasoline (ex 


Mobil Kerosine—Mt. Vernon T.W. less 0.5c for deliveries of 300 gals. or more. 


Mobilfue} 


Notes: 


Diesel—All points, 0.5¢ for T.W. deliveries of 
Mobilheat—Mt, Vernon T.W. less 0.5¢ for deliveries of 300 gals. or more. 


800 gals. or more. 


ip: aes: seed 


Syracuse V.M.&P. price is in stee) barrels. Jamestown T.C. prices are delivered prices; all other T.C. 
Mobil Kerosine and Mobilheat tank car prices are to bulk plant operators; tank car prices to commercial consumers are 0.15¢ higher. 
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he ee 
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: 
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are FOB bulk terminals 


Mobilfuel Diesel] tank car prices are to commercial consumers; tank car prices to bulk plant operators are 0.15¢ less. 


«x Effective Jan. 1 


OHIO STANDARD 


Aviation Gaa.-Cons, T.W. 
Sohio 


: 


> 
- 


Avia. 
91 


Avia, 
100 


So0oooo ooo lg 


Canton ... 
Cincinnati 


Lima ..... 
Mansfield 
Marion 
Portsmouth 
Toledo 
Youngstown 
Zanesville ’ 
Taxes: Hangar operators can purchase 
A-10 to suppher 
Discounts: Sohio Aviation—on contract to hangar 
Kerosine, Nos. 1 & 


SESUESENEENSNs 
ecoooooooooooso 
BEBERESEEEEE 
coooooooooeoo 
SERBBREEEEE 
cocoooooooo 


°o 


‘aviation gasoline less 4c per gal. 


Sohio X-Tane Gasoline 
onan yaad 


=38 
: 


GESSEEEBES:! 


Baan aaaaaaas 
ssooe 


ee ee et et et et et 


S wa 
ccooeooooooe°o 
HHAAAeaaaaaae 


i 
oa 
te 
woo 
ro 


19.0 


operators and resellers, 2c off consumer t.w. 


= 
Feauaaann 


20.0 21 21. J ’ 
State Road Tax by supporting purchase with 


2—Prices with asterisk (*) are for t.w, or drum deliveries of 100 gals. or more; less than 100 gals., 0.5¢ higher. 
other points are for t.w, or drum deliveries of 50 gals. or more; less than 50 gals., 0.5¢ higher. 


Seaaaaaeaagcea 
Beeeeeesasees 
wooevcggees% 


13 

A 9° 

13 9° 13.9° : 
State Tax Exemption Form 


SUuBEEsysEEEsi ey 


SSSSSBSssssss 
BCeeeaaaaeeaaa 


Prices at 


Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5c; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., tc; 
5000 or more gals., 1.5¢c. Lucas County: less than 50 gals., tank wago price, 50 to 249 gals., 0.5c; 250 to 499 gals., Ic; 500 gals, or over 1.5e 


Notes: Renown (third-grade) gasoline prices are same as X-Tane unless otherwise noted. 


INDIANA STANDARD 


Tank wagon prices listed below were obtained 


by NPN correspondents who visited Standard of 


Indiana bulk plants where the company’s prices are publicly posted. 


Red ( rown (Reg. Grade) 
Red Cr’n. Ked Cr’a, 

Cons. Dir. 

T.w. 

15.3 


Taxes 


Chicago, Ill. x7.0 


South Bend, Ind. 
Detroit, Mich. .. 
Mpis.-St. Paul . 
Des Moines. Ia.. 
St. Louis, Mo... 
Wichita, Kans, . 
Omaha Neb. 

Fargo, N. D. 

Huron, 8. D. .. 
Milwaukee, Wisc. 


a 
— 


BAI TAIAIAHBasHs 
ecoceoocoo4 


Fuel Olise—T.W.—Chicago, Mm, 
Standard Stanolex 
Heater Of} ©Furnace Ol! 
15.8 14.8 
14.8 oben 

14.3 


RO BOMB, 0 66 se nebds 
100-149 gals. ........ 
150 gals. & over .... 
100-399 gals. ...... é 
400 gals. & over ... 
Fuet A 
1-749 gals ...... 10.15 
750 gals. & over .... 9.4 
Taxes: St. Louis, Mo., gasoline tax lc 
city tax. Des Moines, Ia., kerosine and furnace 
oll prices do not include 4c state tax. State 
tales, occupation, consumer & use taxes to be 
added where applicable. 

* ‘“Temporarv’’ price 

«x Effective Jan. 1 
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JANUARY 7, 1953 


Gasoline Kerosine 


lex Furnace 01} ————_ 
100 gals, 100-174 175-999 1,000 cals. 
gals. & over 





1-99 
cals 


13.3 





Fire-Chief Gasoline 
(Regular Grade) 
Dealer 

Taxes 

Dallas, Tex. 

Fort Worth 

Wichita Falls ... 

Amarillo 

ter ae 

El Paso 

San Angelo 

Waco 


San Antonio .... ~ 
Port Arthur .... 14. 12.80 
Notes: Dealer t.w. prices apply also to 
classes of consumers with minimum delivery 
of 50 gals. 


eSeosooocusccoooo: 
BAARHRABRAHBBADH 
eesooooooooo°o 


8.8. prices are at company-operated stations 


Kentucky 
Standard 


Covington, Ky. ........ 
Lexington esee 
Fe ..,  eeeee 
Paducah ....ccccce 
Jackson, Miss. . 
Vicksburg 

Birmingham, Ala. 
Mobile 

Montgomery 

Atlanta, Ga. 

Augusta . 

Macon .... 

Savannah 

Jacksonville, Fila. 
Miami 

Pensacola ......+.. eves 


~ SSecooece 


Sow oCs ODO 
CSeCe2nene 


ecooooooooooooooo°o 
usounswa rene —é 
25g 


Taxes: 

Gasoline tax column includes these city @ 
county taxes: Mobile, 2c city; Birmingham, ir 
county; Montgomery ic city & 1c county; Pen- 
sacola, lc city. Other taxes not included itn 
prices: Georgia, kerosine, ic; Montgomery, ker 
osine 1c; Misstssippi, kerosine 0.5c. 


Notes: 


Consumer t.w. prices are same as net dealer 
orices 


49 








STATISTICS 





Midwestern Lubricating Oils 
(Compiled by Western Petroleum Refiners Assn. from figures of 12 
reporting companies, figures in bbis. of 42 gals.) 
OCTOBER, 1952 
Total Solvent Total Solvent Paraf- Ke- 
Bright Bright Viscous Viscous hn fined Biended 
Stock Stock Neutrals Neutrals Oils Steck Oils 
384,416 254,157 588,214 504,842 99,413 13,718 629,182 


Steam- 


Production 


Shipments: 
Domestic 268,050 243,263 518,385 432,071 113,279 21,613 561,046 
Export . .. 26,209 12,019 10,866 10,746 1,468 312 42,533 
TOTAL 294,259 255,282 529,251 442,817 114,747 21,925 603,579 
Inventory 
Oct. 31 399.653 305,603 721,090 598,233 114,693 28,894 476,973 
Days Supply 39 37 40 38 
OCTOBER, 19651 
Production 358,440 284,725 674,807 577,664 138,224 24,316 642,354 
Shipments: 
Domestic 291,152 243,521 661,043 564,555 141,800 25,852 675,151 


Export ...... 43,204 11,347 18,222 18,128 1,075 209 40,990 


TOTAL . 334,446 254,868 679,265 582,653 142,875 26,061 716,141 
inventory ‘ 
Oct. 31 282,699 210,846 696,230 565,762 135,251 46,921 381,743 
Days Supply . 27 25 35 35 


Pennsylvania Lubricating Oils at Refineries 


(Compiled by National Petroleum Assn. from reports of companies re- 
fining Pennsylvania Grade crude oil. Figures in bbis, of 42 U. S. gals.) 
Total In- Total In- 

Pro- ventory Pro- ventory 
duction Oct. 31, duction Sept. 30, 


Oct., 1952 1952 Sept., 1952 1952 
1. Raw long residuum ion auth oes ewn savigs \  -eavene 
2. 600 steam refined stock ‘ 190,240 93,103 230,034 125,084 
3. Other steam refined stock ... 53,316 94,410 55,113 93,449 
4. Finished dewaxed long 
residuum ee gains seauee dno was ganesa 
5. Bright stock ...... ° 174,100 195,296 167,089 170,146 
6. Viscous neutral, below 180 vis. 
but not below 142 vis. @ 100 81,412 142,067 125,859 171,581 
7. Viseous neutral, 180 vis. @ 
100 and above 109,242 191,209 95,431 182,849 


Pennsylvania Oil Other Than Lubes at Refineries 


(Compiled by National Petroleum Assn. from report of all region 
refiners. hag: in bbls.) 
Oct. 31, Sept. 30, 
1952 1952 
1. Naphthas & Gasoline 
(1) Straight run, unblended and/or unleaded, 
for sale as motor fuel .................. 3,353 3,813 
(2) Naphtha and gasoline, for sale for blending 


or further refining or held at refinery for 
further distillation, reforming, eomeppes or 


leading ... Per eee. eae 207,878 182,134 
(3) Below 65 octane, ‘not included in (a) ‘or 

Gee SN eakanacs cs Rp ys) epee staan.’ deeaee 
(4) 65 octane and above ................... 239,007 314,006 


te 


Salable naphthas other than motor fuel mate- 
rial (does not include refinery process ee 12,076 12,008 


BS. MewemMe ccc ccccsecs ; 55,032 68,083 
4. 36/40 gas oil (include furnace ‘ofl) —- 103,913 117,856 
5. Fuel Oil (not reported above) ........... F 58,895 65,620 
6. Oils held as cracking ne are exit stocks ... 340,122 323,543 
7. Non viscous neutral .. ‘ae 22,148 23,644 
8. Wax distillate a F Fetpesvad vs , 100,055 120,157 
9. Crude petroleum . ‘ oo lee ee 30,239 27,062 


10. Wax (ibs.) 9,442,602 9,346,009 


Net Stocks of Pennsylvania Crude Oil 
(Compiled by National Petroleum Assn. Figures in bbls.) 


Oct. 31, Sept. 30, Oct. 31, 

1952 1952 1951 
At refineries . 377,301 348,898 276,808 
Pipe Line and tank farm 1,462,793 1,443,711 1,371,614 
Total ; 1,840,094 1,792,609 1,648,422 





District 5 Demand 


(California, Washington, Arizona and Nevada) 
(Bureau of Mines Figures in thousands of bbls. daily) 


October, Sept., October, 

1952 1952 1951 
Gasoline & Naphtha ........... co 450 454 456 
Liquefied Petroleum Gases ............ 28 24 26 
Kerosine & Kerosine Distillates ...._... 5 5 9 
Lubricating Oils & Distillates .......... 16 19 17 
Stove Oil & Diesel Oi] ................ 139 131 155 
. eer, GUC dae 4. open dele 343 309 376 
Asphalt & Road Gee sve A aes 57 61 42 

+ 


Dealer and Service Station Prices for Regular-Grade 
Gasoline in 50 Representative Cities*** 


DECEMBER 1, 1952 
Cents per Gallon 








Dealer’s Indicated — Service 
Net Price Dealer . 20 Station 
Clty (Ex Tax) Margint oedaval tax) (Inc. Tax) 

Average United States .. 15.23 4.83 7.32 27.38 
Portland, Mie. 2. 12.40 3.50 8.00 23.90 
Manchester, N. H. 14.40 3.50 7.00 24.90 
Burlington, Vt. ... . 15.60 5.20 7.00 27.80 
Boston, Mass. ... -. 14.90 5.30 6.30 26.50 
Providence, R. I. ° 14.90 5.00 6.00 25.90 
Hartford, Conn. ... : 13.60 3.30 6.00 22.90 
Buffalo, N. Y. ee --» 15.50 5.30 6.00 26.80 
New York, N. Y. < 14.70 6.80 6.00 2/.50 
Newark, N. J. ... 14.60 5.30 5.00 24.90 
Philadelphia, Pa. ° 14.70 5.20 7.00 26.90 
Dover, Del. ....... .. 14.70 5.70 7.00 27.40 
Baltimore, Md. = 14.50 5.50 7.00 27.00 
Washington, D. c. : 14.90 4.70 7.00 26.60 
Charleston, W. Va. .. 16.10 7.10 7.00 30.20 
Norfolk, Va. .......... 14.10 6.10 8.00 28.20 
Charlotte, N. c. 4 15.40 6.00 9.00 30.40 
Charleston, 8. C. 14.60 5.90 9.00 29.50 
Atlanta, Ga. .... . 15.90 5.60 8.00 29.50 
Jacksonville, Fila. ‘ 15.20 4.80 9.00 29.00 
Birmingham, Ala. 15.70 5.60 9.00 *30.30 
Vicksburg, Miss. 15.20 6.70 9.00 30.90 
Memphis, Tenn. . 15.00 one 9.00 21.90 
Lexington, Ky. .. ‘ 16.50 4.30 9.00 29.80 
Youngstown, Ohio ..... 15.50 4.30 6.00 25.80 
South Bend, Ind. ... 16.50 2.90 6.00 25.40 
Chicago, Ill. ........-. 15.30 5.25 6.00 26.55 
Detroit, Mich. ........ 14.80 5.12 6.50 26.42 
Milwaukee, Wisc. ...... 16.10 5.30 6.00 27.40 
Twin Cities, Minn. : 15.50 5.40 7.00 27.90 
Fargo, N. Dak. ....... 14.50 4.50 7.00 26.00 
Huron, 8. Dak. .... 16.70 5.00 7.00 28.70 
Omaha, Neb. ...... 15.50 3.50 7.00 26.00 
Des Moines, Iowa ..... 15.40 4.80 6.00 26.20 
St. Louis, Mo. ..... , 15.20 Ses 6.00 *20.90 
Wichita, Kans. ....... 14.00 4.40 7.00 25.40 
Tulsa, Okla. ..... a 13.50 5.50 8.50 27.50 
Little Rock, Ark. .. 15.90 5.60 8.50 30.00 
New Orleans, La. ..... 13.30 5.80 9.00 28.10 
Houston, Tex. ... 14.00 5.00 6.00 25.00 
Albuquerque, N. M. ee 16.00 5.50 8.50 **30.00 
Denver, Colo. ....... 14.80 5.20 8.00 28.00 
Casper, Wyo. ......... 15.60 6.90 8.00 *30.50 
Butte, Mont. ........ 16.00 4.50 8.00 28.50 
Boise, Ida. .........- 17.20 3.00 8.00 28.20 
Salt Lake City, Utah ...+115.40 5.10 7.00 27.50 
Reno, Nev. .......-.  s  aeone 5.00 7.50 29.60 
Phoenix, Ariz. -- 17.30 4.60 7.00 28.90 
San Francisco, Calif. ... 14.50 4.80 6.50 25.80 
Portland, Ore. ..... 15.00 5.50 8.00 28.50 
Spokane, Wash. .... 17.80 5.00 8.50 31.30 


* Includes city tax of 1c per gal. 

** Includes city tax of 0.5c per gal. 

*** API figures as reported by The Texas Co. 

+t Editor’s Note: Where there are price wars these indicated margins 

do not necessarily show what the dealer is actually realizing per gallon 
of gasoline sold. Special allowances temporarily are being granted to 
some dealers hit by the subnormal! retail prices. 

tt Applies to deliveries of 400 gals. and over. 





Production of Natural Gasoline 
(Bureau of Mines figures in bbis., 000 omitted) 











1952 1952 
East Coast ...... . pe een an wai 
W. New York .. seine ‘ “t- “cAeees vee 
W. Pennsylvania , cabwed Eées 13 11 
West Virginia ... 2 ; ddstevio snes 458 416 
Illinois ....... ‘ P : : er 239 236 
Kansas . es Rope av eo? 430 339 
Kentucky .. cas , pep cWaekicbd ots 409 344 
Michigan ry : icin cqubeis vhet er shod 
GP fae wes ct : a tindanabas Bice 2 
Oklahoma .. bi . os EOE bae< teas 1,735 1,569 
Arkansas .. ots idee eestivecckme 220 214 
RS - | MachO's 5 2s bic a cae Oe per «aba Rad 1,998 1,912 
GE et diese cp : vabioceecedbiant 831 836 
I ie a ee Eig RS vig bs o's k's whet 1,167 1,076 
Mississippi ......... ‘ is sea 120 90 
° New Mexico 5 bie pak ebs «idee ‘ 597 577 
| ee ee re ee oe pennae 10,609 9,969 
RS. Spree ee re Be 2,417 2,233 
West Texas .... i cue ea bbe eeekeide 2,503 2,389 
East Texas eT eT oe hee ary ae ee 1,007 1,059 
ES PR yy es Santee ae 1,663 1,494 
Oe eer) Peer eee 3,019 2,794 
OOS ET i Eee ray ae ° ° 
Montana PED 5% on chyewiinns 0 és Bbiben 15 11 
— , Caos es dsc V Ue tbe wooded Cae ° ° 
rere ind i wiaitne 300s bpd ad - 
Wyoming: ......4%.. BOERS oo ee Ee, I *269 *256 
California x i veideb died gs EOS 2,448 2,263 
WORE needs nm > adie yiath hie « Spike ohiuatee 19,562 18,211 
I NORE. os 5. visws Ghee ninsle « 631 607 


* Colorado, Nebraska and Utah gasoline products included with Wy- 
oming. 
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DISPLAYED: Advertisements set in special type or with border— 
$13.50 per column inch. 
UNDISPLAYED: “For Sale”, “Wanted to Buy”, “Help Wanted”, 
Business portunities’, Miscell lassiti 
tions set in type this size without border—30 cents a word. Minimum 
charge $7.50 per insertion. 





CLASSIFIED 





“Positions Wanted"’—15 cents a word. Minimum charge $3 per insertion 
Box number counts 2 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements 





For Sale 


Position Open 





‘ve MART 


THE BEST IN 


Every Unit Guaranteed 
2—5600 gal. 
1—3505 gal. 
1—4000 gal. 
1—4000 gal. 
1—4370 gal. 
1—4270 gal. 
1—4880 gal. 
1—5600 gal. 
1—5743 gol. 
1—5200 gal. 


compt. DBH 1939 Butler Single Axle $750.00 


compt. DBH 1940 Progress Single Axle $750.00 


WRITE TO POST OFFICE BOX 431 
PHONE FOR INFORMATION 2-5526 


SPRINGFIELD, MISSOURI 


We Deliver 





OF THE 


USED TANK TRAILERS 


compt. DBH 1950 Frazier Tandem Axle $3850.00 
compt. Asphalt 1943 Trailmobile Tandem Axle $2000.00 


compt. 1938 Columbian Tandem Axle $2500.00 
compt. SBH 1942 Fruehauf Single Axle $1000.00 
compt. 1941 Columbian Tandem Axle $2500.00 
compt. DBH 1941 Butler Tandem Axle $3775.00 
compt. SBH 1946 Frazier Tandem Axle $3750.00 
compt. SBH 1948 Frazier Tandem Axle $3750.00 


F & F REALTY & INVESTMENT, 


SEE THEM AT 221 N. KANSAS ST. 


POSITION WANTED: Seven years major ov 
company; sales experience in service stations 
trucking company, real estate, leases, job- 


H bers, bulk plant, operation, dealer meetings 
LJ 


SOUT 
WEST 


Age 35. Have money to invest. BOX 737. 





TRAFFIC MANAGER 
Age 59. 38 years petroleum traffic and 
Railroad experience. 29 years in last 
position. Also some sales experience 


Prefer South or Southwest. 
BOX 738 











For Sale 


For Sale: 2-5000 galion Fruehaufs, 3 & 5 
compt. sell cheap. 2—4000 gallon Standard 
Stet) Work: BRICE EF. HACKETT €0O., HI- 
land 1385, 621 West 68 St., Kansas City, Mo. 


FOR SALE: One Cornell Lummus Homogen 
izer, 2,000 gallon per hour capacity, complete 
with meters, proportioners, pumps and elec 
trical controls, BOX 735. 


For Sale: 195] GMC #640 Tractor. Excellent 
condition. Fruehauf three compartment 4000 
gallon semitrailer, 4 cabinets and meter, Frue- 
hauf two compartment four wheel trailer. This 
complete unit in service every day. Have new 
outfit ordered. Will sell entire unit at a bar- 
gain. CAMPBELL OIL CO., Massillon, Ohio. 
Phone 21597. 


FOR SALE: 1000 gallon Progress Tank, 5 com 
par.sment—300, 2.0, 200, %0, 100. Mounted 
on 1946 GMC. Side and rear cabinets. New 
Paint. Picture on request. Good buy $1375.00 
complete, UNION OFL COMPANY, Box 399, 
Elizabethtown, Ky. 


FOR SALE: 1500 gallon, 6 compartment truck 
tank equipped with pump, meter, hose, and 
internal valves. This tank is in very good con- 
dition, It has modern styled Filip caps and 
enclosed package or drum carriers on each 
side, Price complete $1000 for quick sale 
PERRINE OILS, Box 184, Sharon, Pa., Phone 
SHaron 6593 











LP-Gas Prices Firm 


TULSA—Prices for liquefied petroleum gases are re- 
ported firm in all producing areas, and some Mid-Con- 
tinent resellers now say they are unable to buy propane 
below 5c per gal. up 1c from previously. 

Quotations of principal producers, however, are un- 
changed at 4c for propane, 4.5c for butane-propane mix, 
and 5c for butane, Group 3, to contract accounts. These 
suppliers generally are restricting sales to their regular 
customers, and to do so, some already have drawn heavily 
on underground storage reserves. 

One major reports his underground storage now is 60% 
expended and balance probably will be depleted by mid- 
January. 

No spot sales disclosed. 


Crude-Products Spread Dips 1c—IPAA 


WASHINGTON—December spread of product price av- 
erages over crude price averages, as compiled by Inde- 
pendent Petroleum Assn. of America, declined 1c to $1.00 
per bbl., report of association shows. For areas excluding 
California, price spread was unchanged from month previ- 
ous at $0.88 per gal. 

Decline for country as a whole resulted from drop of 
0.03c to 11.34c in average for gasoline. Kerosine was un- 
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changed from November at 9.94c gal., light fuel at 8.53c, 
and heavy fuel at 3.44c. 

Crude price averages also were unchanged—$2.56 per 
bbl., and $2.63 for East of California. 

IPAA’s averages for December, 1951, and November 
and December, 1952, compare as follows: 


Table 1 California Included 
Refined products in 9 Dee. 
y Markets: 1951 
Motor Gasoline (¢ gal.) 11.38 
Kerosine (¢ gal.).. ; 9.92 
Light Fuel (¢ gal.) ..... 8.62 
Heavy Fuel (¢ gal.) ‘ 4.39 
Average above 4 products: 
re 8.80 
Dollars per bbl. ..... 4 3.70 
Crude Pet. in 8 areas (§ bbl.) 2.56 


Table 2—California Excluded 


Refined products in 8 Dec. Nov. Dec. 
Markets: 1951 1952 1952 
Motor Gasoline (¢ gal.) ............. 11.22 11.30 11.30 
Kerosine (¢ gal.) .......... ‘ , 9.40 9.43 9.43 
Light Fuel (¢ gal.) ...... 8.53 8.41 8.41 
Heavy Fuel (¢ gal.) ......... 4.45 3.26 3.26 
Average above 4 products: 
ee errr 8.69 8.36 8.36 
Dollars per bbl. ............... 3.56 3.51 3.51 
Crude Pet. in 7 areas (§ bbl.) .. ‘ 2.63 2.63 2.63 


Prices shown above are weighted averages based on low quotations 
as published in NaTIONAL PerroLeUM News, and prepared by IPAA to 
reflect trend in oil prices and should not be interpreted as showing 
actual sales realization for producers or refiners. 

( 10, p. 53 for weights allotted by IPAA to the various 
refinery districts, products and crude). 
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SCHEDULED DELIVERIES to service station customers are part of the West-Boro TBA service. 
left to right: Louis F. Fragasso; Charles Ferlita; 








ee a * 








Loading up for a trip are, 


Alfred Cooper 


Cultivating a Wholesale TBA Market 


A little-known by-product of oil’s 
entry into TBA marketing is the non- 
petroleum TBA di-tributor. West-Boro 
Service Sta*tion Supplies, trade name 
of Ray E. Kintz, North Pelham, N. Y., 
is a typ:cal example of such an en- 
terprise. 


The business is one of a group of 
similar dictributorships originally set 
up by the New York division of Gulf 
Oil Corp., as a move toward more 
intensive cultivation of the TBA mar- 
ket after the close of World War II. 
Its functions are wholesale only. 
Most of the merchandise, but not all, 
is obtained from the Gulf TBA ware- 
house in New Jercey, and most of 
the customers are Gulf Service sta- 
tions. 

The service performed by West- 
Boro, and other Gulf TBA whole- 
calers, is almost identical with that 
of the 25 or so Richfield TBA dis- 
tributors on the West Coast, who 
provide a supply channel for the 
Goodyear TBA line to Richfield deal- 
ers. Practically the only difference 
is the fact that Richfield has no ware- 
houses of its own, but relies entire- 
ly on its TBA distributors. 


A story describing the operations 


of a typical Richfield TBA distribu- 
tor in Por-land, Ore., appeared in 
NATIONAL PETROLEUM NEws, July 
4, 1951, p. 46. Gulf has never adopt- 
ed the plan of TBA marketing 
through specialized distributors as a 
company-wide policy, although a few 
similar enterprises have been ecstab- 
lished elcewhere in Gulf’s marketing 
area. 

In addition to Gulf and Richfield, 
some of the tire companies who have 
commission override contracts with 
oil companies, have conferred special 
wholesale franchices upon some of 
their large dealers for the express 
purposes of taking care of the serv- 
ice station TBA trade. 

In one company these rpecialized 
distributors are known as Oi] Com- 
pany Supplying Dealers. Other com- 
panies use terms of similar import. 


Two Objectives—Then there are 
many oil jobbers who have set up a 
separate organization for handling 
the TBA end of their business, usual- 
ly for a different reason. The oil job- 
ber’s object is always to enable his 
TBA department to branch out and 
solicit business from all sorts of deal- 
ers, other than those who buy his 


petroleum products. In the case of 
Gulf and Richfield, and the rubber 
companies, the end in view is always 
to improve the distribution to a spe- 
cific group of service sta*ions. 

While Mr. Kintz concentrates on 
selling Gulf TBA merchandise to 
Gulf dealers he is neither restricted 
in the kind of stations he calls on, 
nor in the kind of merchandise he 
handles. In his opinion a TBA dis- 
tributor needs to add to his line as 
many items as his facilities permit, 
including such things as tools, small 
equipment and sanitary supplies, plus 
some resale items not carried by 
Gulf. 


Examples of tools, equipment and 
supplies he carries are lube guns, 
tube tanks, battery chargers and 
Scott windshield wiping tissues. In 
resale merchandise he has added 
Delco-Remy ignition parts, AC fuel 
pumps, Imperial flexible fuel lines, 
Rucco bumper jacks and Cristy Dry- 
gas, Casco cigaret lighters, Wooster’s 
line of rubber floor mats and Belden 
ignition cables. 


Deliveries Scheduled—Not only does 
Mr. Kintz aim to carry as many 
dealer needs as possible, he also has 
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New FRAM Coast-to-Coast 
TV Show Boosts 


ft Lomnusdhags 
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Powerful National Advertising 


in the Saturday Evening Post and 
a long list of publications read by 
men ...who buy most oil and 
filter cartridges! 


Giant Highway Billboards 

on leading U.S. highways coast- 
to-coast, telling millions of motor- 
ists the Fram story! 


Regional Newspaper Advertising 
—to pinpoint oil and cartridge 
sales in areas not covered by the 
Fram TV Show. 


Red-hot Dealer Aids 

—Window streamers and decals 
promoting the TV Show. Eye- 
catching lapel buttons. Big sup- 
ply of Vacationland Booklets to 
give to customers. Plus many 
other sales aids. 


New Dealer Publication 

—Every Fram Franchised Dealer 
gets free subscription to HOODS 
UP, the amusing and instructive 
booklet built around the antics of 
Earl Philter and the gang that 
hangs around his service station. 


Famous Television Personality, 
is Star of the new FRAM Show, 
“VACATIONLAND AMERICA” 


H ERE’S BIG NEWS for oil marketing men! Fram’s 
new network television show, the first to be sponsored by 
any filter manufacturer, is designed to promote travel and 
boost gasoline, oil lubrication and TBA sales for you! 


John Cameron Swayze and his family take their viewers 
on weekly motoring trips to many different vacation 
spots throughout North America. Commercials urge the 
8 out of 10 vacationists who travel by car to check their 
oil and filter cartridges regularly throughout the year. And 
Swayze sends motorists to Fram dealers everywhere for 
his handy booklets on vacation trips. 


It’s just another example of the intensive national ad- 
vertising that has made Fram the best known of all filters! 
Make sure your stations are fully stocked with Fram Fil- 
ters to take advantage of the big oil and cartridge sales 
that are coming your way! Get the details of our attrac- 
tive TBA proposition now! Write, wire or phone FRAM 
CoRPORATION, Providence 16, R. I. In Canada: J. C. 
Adams Co., Ltd., Toronto, Ontario. 


OIL * AIR + FUEL * WATER 
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Dear Sir: 





WEST-BORO SERVICE STATION SUPPLIES 
323 Fifth Ave. 


North Pelham, N. Y. 


What you want to know about our Company is what we 
go for YOU. Here, in a nutshell, are specific 
r your query: 


‘PE 8-4150, 4151 





April 2k, 1952. 








LETTER TO DEALERS sent out by Ray E. Kintz when he took over the West-Boro business lays equal stress on products, de- 
liveries, business hours and service. The file card enclosure enumerates some of the products and invites telephone calls 





- ‘ Rss 


OVERFLOWING STOCKROOM. B. H. Megear (left) TBA specialist at Gulf’s 


Bronx district office, looks over a new Gulf tire stand in a corner of the West-Boro 


Service Station Supply garage, with Ray E. Kintz, Gulf TBA distributor. 











his trucks call frequently at service 
stations, and at regular intervals. 
Frequency of calls is on a sliding 
seale, according to the dealer volume. 

It ranges from once a week for 
the smallest dealers, to twice a week 
for most of the larger stations, and 
four times a week for one dealer who 
has a TBA volume of $1,000 a month 
at a station selling 15,000 gals. of 
gasoline a month. In addition emer- 
gency deliveries are made if dealers 
need something in a hurry. 

The trucks cover a wide area, go- 
ing north up the Hudson river as far 
as Peekskill, and over all of the 
suburban district north of New York 
City, which includes Westchester 
County and the Borough of the 
Bronx. The trade name of the busi- 
ne-s, West-Boro, attempts to indi- 
cate the territory served. 

The business is operated from a 
small store and garage in the busi- 
ness district of North Pelham. There 
is just space enough in the garage 
for two trucks and a large stock of 
tires, so that if the policies prac- 
ticed by Mr. Kintz and his organiza- 
tion bring about much expansion in 
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GLOBE-UNION amnounces the... 


1OMO-PLASTIC BATTERY 


A™ years of intensive research and extensive field 
testing . . . here’s the new battery that’s by far the 
finest of the millions of fine batteries built by Globe. 
Here are just a few of its exciting new performance- 
building features: 


® New Chromo-plastic Case . . . withstands effects of oil and 
grease... has extra impact strength and heat distortion resistance. 


® New One-Piece Case Construction . . . with one-piece cover 
integrally weld-sealed to case . . . eliminates leakage . . . re- 
duces warping or buckling. 


® New Lip-locked Terminal Post Bushings . . . the greater the 
vibration the snugger they fit . . . unique shock absorbing 
characteristics. 


* New Stronger Grid Structure . . . grids tempered immedi- 
ately after casting. This new process plus v-bars and interlock- 
ing grid Construction increases battery life, provides added 
corrosion resistance. 


@ More Power . . . 20-hour rate is 115 ampere hours as com- 
pared to previous 110 hours on similar class batteries. 


© Better Cold Starting . . . 300 amps at 0° F. is now 4.5 min- 
utes as compared to 4.3 minutes — an increase of 4.6%. 
You'll be amazed at the outstanding perfection of this 
new battery by Globe . . . and happily surprised by its 
many salesmaking advantages. Write for complete details, 


GLOBE-UNION, INC. Milwaukee 1, Wis. 





Make your battery selling easier 
with this brilliant 
merchandising package 


Individual, vivid-color cartons not only pro- 
tect the battery, but make displays “snap.” 
Striking new display stand catches even the 
most casual customer's eye. Silver foil book- 
let with every battery builds interest — is an 
outstanding “silent” salesman. 








Battery Carton Battery Booklet 
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cosTs LESS! 





TIREMAN 


Increases Tire 
Service Profits ... 
Steps-up New Tire 
Sales 





Handles all plies. all sizes passenger cor 
tires, and light delivery truck tires. 
Frees toughest tire from toughest rim. 
Saves time, manpower, backbreaking work. 
Easy to use, easy on tires. 
Recommended y oe safety tubes, safety 
wheels, tubeless tires. 
Tested, approved by all leading tire manu- 
facturers, oil companies. +2, 

WRITE TODAY 


JACK HENNESSY 
National Distributors 
P. ©. Box 22, Audubon Station 
New York 32, N. Y. 


os 
3345 Castle Heights Los Angeles 34, Calif. 


MANUFACTURED BY 


Coats Loaders & Stackers, Inc. 
F RT rE WA 

















There are 
extra profits 
in your area! 


Many industrial natural gas users 
in your area faced with gas curtail- 
ment are a source of hidden profits 
for you. 


Hundreds of thousands of domestic 
users have been added to natural gas 
systems and now have claim on 
available gas supplies. Industrial 
users, therefore, poe standby plants 
more than ever. 


If you know of any such problems 
in your area, inquire into the 
Draketown liberal co-operative plan 
for dealers and distributors. 





Your Assurance of a 


ont 


Serving utility and industry for over 
thirty years. 
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the businecs, one of his first require 
ments will be larger quarters. 

When Mr. Kintz took over the busi- 
necs in April of 1952, he succeeded 
a proprietor who enjoyed a measure 
of success, but who branched out into 
a number of sidelines. The sidelines 
eventually demanded so much of the 
forrier owner’s time and energy that 
it became difficult to maintain good 
service to dealers. 


Rich Experience—Mr. Kintz was a 
station operator himself for three 
years, and prior to that spent 17 
years in the Gulf sales department. 
His chief assistant, Louis F. Fragas- 
so, handles phone orders and keeps 
the office records. He graduated from 
the service station business along 
with Mr. Kintz. 

Two dealers contact men, Alfred 
Cooper and Charles Ferlita, operate 
the TBA trucks. The area in which 
West-Boro operates is under the su- 
pervision of Gulf’s Bronx district of- 
fice. Mr. Kintz therefore enjoys the 
assistance and co-operation of the 
TBA specialist from the Bronx of- 
fice, B. H. Megear. 

Anyone who seeks a share of the 
service station TBA trade in today’s 
era of plentiful supply, and who op- 
erates in thickly populated areas, is 
in a strenuous competitive battle. 
Established automotive wholesale 
houses, and a species of small acces- 
sory distributors known in the trade 
as “wagon jobbers” are all out after 
a share of the TBA doilar. 

Enterprises like West-Boro seek to 
meet this competition with equal or 
better merchandise and service. In 
addition, Mr. Kintz has the impor- 
tant advantage of his tie-in with 
Gulf’s TBA program, with its im- 
mense promotional resources. 

His bid for dealer patronage is best 
illustrated in an announcement let- 
ter he mailed out when he took over 
the business last April in which he 
gave equal emphasis to the Gulf TBA 
line, the extra items also carried, 
the delivery service and his business 
hours. It just about summarizes 
what it takes to build TBA volume 
today. By FCS. 


Antifreeze Data Out 


A revised circular spelling out an- 
tifreeze recommendations is being 
made available by National Bureau of 
Standards. It discusses such ques- 
tions as when antifreeze should be in- 
stalled, the strength to be used and 
kind of product best suited for the 
service involved. 

The bulletin, “Automotive Anti- 
freezes,- National Bureau of Stand- 
ards Circular 506 (supersedes Circu- 
lar 474),” may be ordered at 15c a 
copy from the Government Printing 
Office, Washington 25, D. C. 


Battery Cable Display 


In a survey of the market for bat- 
tery cables, the Crescent Co., Inc., 
of Pawtucket, R. L., learned that the 
average dealer sells .8 of a cable for 
each battery sold. In an effort to 
help dealers better this mark, Cres- 
cent developed something new in 
cable packaging. 

Called a battery cable show case, 
it consists of a rack on which six 
cellophane-top cable cartons may be 
hung on either side of an assortment 
of four ground straps. 


Surmounting the rack is a header 
with display copy reading “Neg- 
lected Wires Cause Automobile 
Fires.” It is made available to deal- 
ers on a “package deal’ built around 
an assortment of cables. Included in 
the deal is a trouble shooting man- 
ual, a wall chart containing cable 
specifications and suggested resale 
prices, a cable guarantee, and an 
eye-catcher consisting of a rat trap 
from which protrude four old, frayed 
and worn cables. A sign affixed to 
the trap reads: “We Caught These 
Rats In Our Customers Cars.” 

The manual calls attention to signs 
of cable damage, and reminds deal- 
ers that new cables improve car 
lighting, prevent fires and battery 
drain, and turn starters up to 30% 
faster. 


envenr > 


AG *) 
RATS ' 


IN OUR CUSTOMERS 
CARS 
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SIX OIL TBA SALESMEN, winners of a truck tire sales contest conducted by Skelly Oil Co., are pictured as they toured the B. F 


The men were guests of the company’s Associated Lines division during four-day visit. They 
also inspected the Goodrich Research center at Brecksville, Ohio. Skelly markets Hood line of passenger, truck and farm service 


Goodrich Co.’s plant in Akron. 


tires and tubes throughout 18-state midwestern territory. 
Joe Welland, Skelly assistant TBA manager; 
of the Goodrich laboratory; 


New Truck Lights 


In addition to a new line of truck 
directional signals, Auto Lamp Man- 
ufacturing Co., 2901 S. Indiana Ave., 
Chicago 16, IL, is bringing out three 
new stoplights for commercial ve- 
hicles. One is a 7-in. bracket type 
for mounting under the truck body. 
The others are 412-in. lights for light 
trucks, trailers, or for added warn- 
ing lights on big equipment. One 
is a bracket type, and the other for 
flush mounting. 
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H. G. Cooney, Alexandria, La.; 


A. R. Miller, Sioux Falls, S. Dak.; 


Tire Promotion 


American Oil Co., Baltimore, used 
a holiday gift promotion plan for the 
first time this seacon, built around 
gift certificates for merchandise in 
the Amoco TBA line. A special win- 
dow display consisting of 7,500 tires 
wrapped in red and green cellophane 
was made available to dealers 
throughout the company’s 18-state 
East Coast marketing area. 


® Speeds Service 


e Avoids Waste 
Quart cans rest in dispenser, are 
punctured by light pressure on 
handle-lever only after in place 
in oil filler pipe...no spillage. 
Two cutting blades assure quick, 
complete drainage... fast, no 
waste. Rests without support in 
oil filler pipe... frees attendant 
for other duties. 
Clip this ad. Ask your jobber 
about it, or write for name of 
jobber in your area. 


Left to right are: M. A. Vavra, Joplin, Mo.; 


L. S. Bustard, Independence, Kan.; J 
and E. W. 


Bill Murry of Goodrich; 
. R. Considine, 


Miller, Terrell, Tex. 


Executive Dies 


L. A. Brown, president and founder 
of Corduroy Rubber Co., Grand Rap- 
ids, Mich., died unexpectedly from a 
heart attack Dec. 8 at his winter home 
in Monrovia, Calif. He founded the 
Corduroy firm in 1919 after flling 
executive posts with three major rub- 
ber companies, and conducting his 
own tire retailing and distributing 
business. 


STANLEY D. BOWLES CO. 


1910 S. Lamar St. © Dallas, Texas 


57 
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ALLIED SALESMAN J. L. Carnes watches Dealer Clarénce 

Allied salesmen help build 

TBA volume by giving dealers tips on checking customers’ 
cars for TBA replacements 


P. Larson use a battery tester. 


iy 
Au 


TIRE SERVICE SELLS tires, so Salesman Carnes explains a 
tire inflation table to P.M. Sidler, D-X dealer. 
frequent tire checks as a way to hike TBA volume 


Allied stresses 


Salesmen Make TBA Program Click 


A Mid-Continent Petroleum Corp. 
jobber in Chicago has the unusual 
distinction of being a TBA distrib- 
utor who added gasoline to his line, 
rather than the other way around 
as has been the more common ex- 
pansion route. 

Allied Tire & Battery Co. was, 
and had been for some 18 years, a 
successful TBA marketer, when the 
D-X petroleum franchise was nego- 
tiated some 12 years ago. 


Since Allied’s operations today 
rank it among the top tire and bat- 
tery dealers of the country, and 
since it does an important share of 
its TBA volume through service sta- 
tions, it is possible for other oil job- 
bers, as well as major oil company 
TBA men, to make some useful com- 
parisons with Allied’s merchandising 
methods. 

Essentially, Allied puts a good 
TBA volume through service sta- 
tions solely because it has a good 
sales force calling on the dealers, 
and every man on the staff knows 
what it takes for a dealer to make 
money in the tire and battery busi- 
ness, as well as in the oil business. 


It should be noted at this point 
that Allied sold tires through gaso- 
line outlets long before the company 


became a D-X jobber, and it con- 
tinues to sell part or all of its whole 
TBA line through many service sta- 
tions other than those flying the 
D-X flag. 

The men call on the dealers often. 
They tell the dealers why they have 
to take old tires in trade and how 
to watch for likely trade-in pros- 
pects on the driveway. They coach 
the dealers on what to offer for 
trade-ins, how to fix up and dispose 
of the trade-ins at a profit. 


Every D-X service station has an 
Exide battery tester. (Allied handles 
Firestone tires and Exide batteries) 
Allied salesmen tell the dealers how 
to use the tester, and why they need 
to test batteries to spot the custo- 
mers who are going to need a new 
one. 

Every D-X station uses the D-X 
lube job ticket. On the back of it is 
a report form on which the condi- 
tion of tires and batteries and other 
TBA items may be checked. A copy 
of this report is handed to the cus- 
tomer, and the dealer is told why 
his file copy is an important source 
of more TBA business. 


Salesmen never miss a chance to 
suggest how tire service sells tires. 
They point out how tire inflation is 


a business getting service. They re- 
mind dealers that Allied has its own 
plant for retreading tires and for 
making major tire repairs. 

Truck Business—_Among other 
things, service stations supplied by 
Allied are encouraged to solicit truck 
tire busine<ss, regardless of whether 
the dealer is equ pped to close the 
deal or install the tires. They know 
that they will receive a commission 
if Allied gets the sale. 


A lot of truck tire contacts can 
be built up this way, becau-e the 
men who run truck fleets all drive 
their own personal cars, and are 
therefore gasoline customers of some 
service station somewhere. 


A recent instance of this kind re- 
sulted in a sale of $3,000 worth of 
21.00 x 24 tires to a contractor. The 
customer was in the habit of driv- 
ing into a D-X station for gasoline 
and the dealer learned the nature of 
his business. All the ‘dea'er did was 
suggest that his company would be 
interested in supplying tires for the 
contractor’s heavy equipment. The 
contractor-customer agreed to listen 
and Allied clinched the sale. 

Allied also recognizes that deal- 
ers must have quick service on tires 
they do not have in stock. Dealers 
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“pee have to shop around town to 
other dealers, or other sources of 
supply when they have a pro:pect 
who wants a tire s:ze which is not 
in the station inventory. Allied either 
supp‘ies the needed size, out of its 
own inventory, or gets it for the 
dealer right away. There is no wait- 
ing until the “next delivery.” 

With batteries and other TBA 
needs, the inventory problem is not 
so acute. Most service stations can 
carry the battery sizes normally 
called for in stock, and an adequate 
assortment of filters, spark plugs, 
and similar goods. But if an emer- 
gency arises, the dealer knows Al- 
lied can meet his requirements. 

From this it should not be as- 
sumed that Allied has built its TBA 
volume just by filling emergency or- 
ders. Allied salesmen are thoroughly 
grounded in gasoline sales, too. 
They can coach a dealer on good 
driveway service, and emphas ze lu- 
brication work as an important 
cog in a dealer’s success. They push 
D-X motor oil wherever they go. If 
the particular dealer being called on 
happens to handle another brand of 
gasoline, they mention the good qual- 
ities of the D-X motor oil line any- 
way. Th's often brings results. 

The company has not assembled 
as yet a complete record of dealer 
oil and TBA ratios, but the record 
of one of its better performers is 
revealing. He has a 3% oil ratio, 


ee 
4.258 


PRESIDENT MEL G. BYRNE shows a new piece of equipment to his Allied Tire & Battery Co. sales staff at a Saturday morn- 
ing sales meeting. Left to right are: Charles Dormitzer, Joe ‘Touhy, S. M. Lawrence, R. O. Brinker, Allied’s vice president; 
E. L. Hughes, J. L. Carnes and R. Q. Shaw 
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AUTO-LITE Promotion— 
greatest in history 
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FEATURES 


®@ Solders in 3 to 5 seconds. 
@ Cools quickly. 

@ Reaches “inaccessible” spots. 

@ Tiny bulb automatically spotlights work. 
@ Tips easily replaced. 
@ Economical—heats only when trigger 
is pressed. 
@ Has rugged tip for probing. 


@ Balanced for maximum 
comfort and accuracy. 
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Auto-Lite “STEELDUCTOR” QR ccm Auto-Lite 
° My Yh 4 

Spark Plug Wire Y f) : ‘in “FLEXTRAND” 
Auto-Lite “Steelductor,” a [7 ' a Primary Wire 
silver-sheathed high tension ~y +4 
sovendiiaad thames of ¢ 4 stat end ol. Acto-tbe 
Stainless Steel, instead of the ; Ss Se 
conventional strands of cop- 
per wire. Gives remarkable 
improvement in performance 
when employed in today’s 
shielded ignition circuits. 


silver-sheathed ‘‘Flex- 
trand” Primary Wire per- 
mits easier stripping and 
soldering, gives long life, 
is easy to install. 








ng Gun Offer 
Records 


Still time if you act fast 


Enthusiastic dealers from coast to coast are your mechanics and servicemen if you act 
‘taking advantage of this outstanding Auto- fast. This offer is limited so put in your 
Lite Wire and Cable offer. Orders have order today for the amount of wire and 
broken all records! And here’s good news. cable needed to get all the guns you can use. 
There’s still time to get a gun for each of But act fast. The offer is limited! 


Here’s how to order. Each of these nationally famous Wen 

Soldering Guns, carrying a list price of $12.95, is yours 

for only $4.95 when your order for the gun is accom- 

Pick any assortment you Velati panied by an order for $29.95 of Auto-Lite Wire and 

Cable. You may order as many guns as you want... 

; but each gun order must have with it an order for $29.95 

of Auto-Lite Wire worth of Auto-Lite Wire and Cable. Figure out your order 

g now so you get all the Wen Guns you and your men need 

: at this low, low price. Special bonus without charge of one 

relate, Cable Telcelilate extra soldering tip with each gun ordered if you act at 

once. Call or write your Auto-Lite Wire and Cable 

jobber, but do it right away so you will be sure to get 
your guns. 


See Your Jobber Today or Write: 


Merchandising Division 
Auto-Lite THE ELECTRIC AUTO-LITE COMPANY 


““POWERLINE”’ Toledo 1, Ohio 
Battery Cable — 


Backed by the greatest support in the industry! 








America’s only consumer-advertised wire line! The Auto- 
Lite name is featured in national magazines, farm papers 

. over network radio and TV. It is originc’ factory 
equipment on millions of America’s finest cars, trucks 
and tractors! Display material helps make your selling 
easier. ; 





Auto-Lite Auto-Lite Ae) 
Wire & Cable Display Automotive Cables 


‘ i; as 4 Sales-boosting display is 

Auto-Lite Battery Cable, com- . Ti ’ .} available fromjobberat New Auto-lite Battery Cable 

plete with the new Power Line ty special price with wire Wall Rack, 16 hooks, comes 

Terminal that resists corrosion ; Lae and cable purchase. Find without extra cost on purchase 

—assures excellent contact— y out about free Auto-Lite of only $14.95 worth of Auto- 
‘ “ signs and other point-of- _Lite Battery Cable. 

customer satisfaction. cate watestal, 


oh 
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CORNER SHOWROOM of Allied Tire & Battery Co. houses a large line of appliances, wheel goods and similar merchandise. 
Its extensive inventory is a holdover from war years when TBA marketers sold whatever merchandise was obtainable 


and his TBA volume (at Allied’s 
wholesale level) is: running at $33 
per 1,000 gallons of gasoline. 


Competition Firm—It has been 
slow, uph.ll work for Allied to de- 
velop its petroleum business, coming 
into a big, metropolitan market long 
after competitive brands were firm- 
ly established. In the 12 years since 
the D-X franchise was negotiated 
the gasoline volume climbed from 
almost nothing to a point today 
where it is well past the 5,000,000 
gals. a year mark. Until recently 
the company did not venture into a 
Service station building program. 
In=tead Independent dealers were 
signed up as opportunities arose. 

Naturally the company sells gaso- 
line as well as tires and batteries to 
its commercial accounts. Three mem- 
bers of the six-man sales force spend 
mo:t of their time working on com- 
mercial accounts. The other three 
men call on the dealer trade. 

It does not appear that the Allied 
ratio of salesmen to dealers is any 
larger than is customary among 
other oil jobbers or among major 
oil companies, although an exact ap- 
praisal is difficult to make. Each 
man has to contact anywhere from 
100 to 150 dealer accounts, and as 
always in the oil marketing businecs, 
they vary greatly in size and im- 
portance. 

One difference is the fact that only 
the D-X brand dealers, at present 
in the minority, take up as much 
time as would ordinarily be spent 
by an oil company station super- 
visor. In the case of the D-X outlets, 
Allied has an interest in the petro- 
leum products sales, while in the 
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ease of other outlets the salesman 
works only on TBA business. 

Thus it may be that the sales crew 
re-ponsible for sales through deal- 
ers is large enough so that more 
time can be devoted to coaching. 
But it is also apparent that one big 
reason for Allied’s oustanding TBA 
volume is the fact that each Allied 
salecman is as well equipped to sell 
TBA goods as he is to sell petroleum 
products. This is not true of the oil 
industry in general. 

The results seem to speak for 
themselves. In practice, this oil job- 
ber-tire distributor concern makes 
one side of the business feed the 
other side, and vice verca. The the- 
ory is often preached by TBA men 
in the oil business, but Allied is 
proof that it can be made to work. 


No Budget Plan—Strangely 
enough Allied has gotten along so 
far without two of the aids to TBA 
selling on which others re‘y heavily. 
For one thing Allied has no budget 
plan to offer its dealers. 

While the Allied management says 
that it does not consider a budget 
plan necessary, its views in that re- 
spect are by no means emphatic. It 
might better be said that the man- 
agement attitude on installment sell- 
ing for tires and batteries is one of 
keeping an open mind. 

Meanwhile, because Allied does not 
sponsor and promote a budget plan, 
Allied dealers do almost no time 
payment selling. 

A second practice apparently 
slighted by Allied, although deemed 
essential by many TBA authorities, 
is emphasis on merchandise display 


at service stations. One reason for 
this is the fact that D-X built its 
gasoline volume slowly, by signing 
up Independent dealers. These are 
the dealers who own or control their 
own real estate, and as a class, they 
are more inclined to get along with 
old-style stations in which display 
facilities are limited. 


A final point is significant as il- 
luctrating the relation between TBA 
and gasoline. M. G. Byrne, president 
of Allied Tire & Battery Co. gives 
his reasons for becom'ng an oil job- 
ber. “When I saw that Standard of 
Indiana was able to take some of 
my tire dealers because they could 
offer them both a recognized brand 
of gasoline and the Atlas TBA line, 
I decided that we had better get a 
petroleum line of our own.” 


By F.C.S. 


New Antifreeze Tester 


Modern antifreeze testers like the 
hydrometer shown on the next page 
have a built-in revolving chart, which 
makes it unnecessary for the serv- 
ice station operator to_do any com- 
puting or cross checking of his hy- 
drometer reading on a wall chart. 


The manufacturer, E. Edelmann & 
Co., Chicago, says this is the way 
to use it: Turn the knob at the top 
of the chart to the section covering 
the kind of antifreeze about to be 
tested. 

After drawing into the hydrometer 
tube a sample of the radiator mix- 
ture, the weighted hydrometer float 
will come to rest with the liquid 
level at some one of the lettered 
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positions on the float tube. The let- 
ters correspond to vertical columns 
on the chart ranged alongside a built- 
in thermometer. In the proper col- 
umn a reading may be taken at the 
temperature level shown by the ther- 
mometer which is the freezing point 
of the solution in the radiator. Red 
figures indicate temperatures below 
zero, while black figures mean above 
zero. 

Dirty, inaccurate hydrometers can 
get a dealer into a lot of trouble. 
Car owners have to depend on serv- 
ice stations for assurance about the 
degree of protection they have in 
their radiators against freezing. They 
have no way at all of finding out 
for themselves. For this reason 
Standard of Ohio devoted some space 
in a recent issue of a dealer publi- 
cation to instructions on the use and 
care of antifreeze testers. 

Radiator water is often dirty and 
oily, and all hydrometer barrels get 
scummy in a short period of use. 
They can be cleaned easily with soap 
and water. Another good idea, says 
Standard of Ohio is to keep in re- 
serve one new hydrometer, known 
to be accurate. Then if there is any 
question about the accuracy of test- 
ers in regular service, it is possible 
to check it with the new instrument. 


Standard Promotion 


E. L. Arnold, Standard of Ohio, 
who filled the post of secretary of 
the Oil Industry TBA Group last 
year, has been promoted to retail 
sales manager at the company’s di- 
vision office in Toledo. Mr. Arnold 
will move his family to Toledo at an 
early date. 


Firm Purchased 


R. M. Hollingshead Corp. has 
bought out the Spark-O-Liner Corp. 
of Minneapolis, makers of the Perry 
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radiator water filter. A new com- 
pany name, Perry Filter Co., will be 
adopted, the concern will be moved 
to Camden and operated as a wholly 
owned subsidiary. 


Delco-Remy to Build Plant 


Delco-Remy division of General 
Motors plans to build an automobile 
storage battery factory on a 90- 
acre site in Anaheim, Calif., about 
30 miles south of Los Angeles. 

Delco batteries are original equip- 
ment on GM cars, trucks and trac- 


tors, and the division makes batteries 
for ordnance vehicles. 


Filter Display Rack 

Wix Accessories Corp. is offering 
a combination deal consisting of an 
assortment of 24 filter cartridges all 
of fast-moving cizes, and at no extra 
cost, a lightweight wall or floor dis- 
play rack. It is a steel-wire rack, 
with a three-color header, intended 
as a convenient space-saving storage 
place for replacement filter elements. 
With the rack comes an inventory 
and filter identification chart. 


“EVERY SECOND OF EVERY DAY 
GOMEBODY SELLS 5 LAMP BULBS 


Okay, figure it out yourself. 
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31,536,000 seconds in a year, not counting Leap Year. 
In round numbers 171,000,000 Sealed Beams and other 


lamps are sold for automotive replacement. 


That's 


5 per second — a terrific market that's getting 


terrifikker every day. 


Total replacement sales in the United States are 


$75 million a year. 


Every car on the road offers 18 or more oppor- 


tunities for replacement bulb sales. 


The more 


complete the line you carry, the more you'll sell. 
Tung-Sol offers you a bulb for every use on 


every car, 
FLASHERS, TOO! 


equipment — TUNG-—SOL! 


Tun 


bus and truck on the road. 


Flashers seldom 
need replacement, but you should carry 
some for repair and reconditioning jobs. 


Sell the bulbs and flashers that 
most car manufacturers use for original 


Sol 


AUTO LAMPS #2 


TUNG-SOL ELECTRIC INC., 








NEWARK 4, N. J. 


Sates Offices: Atlanta, Chicago, Culver City, Dollos, Denver, Detroit, Newark, Philodelphic 








TUNG-SOL mokes: Al!-Glost Seated Beam lomps, Miniature lomps, Signa! 
Fiaoshers, Picture Tubes, Radio, TV and Special Purpose Electron Tubes 
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TBA TOPICS 





It is good to 
learn from the 
forecasts that both U. S. and Cana- 
dian car owners will buy more gaso- 
line and more tires in the year ahead 
than they did last year. In the U. S. 
the gasoline increase may run about 
5%; replacement passenger car tires 
perhaps 6 to 7%; and replacement 
truck tires about 18%. The outlook 
for tires is taken from a rubber in- 
dustry forecast made by H. E. 
Humphreys, Jr., president, United 
States Rubber Co., in which he an- 
ticipates “another record year.” 

Estimates for the Canadian mar- 
ket are not at hand, but the gains 
probably will run somewhat larger 
percentagewise. 

There alco will be plénty of gaso- 
line and plenty of tires to fill the de- 
mand. There is a relationship be- 
tween the supply-demand balance in 
the petroleum industry, and that in 
the tire industry which may well af- 
fect the attitude of the service sta- 


Big Tire, Gasoline Sales Year Seen, 
But Oil Marketers Can't Coast 


By Frank Sturtevant, TBA Editor 


tion operator towards TBA volume, 
and tires in particular. The service 
station dealer may not be aware of 
it, but refining capacity shows signs 
of catching up with the requirements 
for almost all products except avia- 
tion gasoline. 

There is plenty of good automo- 
bile gasoline for all. At the same 
time the years of the big increases 
in gallonage are behind us, and on 
the marketing front there is a boom 
in new service station construction. 
What this all adds up to is that it 
won’t be so easy from now on for 
the station operator to coast along 
on his gasoline profits. 

Price Cuts—The dealers with older, 
smaller stations, as they find the 
pickings getting slimmer, will exert 
themselves a lot more to keep as 
much of their gallonage as possible. 
Price concessions are certain to ap- 
pear, and even if they are minor in 
nature, their prevalence will make 
it tough for all dealers to get that 








TBA OLD TIMEX 
HONORED — 
Upon learning of 
the approaching 
semi-retirement of 
C. R. Ely, left, of 
R. M. Hollings- 
head Corp., who is 
otherwise known 
as “Doc”, his TBA 
friends made a sur- 
prise presentation 
to him of an easy 
chair. John K. 
Howe, Skelly Oil 
Co., new chairman 
of the TBA or- 
ganization, is 
shown, right, ex- 
tending good 
wishes to Doc Ely 
during an_ inter- 
lude in the recent 
TBA convention in 
St. Louis, in No- 
vember 


5% extra gallonage they are entitled 
to. 


The realization that the days of 
limitless expansion in gallonage are 
over with will be slow to sink in. 
But if dealers can be made aware of 
this basic change perhaps they can 
be interested in going after a bigger 
share of the tire business. 


Naturally, as gacoline price dis- 
turbances multiply, dealer organiza- 
tions will continue to agitate for be- 
low-cost legislation and for other 
types of relief, wholly apart from any 
relief they might attain by their own 
efforts. But there is no reason why 
dealers cannot keep right on with 
their demands for price floors, long- 
term leases and so on, and at the 
same time, individually, they can try 
more earnestly than in the past, to 
sell more tires right on their own 
driveways. 


Of course they can put more ef- 
fort on the whole TBA line, with 
profitable results, but the tire busi- 
ness needs special attention. The 
reason why service station operators 
need to do something about their 
tire volume, can be found in a re- 
view of events in the tire marketing 
front iast year. It was the first full 
year when there were plen‘y of tires 
all year long, and demand was what 
the trade calls “normal.” 


Tire price advertising last year 
reached a new postwar high, most of 
it done by the service station’s tire 
competitors. Industry wide seasonal 
price cuts for July 4th and Labor 
Day, although absent from the Ca- 
nadian scene, got a full workout 
clear across the United States. All 
this is evidence, if any is needed, that 
others want the service station’s tire 
business, if they can get it. 


Sales Push Needed — There are 
many things the service station op- 
erator can do to get more tire dol- 
lars from the customers who buy his 
gasoline. He can inspect more tires, 
exert himself to furnish a little tire 
service voluntarily; talk tires and 
display tires. These and other av- 
enues to tire volume, are all worth 
an extended discussion any time and 
all the time. 


But service station dealers in gen- 
eral are inclined to rely on their 
ability to create a friendly relation- 
ship with their customers. They hope 
this goodwill can become strong 
enough so that the customer will 
make the first move when he gets 
ready to buy tires. Sometimes it 
works that way. Here are some of 
the reasons it doesn’t always work. 


Not so long ago an oil company 
TBA man made his own personal 
survey, to learn some of the reasons 
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why known gasoline customers of 
certain selected s‘ations went else- 
where for their tires. Some of the 
business was lost to budget plans 
offered by others, for these reasons: 


First, service stations who do of- 
fer tires on installments, do not ad- 
vertise the fact enough. By contrast, 
department stores, accessory chains, 
mail order and rubber company 
stores all publicize their budget plans 
all the time, and thus make it ap- 
pear that budget buying is the nor- 
mal everyday pattern with them. 


Fear Overcharge — Second, some 
car owners have a feeling that there 
is an extra charge for getting tires 
on time payments at the service 
station. Other outlets forestall any 
such feeling by adver‘ising tires at 
specific prices, aitways reminding the 
customer that the tires can be 
bought on installments. 


Third, it is a peculiar custom at 
service stations to treat customers 
with a kind of deference that makes 
the customer feel he is an important 
citizen. Dealers are always being 
told that this is the right thing to 
do, but it seems that there can be 
too much of a customer build-up. Be- 
cause, as a rewult, some are ashamed 
to tell the dealer that they would 
like to buy tires on time payments. 
So they take their business else- 
where. 


The fourth reason seems incred- 
ible, but at leact it should be easy to 
correct. It is a fact that some people 
do not buy tires at their service sta- 
tion because they do not know the 
deaier has tires for sale. 


Sometimes this is true even when 
they can see some tires on display, 
and where there are signs advertis- 
ing tires. But more often it is the 
result of the dealer hiding his tires, 
and never mentioning the fact that 
he would like to sell some. 


So, whether gervice stations adopt 
budget selling on a large scale or not, 
there is one simple, easy method for 
every s‘ation to get a little more 
tire business. Just be sure a hint is 
dropped in the ear of every gasoline 
customer to the effect that tires are 
a part of the service station busi- 
ness. It is sure to be news to some- 
body. 


And while gasoline suppliers are 
getting this thought across to deal- 
ers, it would be well for TBA men 
to mention once again to advertising 
and marketing executives who make 
advertising policy, that there are 
still in this world some motorists 
WHO JUST DO NOT KNOW THEY 
CAN BUY A TIRE AT A SERVICE 
STATION. 
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West Coast Oil-TBA Group 
To Hold Meeting Feb. 24 


Second annual meeting of the 
Western Division Oil Industry TBA 
Group will be held Tuesday, Feb. 24, 
at San Francisco in the Whitcomb 
Hotel. 

Reservations for the lunch and 
hotel rooms are being handled by B. 
H. Dakin, Richfield Oil Corp., 333 
Montgomery St., San Francisco, and 
should reach him by Feb. 1. 

Speakers at the meeting will be 
Herbert D. Smith, manager of oil 
marketing sales, United States Rub- 
ber Co., New York. on tires; W. E. 
Blank, sales manager, Electric Auto- 
Lite Co., Toledo, on batteries; and 
J. B. Lightburn, assistant to vice 
president, Purolator Products Co., 
Rahway, N. J., on accessories, 

In addition to the three speakers, 
there will be a group discussion on 
tires and one on batteries. The tire 
discussion will be led by W. A. Green, 
B. F. Goodrich Co., Akron; the bat- 
tery leader will be Norman R., Farsje, 
Gould-National Battery Co., St. Paul. 

Because sufficent hospitality suites 
for suppliers will not be available, 
a cocktail party will be given by a 
group of suppliers, according to G. S. 
Wheatley, Standard of California, 
chairman. 


New Battery Separator 


Both oil companies and battery 
manufacturers have an interect in a 
new, low-cost battery separator, 
which while compo-ed of wood fibers, 
is not a conventional wood separa- 
tor. The Evans Products Co., 
Plymouth, Mich., is now producing 
the separa‘ors at its plant in Coos 
Bay, Ore., by a process which makes 
use of pieces of top quality wood too 
small to cut into separators. 

The Evans people say that their 
new separator waz put into actual 
service in 20,000 batteries some four 
years ago. 

It is claimed that “Evanite” sep- 
arators withstand both heat and cold 
be‘ter than conventional wood sep- 
arators, and also permit batteries to 
deliver higher output. They can 
be shipped and stored dry and offer 
other manufacturing economies in 
addition to a first co-t as low or low- 
er than conventional wood separa- 
tors. 

A comparison of “Evanite” cost of 
$8.50 per 1,000 with the cost of other 
types of separators is as follows: 


1. Wood (treated) $8.85 
2. Rubber $20 to $25 
3. Fiberglass $14 to $15 
4. Synthetics $10 to $14 





_new Vol-U-Matic greaser gun 
r high pressure . 





DELIVERS TWICE AS MUCH GREASE PER STROKE! 


REVOLUTIONARY, K-P’s Vol-U-Matic Greaser Gun, 

specially designed for the K-P E-Z Greaser, cuts lubri- 

cating time to a minimum. Adjustrol Nut under the 
e 


. instantly ! 


OPERATING FEATURES 


@ HIGH PRESSURE—HIGH 
— alr or etec- 


crtesey. 
= EA A TO CHARGE—+simple, 
omnes t design 
TS ALL STANDARD 25 te 


handle adjusts for any working pressure needed. Mo- eect toe! ere itt ines— 
dern, fast and efficient, the one-man, one- hand unit 10 feet of hose 

delivers twice the grease. No bearings are too large or @ FOLLOWER Pt. PLATE to pre- 
too tight for the Vol-U-Matic. Volume-Pressure com- ont ene Ustine pump 
bination offers greater leverage, more grease. The Vol- Sarret lock 


U-Matic fits most greasers and may be purchased sepa- 
rately or as a complete unit. Order by name. Or write 
*Pat. Pending 


Kp ™ MANUFACTURING co. 


today for new bulletin. 
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THIS SERVICE STATION is typical of those built by Galen E. Wilson Petroleum Co., in recent years. 
it is located on a heavily traveled street in Saginaw, Mich. 


Tourists Spell Profits for Jobber 


Service to the tourist has paid off 
for Galen E. Wilson, founder and 
owner of the Galen E. Wilson Petro- 
leum Co., Saginaw, Mich. 

Working from this basic idea, Mr. 
Wilson has built a thriving distrib- 
utorship on the rim of Michigan’s 
resort country by giving service— 
with special emphasis on clean rest- 
rooms in his stations, accurate, de- 
pendable travel information and ef- 
ficiency of operation. 

When Mr. Wilson founded his 
company in 1925 he decided to cap- 
italize on tourist travel and tailored 
his operations to fit the tourist’s 
needs. 


In carrying out this program he 
has: 


1. Stressed service to the traveling 
public and, particularly, clean rest- 
rooms at the stations he supplies. 

2. Erected easily accessible sta- 
tions along highways in eastern 
Michigan which carry a tremendous 
volume of tourist traffic to and from 
the popular recort areas of northern 
Michigan and the Upper Peninsula. 

3. Concentrated almost exclusive- 
ly on the highway sale of gasoline, 





oil, grease and TBA, disregarding 
farm accounts and fuel oil business. 

How successfully this formula has 
worked for Mr. Wilson is revealed 
by the fact that his company now 
distributes some 10,000,000 gals. of 
Sunoco gasoline per year through 50 
stations. These are located in a 


ill 


— 


trailer. 
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TBA DELIVERIES are made to Wilson service stations in this special truck and 
Larry Pantak (right), TBA salesman, checks invoice with Art Premo, service 





Opened in late 1950, 


strip 125 miles long and 40 miles 
wide along U. S. Highways 10 and 
23, and state roads 76 and 46. His 
distribution extends through the 
counties of Saginaw, Midland, Bay, 
Arenac, Ogemaw, Oscoda, and Iosco, 
following the shoreline of Lake 
Huron northward from Saginaw. 
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station attendant 
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GALEN E. Wilson, founder and owner 
of Galen E. Wilson Petroleum Co., who 
built a thriving jobber business by stress- 
ing service to tourists. He is past pres- 
ident of Michigan Petroleum Assn. 


Wilson Petroleum owns ceven of the 
stations, but all are operated by 
lessees. 


Training Course — Wilson dealers 
and attendants are carefully schooled 
in the methods and values of pro- 
viding extra service for motorists. 
They realize, and never are allowed 
to forget, that tourist trade is the 
backbone of their business and that 
the best way to attract and retain 
this type of patronage is by giving 
better service than the competitor 
down the road. 


A primary phase of this program 
is the maintenance of clean, attrac- 
tive restrooms. Dealers and attend- 
ants are instructed to check the rest- 
rooms frequently each day and to 
clean them at the first signs of dis- 
order. At least once a week, spot 
checks of the restrooms are made 
by Herbert Redinbo, Mr. Wilson’s 
son-in-law, who works closely with 
the dealers on their sales and service 
programs. 

To assist the dealers further in 
carrying out the cleanliness pro- 
gram, the walls and floors of the 
restrooms at Wilson stations are 
faced with ceramic tile and equipped 
with large drains, enabling the deal- 
er to wash the rooms quickly with a 
hose when necessary. 


On the rare occasions when a Wil- 
son dealer becomes lax about keep- 
ing the restrooms clean he is called 
in for a conference and a refresher 
course of instruction. In this dis- 
cussion, emphacis is placed on the 
fact that the dealer who allows his 
restrooms to become dirty and slov- 
enly is taking dollars out of his own 
pocket, especially in a tourist area. 

So successful has the restroom 
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campaign been that each season the 
company receives numerous spon- 
taneous letters from travelers ex- 
pressing appreciation for the ac- 
commodations and service at Wilson 
stations. Invariably, the letters ex- 
plain that the writer will be sure to 
stop at a Wilson station the next 
time he visits the area. 


Tourist Information — Another 
service which is strecsed at Wilson 
stations is accurate tourist informa- 
tion. Dealers and attendants make a 
point of keeping themselves in- 
formed on such matters as road con- 
ditions, cabin camps, restaurants, 
lake resort and fishing conditions. 


THE SAME 


Down through the years, travelers 
in eastern Michigan have learned 
that information obtained at Wilson 
stations is accurate and dependable. 


The dealers are urged to learn by 
name as many of their tourist cus- 
tomers as possible. Many visitors 
return to the same resorts year after 
year and the company has found that 
it is invaluable if a dealer is able to 
greet a customer from last year by 
name when he drives in for the first 
time in the new vacation season. 

Another example of Wilson serv- 
ice occurred several years ago when 
the company installed water soft- 
eners at the service stations and 


BLACKMER 
TRUCK 


REFUEL, AIRLINERS 
Blackmer Truck Pumps are used at 
many major airports. 


TWO REASONS THAT PAY OFF 

1. Full-rated pump capacity (40, 
60 or 100 g.p.m.) at the 
nozzle—instantly. 


2. More years of dependable 
service. Blackmer Pumps are 
self-adjusting for wear. 


WRITE FOR BULLETIN 
TP3A 


The same pumps are used by most 
leading fuel oil markéters to speed 


deliveries for more profi 


BLACKMER PUMP COMPANY 


*PHOTO, COURTESY COLUMBIAN STEEL TANK CO 
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JOBBER SERVES TOURISTS 





WILSON PETROLEUM CO.’s 8,000-gal. double-bottom transport Joads up at the company’s 80,000-gal. bulk plant in Saginaw 
before delivering to service stations. 


advertised free, soft, filtered water 
for radiators, pointing out that un- 
filtered water of the area contained 
chemical elements that were harm- 
ful to radiators. 


Wilson Petroleum was the first 
company in the area to furnish soft 
water, and also was the first to pro- 
vide distilled battery water. 


The importance of driveway serv- 
ice and clean restrooms is further 
emphasized each year with meetings 
of a‘tendants and dealers. First the 
attendants are called to a series of 
meetings at which all aspects of 
their job are discussed and ex- 
plained. Following these sessions, 
similar conferences are held with the 
dealers. Then a big annual meeting 
is held at which prizes are awarded 
to the dealers maintaining the best 
ratio of oil and TBA to sales of gas- 
oline. 


Attractive Stations—Most of the 
Wilson stations have wide, sweeping 
driveways and are visible from far 
down the road. They always look 
freshly painted, and the driveways 
are clean, unlittered and pleasing to 
the eye. The highways on which 
they are located carry hundreds of 
thousands of tourists from Detroit, 
Toledo, Cleveland, Buffalo and count- 
less other cities and towns to the 
east and south, all headed for Mack- 
inac Island, Sault Ste. Marie, the 
Upper Peninsula, and the thousands 
of other camps and resorts in the 
northern Michigan playground. 

Each Wilson station is designed, 
both in appearance and service, to 
attract a sizeable percentage of these 
pleasure seekers. ~ 


While Wilson Petroleum concen- 








The Wilson company distributes about 10 million gallons of gasoline a year 


trates on selling gasoline, it views 
TBA as a natural adjunct of this 
type of marketing, particularly in a 
tourist area. Therefore, it stresses 
sales of TBA in its sales programs 
and its conferences with dealers and 
attendants. 


To speed up delivery of TBA and 
assure dealers that they'll always 
have a sufficient stock on hand, the 
company operates a cpecial TBA 
truck on a regular schedule. When 
Mr. Redinbo makes his weekly call 
on the dealer, he makes an inven- 
tory of the TBA stock and deter- 
mines, with the dealer, what new 
supplies are needed. Two days later 
he is followed by the TBA truck 
which delivers the items previously 
ordered. 


Deliveries Cut—Mr. Wilson has re- 
duced costs and simplified the de- 
livery of gasoline by using two 8,000- 
gal. double-bottom transports which 
haul from the company’s 80,000-gal. 
bulk plant in Saginaw, .Sun’s Bay 
City marine terminal in the sum- 
mer, and Sun’s pipe line terminal at 
Detroit in the win‘er. Deliveries are 
scheduled and service station stor- 
age maintained co no more than 
three stops are made by the trans- 
port on each trip. 

A dispatcher telephones the deal- 
er ahead of time to determine just 
how much product he needs and then 
the transport’s trips are planned ac- 
cordingly. Storage amounts to 12,- 
000 gals. at all recently-built sta- 
tions and is gradually being in- 
creased at the others. 

In addition to the big transports, 
Wilson Petroleum operates two 3,- 
000-gal. tank trucks and one 5,000- 


gal. unit. Deliveries for the smaller 
trucks are planned so they make no 
more than two stops on any one trip, 
and in some caces dump the entire 
load at one station. 

Mr. Wilcon, a former president of 
the Michigan Pe‘roleum Assn., has 
distributed Sunoco products ever 
since becoming a jobber in 1925. As- 
sociated with him in the business 
are his two sons, Gordon H. Wilson, 
vice president, and Ralph I. Wilson, 
secretary. 


Ohio Oil Transfers 
Indiana District Office 


NPN News Bureau 

FINDLA Y—Ohio Oil Co.’s Indiana 
district office, headquarters for Mara- 
thon retail marketing operations in 
Indiana, has moved to new, larger 
offices at the company’s Indianapolis 
pipe line terminal in Speedway City. 

Included in the move are the dis- 
trict sales, real estate, engineering, 
credit and accounting departments, 
according to J. H. Townsend, Indiana 
district manager. 

In addition to the district office, the 
building now houses the terminal 
staff, under Superintendent Vance 
Anderson, and the Indiana transpor- 
tation department, headed by A. J. 
Moorhead. 


Jobber Group Moves Office 


NPN News Bureau 

DETROIT—The Michigan Petro- 

leum Assn. has moved its headquar- 

ters from the Penobscot Building to 

2130 Dime Building, Detroit 26. The 

new phone number is Woodard 2- 
9155. 
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Ht takes 


VALUE 


to build 


VOLUME! — “= 


.-.and Kelly value has public acceptance You have an ample trading area in which to grow and 
; ; awd 
that you can turn into steady turnover! ixcaletuluaumcn: 
You have a complete line for farm, truck and passenger 
Yes, Kellys have plenty of what it takes to give the vehicles—the right tire to sell to every customer! 
tire-selling end of your business a profitable boost! 


: : > tay aE You’re supported by continuous advertising in leading 
Here is a line backed by 58 years of tire-building “‘know- magazines and a powerful promotional follow-through 
how,” built to regularly roll up extra thousands of safe at the local level! 


‘Joa! 
miles: You get, in fact, everything you need to prove to your- 
And look at all these other money-making advantages _ self what thousands of others have already discovered 
of a Kelly Distributorship: —that “Selling Kelly Tires is a Good Business!’’ Write 
© You get tires that will sell at top prevailing prices, thus today. We'll send you complete details about a Kelly 
protecting your profit margins! Franchise in your area. 
® You can “hang up the sign’”’ of a line known everywhere 
for quality—an excellent prestige builder for your entire THE KELLY-SPRINGFIELD TIRE COMPANY 
TBA line! Cumberland, Maryland 


Selling Kelly Tires is a Good Business ! KELL LY it 


and Improved 
TER Lo ‘ES for 58 years! 


Super Flex Cruiser Grip Trac Passenger Truc Trac Commercial Heavy Dual Trac 
Passenger Passenger and Truck Truck Tread Truck Special Service 
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OFFICERS AND DIRECTORS of newly formed Chicago chapter of Desk and Derrick Club are (seated, Jeft to right) Thelma 
Pike, The Texas Co., treasurer; Betty Rankin, Kanotex, vice president; Catherine A. Connell, The Texas Co., president; Marilyn 
Sankevitz, Refiners Petroleum; Victoria Trzeciak, Cities Service, recording secretary. (Standing) Valerie Koepke, Transamerican 


Petroleum Products; 


Dr. M. E. 
Spaght fills the 
newly created 
position of execu- 
tive vice presi- 
dent at Shell Oil. 
Dr. Spaght has 
been president of 


Shell Develop- 
ment Co. since 
1949, and has 





been in charge of 
all Shell research 
in the United 
States. 

Born in Eureka, Calif., he received 
his doctors degree from Stanford 
University, and joined Shell as a 
chemist in 1933. 

Succeeding Dr. Spaght at Shell De- 
velopment is Dr. Harold Gershinowitz 
who is a vice president and head of 
the exploration and production branch 
of the research department. 

Both men will make their head- 
quarters in New York City. 


Dr. Spaght 


* + . 


M. H. Wagner, a distributor in 
Mertzon, Tex., has finished construc- 
tion on his new bulk plant and ware- 
house. Mr. Wagner has been in the 
oil business since 1927 and is now a 
commission agent for Standard Oil 
of Texas. 





Mr. Kenney 


Mr. Gentry 


Cyrus S. Gentry has retired as vice 
president and general counsel of Shell 
Oil and as chairman of the American 
Petroleum Inudstries Committee. He 
is succeeded at Shell by William F. 
Kenney and at the APIC by Joseph 
Walsh, general counsel of Sinclair. 

Mr. Gentry was educated at Mc- 
Kendree College in Lebanon, IIL, 
where he later taught and acted as 
director of athletics, and the Uni- 
versity of Illinois, where he grad- 
uated as a Rhodes scholar in 1914. 
He received his law degree at Ox- 
ford University in England. After 
practicing law in Houston for il 
years, he joined Shell in 1933 as a 
senior attorney. Four years later he 
was transferred to New York City 
and in 1944 was elected a vice presi- 
dent. 
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Edna Waller, Petroleum Marketer; Alyce Grace, Pure Oil, and Kathryn Brown, Pure Oil 


Mr. Gentry had been chairman of 
the APIC for a year and had served 
as secretary since 1944. 

Mr. Kenney is a graduate of the 
University of Michigan and joined 
Shell in 1937 as an attorney in St. 
Louis. He later became senior at- 
torney in the Houston area and in 
1945 was transferred to New York 
City. 


7 * > 
J. G. McCaw, 
assistant secre- 


tary of the Free- 
dom-Valvoline Oil 
Oe. i Freedom, 
Pa., retired Dec. 
31 after 47 years 
with the com- 
pany. 

Mr. McCaw be- 
gan his long 
career with Free- 
dom-Valvoline in 
1905 after com- 
ing to this coun- 
try from Glasgow, Scotland. Start- 
ing in the bookkeeping department, 
he later assumed duties in the gen- 
eral manager’s office. At the time 
of his retirement, he was manager 
of the real estate and insurance de- 
partment. 

Mr. McCaw resides in Beaver, Pa. 





Mr McCaw 
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COMING MEETINGS 


JANUARY 


Independent Ol Men’s Assn. of New England, 
— meeting, Hotel Statler, Boston, Jan. 


North Carolina Oi) Jobbers Assn., annual meet- 
ing, Carolina Hotel, Raleigh, N. C., Jan, 21. 
National Council of Private Motor Truck Own- 
ers, Inc., Statler Hotel, Detroit, Jan, 22-23. 
Northwest Petroleum Assn., Nicolet Hotel, 
Minneapolis, Minn., Jan, 22-23. 
Independent Oilmen’s Assn., annual 
meeting, Atlanta Biltmore Hotel, Atlanta, 
Ga., Jan. 23-24. 

Truck Trailer Manufacturers Assn., Inc., Edge- 
water Gulf Hotel, Edgewater Park, Miss., 
Jan. 26-28. 

Kansas Oll Men’s Assn., annual convention, 
Lassen Hotel, Wichita, Kans., Jan, 27-28. 


FEBRUARY 

Missouri Petroleum Assn., President Hotel, 
Kansas City, Mo., Feb. 5-7. 

Florida Petroleum Marketers Assn., annual 
meeting, Hotel Seminole, Jacksonville, Fla., 
Feb. 6. 

American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 16-18. 

Iowa Independent Oil Jobbers Assn., Savery 
Hotel, Des Moines, -Iowa, Feb. 18-19. 

Oil Industry TBA Group, West Coast Division, 
second annual meeting, Whitcomb Hotel, San 
Francisco, Feb. 24. 

Wisconsin Petroleum Assn., annual convention, 
Schroeder Hotel, Milwaukee, Wis., Feb. 
25-26, 


MARCH 


American Society for Testing Materials, spring 
meeting and committee week, Detroit, March 


2-6. 

Tilinois Petroleum Marketers Assn., Hotel Sher- 
man, Chicago, March 10-12. 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Wallick Hotel, Columbus, Ohio, March 17-19 

Texas Ol] Jobbers Assn., annual convention and 
exhibit, Plaza Hotel, San Antonio, Texas, 
March 19-21. 

Western Petroleum Refiners Assn., annual 
meeting, Plaza Hotel, San Antonio, Texas, 
March 23-25. 

National OU Jobbers Council, 
Ala., March 26-28. 

Association of Eastern Petroleum Credit Man- 
agers, annual conference, Claridge Hotel, 
Atlantic City, March 29-April 1. 


Montgomery, 


APRIL 


Indiana Independent Petroleum Assn., spring 
convention, Hotel McCurdy, Evansville, Ind., 
April 15-16. 

National Prtroleum Assn., Cleveland, Ohio, 
April 15-17. 

National Tank Truck Carriers, Inc., Boca 
Raton Club, Boca Raton, Fla., April 16-19. 

American Petroleum Institute, Division of 
Transportation, products pipeline conference, 
Hotel Muehlebach, Kansas City, Mo., April 
20-22. 

Independent Petroleum Assn. of America, Jef- 
ferson Hotel, St. Louis, Mo., April 27-28. 


MAY 


Liquefied Petroleum Gas Assn., 
Hotel, Chicago, May 3-6. 

American Petroleum Institute, Division of Mar- 
a mid-year meeting, Baker Hotel, Dal- 

Tex., May 4-5. 

suntebie Petroleum Assn., Bedford Springs 
Hotel, Bedford, Pa., May 10-12. 

American Petroleum Institute, Lubrication 
Committee, The Greenbrier, White Sulphur 
Springs, W. Va., May 11-13. 

American Petroleum Institute, Division of Re- 
fining, midyear meeting, Hotel Commodore, 
New York, May 11-14. 

International Pet m Exposition, Tulsa, 
Okla., May 14-23. 

Empire State Petroleum Assn., Ine., annual 
meeting, Hotel Roosevelt, New York, May 
17-19. 


Conrad Hilton 


JUNE 


American Assn., of Battery Manufacturers, 
Chateau Frontenac, Quebec City, Que., June 
1-3. 

Pennsylvania G rade Crude Ol] Assn., 30th an- 
nual meeting, William Penn Hotel, Pitts- 
burgh, June 18-19, 

Testing Materials, annua! 
meeting, Atlantic City, N. J., June 29-July 

3. 


JULY 
Truck Trailer Manufacturers Assn., Ine 
Edgewater Beach Hotel, Chicago, July 23- 24. 
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SERVICE PLAQUES are presented to Rhode Island distributors by R. F. Scott, Socony- 
Vacuum Rhode Island District heating oil salesman, at a recent dinner held for Socony 
distributors in East Providence. Left to right are: J. Raymond Sternback, Phenix Supply 


and Oil Co., Phenix (20 year plaque); 


John Rotundo, Mohawk Oil Co., Johnston 


(10-year plaque); Maurice Sternback, brother of J. Raymond, also with Phenix Sup- 
ply; and Mr. Scott 


Three women distributors were 
honored with service plaques at a din- 
ner held recently by Socony-Vacuum’s 
Rhode Island District for its distrib- 
utors in the state. They were: 

Mrs. Francis Kiley, of Kiley’s, Inc., 
Woonsocket, who has operated the 
company since the death of her hus- 
band about four years ago. Her 
company received a 15-year plaque. 

Mrs. Eugenie O’Neil, of O’Neil Oil 
Service, Inc., Peacedale, who has 
carried on since her husband died 
some years ago (10 year plaque). 

Mrs. E. U. Buchard, Jr., of Smith- 
field Oil Service, Esmond, who has 
operated the company for the last 
two years, since her husband’s death 
(five-year plaque). The women had 
little previous experience in the oil 
business before taking over their 
companies. 


In all, Socony’s Rhode Island dis- 
trict presented plaques to five distri- 
butors with more than 20 years with 
the company, to 14 wtih more than 
15 years, to three with more than 
10 years, and to six with more than 
five years. 

Addressing the meeting at Meta- 
comet Golf Club, East Providence, 
were R. R. Potts, Socony’s New Eng- 
land division manager, and C. A. 
Sheehan, Rhode Island district mana- 
ger. They outlined the company’s 
policy of building close and harmon- 
ious relationships with distributors. 
Mr. Potts noted there are twice as 
many Independents handling Socony 
products today as there were 10 
years ago. 


W. L. Preston, a Mid-Continent 
commission agent in Springfield, 
Mo., is making plans to remodel his 
bulk plant and five service stations. 
Last month Mr. Preston purchased 
two new tank trucks. 


The new presi- 
dent of Western 
Oil and Gas 
Assn., Los Ange- 
les, is Lioyd L. 
“Red” Aubert. 

Appointed gen- 
eral manager of 
the Bankline Oil 
Co. when he was 
29, Mr. Aubert 
has been running 
that company for 
the past 25 years 
and has been 
president since 1941. Bankline is an 
integrated company and ranks 11th 
in gasoline volume among the Cali- 
fornia oi] marketing companies. 


Mr. Aubert 
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Tennessee 
Jcbbars 


RELAXING here be- 
tween sessions at Dec. 
14-16 convention of 
Tennessee Oil Men’s 
Assn. in Memphis are 
(left to right): W. L. 
Rector, Rector Oil 
Co., Dyersburg; A. J. 
Pressler, Clarksville 
Oil Co., Clarksville; 
and W. F. Davidson, 
Peoples Oil Co, 
Nashville 


BETWEEN MEETINGS at Memphis 
convention of Tennessee Oil Men’s Assn. 
are (left to right): G. H. Kittrell, Kitt- 
rell Oil Co., Hohenwald; R. M. McCrae, 
Moto-Pep, Inc., Memphis; R. W. 
Edwards, Peoples Oil Co., Nashville; 
and W. O. Rose, Red Ace Petroleum 
Co., Nashville 


72 


OFFICERS named by Tennes- 
see Oil Men’s Assn. included 
(left to right): Carl Nicks, 
Nicks Oil Co., Dickson, the 
new vice president for West 
Tennessee; William D. Pett- 
way, Oil Co., Chattanooga, new 
president; and H. L_ Noblitt, 
Noblitt Oil Co., Tullahoma, 
new vice president for Middle 
Tennessee. Not present for pic- 
ture was John Howren, Holston 
Oil Co., Johnson City, vice 
president for East Tennessee 
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SOCONY-VACUUM 


THE SIGN THE NATION KNOWS-— 


Round the World, 
too! 


Mobilgas— America’s largest seller—is a world-wide favorite, 
too! The reason is Flying Horsepower—result of the industry’s 
foremost catalytic refining program. Socony-Vacuum was the 
pioneer in catalytic cracking—today leads in construction 
of this most modern type of refining equipment. 
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THIS IS THE WORLD’S MOST WIDELY 
USED GASOLINE PUMP METER 
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In every country under the sun where gasoline is sold 
you will find Gilbarco pumps with Gilbarco meters. 
Today and every day throughout the world more gasoline 
is being measured into cars and trucks by Gilbarco’s 
than by any other make of meter. 






Why do marketers the world around specify “Gilbarco”? 
For the longest life that can be built into gasoline 
pumps... for field-proven dependability in every 
season and every climate...for styling that stays 
modern longer ... for today’s — and tomorrow’s — 
greatest value in gasoline marketing equipment! 







Gilbert & Barker Manufacturing Co. 
West Springfield, Mass. 
Toronto, Canada 







